rdware 
Age 


Founded 1855 $3.00 a Year 
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OST Old Timers can remember the days 
when Micrometers were viewed with sus- 
picion—when machinists made their own 
squares and calipers, and the best work- 
man was the one who could get along with 
the fewest tools. 


The increasing demand for more speed and closer fits has changed 
all this. Your up and coming mechanic of today has a kit of tools that 
enable him to clean up his work with neatness and despatch. What 
it takes to do the job right he’s got. 


Keeping him supplied with the precision tools that keep him abreast ‘he following additions to the 


of modern shop practice means good business for Starrett Dealers. ee 
Push the new Starrett Tools—it pays. Write for Catalog No. 23 “A.” 


THE L. S. STARRETT CO. 


World's Greatest Toolmakers ° 
Manufacturers of Hacksaws Unexcelled ecg Keis Seek No. 53 


Jewelers’ Screw Driver No. 
ATHOL, MASS. pope ier oaths 4 aa 


Dial Bench Gage No. 458 
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For Your Christmas Trade Lt > (a i] 


Sales of the Junior Mechanic Saw this 
year have broken former records. It 
is in great demand by Boy Scouts, 
manual training students, and the 
man around the house who makes 
things. 

A Standard Saw 


Made in one size 20 inches long, 
9 points, straight or skew 
back, taper ground, highly 
polished; handle mission 



























stained and full carved; Real rs 
fitted to blade with two Handsaw = 
nickel plated saw screws Th 
and medallion. PB nl dag” ig 
echanic Saw is 
A Quality Product invaluable forhome 
aprerer workshop use. It 
: ign grade saw WAY, cuts clean, fast and easy. 
at a moderate // © CK The moderate price at 





price. Buy a 
dozen or more 
for Christ- 


mas. 


which it is sold enables 
hardware dealers to make 
quick sales. 













¢ 


Immediate Delivery 
Bre 


Place your order at once for im- 
_ mediate delivery. Each saw is packed 
in an attractive individual blue and white 
carton. Ask for our plans to help you 
make more Christmas Saw sales. 















“A Perfect Saw for Every Purpose’’ 


E.C. ATKINS @ COMPANY 


ESTABLISHED 1857 THE SILVER STEEL SAW PECPLE 
Home Office and Factory: INDIANAPOLIS, U. S. A. 
Canadian Factory: Hamilton, Ont., Can. 











BRANCH HOUSES: 
Atlanta Memphis New Orleans Portland Seattle Paris, France 
Minneapolis New York San Francisco Vancouver Sydney, N. S. W. 






Chicago 
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6 Weeks to Thanksgiving! 
10 Weeks to Christmas! 


Now approaches the season of home dinners—Thanksgiv- 
ing, Christmas, and New Year’s—when table appointments 
receive critical consideration, when kitchen utensils are 
added to, and almost every home prepares for guests. 


This very day 1s not a bit too early to check your PY REX 
stock! Make sure that it contains a representative assort- 
ment of PYREX—Platters and Pudding Dishes, Ramekins 
and Pie Plates, General Utility Dishes and Casseroles, 
Double Compartment Vegetable Dishes, and Tea Pots (in 
all three charming’ shapes and in the three wanted sizes). 


What you need, your PYREX wholesale distributor is ready 
to supply. 


Set your PYREX displays to work for you—let them appeal 
to the hostess eager to serve attractive, perfectly cooked 


dinners—let them remind the “men-folks” that no gift is 
more welcome than PYREX. 


No home can have too much 


PYREA 


Ovenware 
Teapots 
Nursing Bottles 


PYREX Sales Division 
CORNING GLASS WORKS, Corning, N. Y. 


World’s Largest Makers of Technical Glassware 
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Columbia Hot Shot Batteries 
contain 4, 5 or 6 cells in a 
neat water-proof steel case. 








Maxie 2 





Paneer 











Best Sellers for Thirty Years 


THOUSANDS of dealers have successfully 
handled Columbia Eveready Dry Batteries 
for ten—twenty—thirty years! From the 
beginning these batteries prove that they 
are money-makers and trade-builders; the 
years give emphasis to that fact. Sell 
Columbia Eveready Batteries. Order from 
your jobber. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC. 
New York San Francisco 


Canadian National Carbon Co., Limited, Toronto, Ontario 


Columbia 
Dry Batteries 











etal 
they last longer 
for Gasengine Firing blasts Ringing burglar alarms Motor boatignition Lighting tents and 
ignition Heat regulators Protecting bank vaults Telephone and outbuildings 
Tractor ignition Doorbells Calling Pullman telegraph Running toys 


Starting Fords Buzzers vorters Electric clocks Radio “A” 
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-“HeresWhy | 


| reeommend 


Atkins SilverSfeelSaws: 


yo My Fellow Hardware Dealers” \, 


Z ff fj PLENTY OF REASONS! | 


Mr. James of the McAmis Hardware Company gives 
plenty of reasons why other dealers should handle Atkins 
Saws. He failed to state, however, regarding the rapid 
turnover of this quality line of merchandise. When 
reading his letter, do not forget the rapid turnover of 
Atkins Saws. 

Why don’t you send in a letter on the above subject 
for this contest? Our only requirements are that the 
letter be written on the stationery of the dealer with 
whom you are connected, and that this dealer handles 
Atkins Saws. If we accept your letter for publication, 
you win $10.00. 


















WINNER THIS WEEK 


LESTER M. JAMES 
c/o J. A. McAMIS HDWE. 
CORINTH, MISS. 


THE LETTER 


E. C. Atkins & Co., 
Indianapolis, Ind. 


Gentlemen: 


After twenty-five years selling Atkins Silver Steel Saws, we feel that our success in handling 
them can be attributed largely to the material used in their manufacture. 

In recommending and selling them we can assure our customer that the steel from which they 
are made is hard and tough, so as to prevent the teeth from bending or dulling easily, and that 
they will hold their set. The customer is also assured that an Atkins Silver Steel Saw will file and 
set readily, saving the files and unnecessary labor. 

In fact, Atkins Silver Steel Saws sell on their own merits, and are backed by years of satisfac- 
tory — as well as a reliable corporation that guarantees them with regard to quality and work- 
manship 


Yours very truly, 
LESTER M. JAMES. 


A FEW POINTERS ON ATKINS No. 16 
BUTCHER SAW 


The butchering season for the farmers is near. Do you have a good stock of butcher saws on hand? If not, write 
us for our No. 19 catalog which describes our complete line. 

The No. 16 Saw illustrated here is one of the most popular on the market. The blade may be instantly removed by 
turning the thumb-screw. Frame of 1” by 1%” spring steel, very rigid. Fitted with a hardwood handle, fastened to the 
frame by three nickel screws. It has a 3%” pinned blade of Siiver Steel, toothed 11 points to the inch. 





E. C. ATKINS & COMPANY 
Established 1857 


Machine Knife Factory: Home Office and Factory: “The Silver Steel Saw People” 
Lancaster, N. Y. Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 
BRANCHES: 
Atlanta Memphis New Orleans Portland Seattle Paris, France 
Chicago Minneapolis New York San Francisco Vancouver, B. C. Sydney, N. S. W. 


‘ATKINS ALWAYS ABEAD’ 1111 1 nnn aessi_Y 








HARDWARE AGE October 16, 1924 


SANDS LEVELS 


New Low Prices Give Added Impetus 


to Aluminum Level Sales 
Sand’s 6 Glass 24” Aluminum Level Now Less Than Old Price for 4 Glass 24” 








Nearly 800,000 carpenters, masons, mechanics and other potential level users 
will read about Sand’s new prices in current issues of Popular Science Monthly, 
American Builder, The Carpenter, and Bricklayer, Mason and Plasterer maga- 
zines. Put Sand’s Levels in your window—display them in your store. Cash 
in on this big opportunity for sales! 


Where Years of Experience Count 


Increased production and efficient methods have brought 
about savings in manufacturing costs that now put the genuine 
Sand’s Aluminum Levels at a price near that of wood levels. 
Most level users will gladly pay the slight difference for the 
lighter weight and infinitely handier aluminum models. 


Stock Them and You'll Sell Them 


These are the same good levels that have won the hearty 
approval of craftsmen everywhere, for their permanent built- 
in accuracy and convenience on the job. The name “‘Sand’s” 
is cast in the frame of the genuine. Point it out to your cus- 


tomers. 


These aluminum levels have 4 plumbs, 2 levels, 
protecting lenses, crowned spirit tubes perma- 
nently and accurately set in the frame, and 
black enamel bubble markers. All carry the 





Sand’s Guarantee. 


% Over 350 Jobbers Stock Sand’s Levels 
Wire Your Order—Get Your Stock In 


SANDS LEVEL & TOOL CO. 


Owned—J. SAND & SONS—Operated 
8634 Medbury Ave. Detroit, Michigan 
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KESTER RadioSOLDER 


ROSIN-CORE 





“My Hardware Store Has It 4 


Hardware store for solder. That’s where 
everybody expects to find it, whether it is for 





















general mending or for radio work. It makes Kester Radio Solder comes in 
little or no difference whether you handle radio Sedilen-c acttad claus “Ib. 
parts or not — habit has taught people to look each. Ten cans to an attractive 
display carton in three colors. 
to you for solder. iy cartons or 100 cans to case 
ot. 
Sell the radio fan, the solder that contains the If your local jobber amen sup- 
‘ ‘ or p y you we wt é€ care of your 
flux recommended by radio engineers—Kester etn as en same ae 
Radio Solder (rosin-core). cate below. 
P Remember our October announce- 
Acids, pastes and compounds are condemned ment and—order now! 


by radio engineers in their editorials in maga- 
zines, news and trade papers. Their recom- 
mendation of rosin-core solder as the proper 
flux and solder for radio will be strengthened 
by our own ads starting in the October issues 
of the leading Radio papers. The total circu- 
lation will be well in the millions. 


That’s why little effort will be needed to sell 


Kester Radio Solder (rosin-core). It is in de- 
mand—let it be known you have it and you'll 


sell plenty! 


CHICAGO SOLDER COMPANY 
CHICAGO, U.S. A. 


H. A. 10-24 


Chicago 
Solder Co. 
4205 Wrightwood 
Ave., Chicago, Ill. 


Gentiemgn: Please 
send me the following 
as indicated. 


1 CARTONS (10 Cans) 
[] CASES (10 Cartons, 100 Cans) 
0 Send C.O.D. OU Billthru my Jobber 


Name 
Address .... 
City..-. ; State 


My Jobber 
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EAL HELP 


O/ Pealers 


Wherever men depend upon cutting tools most’ 


po wae a: 






Absolute Superiority 
GUARANTEED 


Simonds Crescent Ground 
Cross-Cut Saws are made so 
painstakingly, ground so care- 
fully, used so universally by 
lumber camps that we guarantee 
them to cut ten per cent more 
timber,sametimeand labor being 
used, than any other brand of 
cross-cut saw made in the Unit- 
ed States. 










SIMONDS SAW AND STEEL COMPANY 
“The Saw Makers” Fitchburg, Mass. Established 1832 
Branch Offices in Principal Cities 


| “FILE TeSARASI-MONDS 6 a es 
SAWS Fil INN VES "si; E | 
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This A hertienment appears 


in the Sept. 27% issue of 
The Sa turday évenin g Post. 
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Increase Sales 











Good quality Saws and high grade publicity 
are the two great Dealer Helps SIMONDS 
SAWS offer. This line of Saws is profitable 
to handle. Its sale is backed by consistent 
advertising in the “Saturday Evening Post,” 
“Collier’s,” “Literary Digest” and “Popular 
Science Monthly.” 





SIMONDS SAW AND STEEL Co. 
Fitchbura, Mass., Chicago, Ill. 
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A WORTH WHILE HAMMER LINE— 


PEXTO HAMMERS are the result of ex- 

pert workmanship, unusual care and inspec- — 
PEO tion from start to finish. 
ey They are forged from one piece of special 
tool steel and tempered to an extreme tough- 
ness. The handles, which are shaped to fit 
the hand, are made from selected second 


growth white hickory. 


The line is complete and covers practi- 
cally every style of hammer in common use. 


Our dealer helps, consisting of Metal Dis- 
play Fixtures, Window Cards and Booklets, 


will help you increase your sales. 
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THE PECK STOW & WILCOX CO. Southington, Conn.USA 
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NCE a year comes the hardware dealer’s 
opportunity to capitalize on his special- 
ty—useful gifts. When the whole town is out 
shopping for Christmas where else but in 
your store can they find such a variety of really 
usable things to give as presents? 


They will’'come to you for fine tools— 
especially those that are nationally adver- 
tised. They know the quality of the genuine 
Walworth Stillson wrench and its many uses 
round the house. They will look for the at- 
tractive Walworth Christmas boxes on your 
counter. 

Get ready for them now. In ordering re- 
member to ask for the special Christmas 
cartons, otherwise you won’t get them. 
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WALWORTH MFG. CO., Boston, Mass. 


Sales Units and Distributors in All Principal Cities 


WALWORTH 


Stillson Wrench 
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Machine Screws 
Stove Bolts 
Tire bolts 
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American Screv Co. 


PROVIDENCE , RI, 
WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Tape That Is REAL 


riction Tape 


UCH of the tape called 
friction tape is just poorly 
rubberized fabric. The rubber 
compound is light, thin and 
poorly worked into the cloth. 
The friction compound has little 
body and when stripped from the 
roll it pulls away from the fabric. 








BULL DOG TAPE is rich in 
heavy fibrous rubber gum. The 
compound is not only spread on 
the sheeting but the fabric is first 
filled or calendered twice, once 
on each side, making a basis of 
heavily impregnated cloth on 
which the finishing coat is spread. 


This is why we feel justified in 
calling BULL DOG TAPE a 
real “friction” tape. 


BULL DOG 


FRICTION TAPE 


is conveniently packed in 1, 2, 4 and 8 oz. 
rolls in individual cartons and assembled in 
counter display containers. Carton and con- 
tainers are especially attractive in color and 
very helpful in making quick sales of BULL 
DOG Tape. 





“When 
you pull 
it pulls” 














BOSTON WOVEN HOSE AND RUBBER COMPANY, Cambridge, Massachusetts 
eee 


ga 
Pet. 





14 HARDWARE AGE October 16, 1924 


rH i jinn 









Now Made in Two Weights 


UR distinctive Double Scroll Lawn Fence is now made in 
two weights, with all wires No. 9 gauge and all No. 11 
gauge. Where greatest strength and durability is wanted 
in a superlative attractive lawn fence our heavy No. 9 gauge has 
no equal. The new No. 11 weight is identical in design, with the 
straight, smooth, solidly joined wires that make our Lawn Fences 
so pleasing to the critical customer. It is an easily erected fence 
that protects and enhances the beauty of property at moderate cost. 


| 
With our complete line of ornamental and plain lawn fences you | 
can take full advantage of the rapidly increasing demand for | 
attractive inclosures. More and more people are wanting the | 
protection and privacy that is not possible with an open yard. 

Our lawn fences are frequently used for tree and window guards, 

gardens, parks, cemeteries, play grounds, tennis courts and many 

other special purposes. Their ‘‘Super-Zinced”’ quality means 

extra service and satisfaction. | 


Well Advertised. Our full line of ‘“‘Super-Zinced’”’ Fences is 
widely advertised in towns and rural coimmunities, and during 
the spring season our Lawn Fences are advertised both in maga- 
zines and by mail to home owners in towns and cities. Moreover, 
each fence erected advertises its beauty and utility to the 
neighbors and sells more fences for you. 


Spring Contracts. Let us tell you more about ‘‘Super-Zinced”’ 
Lawn Fences, their resale possibilities and our agency proposi- 
tion. Contracts will be taken now for your spring requirements 
for delivery up to April 30, 1925. Drop us a line for full particulars. 


Pittsburgh Steel Company 
Pittsburgh, Pa. 


New York Chicago Memphis Dallas San Francisco 


Columbia and Pittsburgh Perfect Fences 
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Dust. Soot. Dirt 
CHENIN 


RY A. i 


7 Made of fine mesh. 
-..Bed Rooms 


specially treated, 

_Bath Rooms cotton cloth in 

Living Rooms i substantial wel]- 

Dining Rooms | |, eee sii finished frame. 

| = Offices on it 

School Rooms | | i Sizes 
Hospitals iE tt 9 in.or Sin. high 
pant | i Widths Adjust- 

For Every Window Een El i able to fit 
cert a: i ne any: ndow. 
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This Ejight-Color Lithographed Window Display will be sent free on request. We will also supply attractive colored 

Counter Display Cards, free Imprinted Circulars, Electrotypes and Ventilator Signs. With this material you can arrange 

attractive sales producing Window Trims and Counter Displays which will materially increase your Ventilator sales. 
All this material will be sent free on request. 


hie ta the 
Set- Ueutthaters Allin Gowers 
Mahe fred enters ov Focundiy Kur 
, (Mt wv Free) 
Buk th. Sh. f 


otf 
CONTINENTAL SCREEN COMPANY 


1323 Book Building, Detroit, Michigan noe 
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American Galvanoid and Bronze 


GALVANOID leads by far all other grades in its 
field, and this progressive success may be attributed 
to the good service, year in and year out, which it 
has given to the consumer. 


Our manufacturing department has left nothing un- 
done to maintain and improve, if possible, the high 
standard of quality set by GALVANOID screen 
cloth, and to take care of the constantly increasing 
demand we have enlarged our facilities. 


GALVANOID is scientifically zincked after weaving 
by our modern electric process, then varnished. It 
is firm, durable and attractive—the best grade of 
zincked cloth made. 


AMERICAN BRONZE 


The demand for “better quality” screen cloth is fur- 
ther evidenced by our greatly increased sales of 
AMERICAN BRONZE. This grade is made of 90% 
pure copper and 10% non-corrosive alloy, and is firm 
and resilient. AMERICAN BRONZE should last as 
long as the frames which hold it. Avoid so-called 
“pure’”’ copper substitutes, which are too soft and 
not as durable. 


Educate your trade to SCREEN FOR PERMA- 
NENCY, and insist on AMERICAN BRONZE. 


We also manufacture Painted, Galvanized, Copper, 
and many grades for particular purposes, such as 
Fly Killer cloth, Sifter, Grain-cleaning Cloth for 
Fanning Mills, and Wire Cloth for many other re- 
quirements. 


Samples, Circulars, etc., furnished on application 
ORDER THRU YOUR JOBBER 


AMERICAN WIRE FABRICS CORPORATION 


SUBSIDIARY OF 


WICKWIRE SPENCER STEEL CORPORATION 


General Offices: 41 East Forty-second Street, New York 


Western Sales Office: 208 So. LaSalle Street, Chicago 
PHILADELPHIA DETROIT SAN FRANCISCO LOS ANGELES SEATTLE 


WORCESTER BUFFALO 
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Steady Turrvovers 


As Regular and Easy as an HourVlass 


i 


OTHER 
ACCO 
CHAINS 


Acco Dog Leads 
Acco Cow Ties 
Acco Round Cord 
Pulley Chain 
Elwel Breast Chains 
El-Wel-Tra Trace 
Chains 

Acco Chandelier 


ME 53g >... KART s 


































We've all heard 
that “time is mon- 
ey.” It’s also true 
that the “Acco 
Line is money.” 


ie 4 : 
ee Le ee 
ie in 


Because of the 
year-round  de- 
mand for “Acco” 


Chains, you profit Chain 
Acco Harness 
by a steady turn- be 


over and satisfied 
customers. 


“Let ‘Acco’ Chains 
from your shelves, 
put ready change 
in your till.” 


Acco Slip Hooks | 
and Grab Hooks 


Tenso Tie Out 
Chains 


Tenso Hammock 
and Porch Swing 
Chains 


Acco Coil Chain 
Acco Wagon Chains 


Acco Pump and 
Well Chain 


Weed Chains 


Welded and Weld- 
less Chains for 
every conceivable 


purpose. 


See list on the 
right and write for 
literature. 


American Chain Company, Inc. 


BRIDGEPORT, CONNECTICUT 
In Canada: DOMINION CHAIN COMPANY, LIMITED, Niagara Falls, Ontario 


District Sales Offices: 
Boston Chicago New York P hiladeiphia Pittsburgh San Francisco 
World’s Largest Manufacturers of Welded and Weldless Chains for all Purposes and 
Makers of the Famous Weed Automobile Accessories 
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GRAY-WICK 


SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 
Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 


12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 34 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 


Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 INCORPORATED 1892 
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: the Cat Came Back. 


Just like Dazey Churn 
sales, Mr. Dealer. One 
Dazey sale in a neighbor- 
hood and five sales or 
more are sure to follow. 


























It’s what users tell their friends 
about the Dazey making more 
butter, better butter and so 
easily, that has made it the 
largest selling Churn in the 





world. 


Open your door to increased 
churn sales by placing a few 
churns throughout your dis- 
trict and watch them multiply. 





a 


Dazey Churns are sold only 
through dealers and jobbers 


We have prepared elaborate folders, booklets, counter 
and window displays, finely illustrated and beautifully 
colored, which help you sell Dazey Churns to old and 
new customers. Free for the asking. A post card will do. 
No matter how busy you are, write for and make use 
of them now. 


DAZEY CHURN & MFG. CO. 
Carter & Warne Aves. . . . St. Louis, Mo. 
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Sharpens 
your can- 
opener so 
easily! 
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This is the greatest sales producing article that has ever been 
presented. A Dazey Sharpit Sells on Sight. The market is 
practically Everybody who Enters Your Store. There 
is a crying need for a Sharpit in Every Home, Every 
Shop, Every Garage, Every Farm and the need is 
instantly recognized by your trade the moment they lay eyes 
on the little, good looking, efficient Sharpit that grinds out 
the work in such a pleasing, satisfying way. This is the reason: 





for quick delivery) 


Dazey Churn 
& Mig. Co. 
4301 Warne Ave., 
St. Louis, Mo. 


Gentlemen: Please ship us 

one self-selling display carton 

of Six Sharpits, at the price of 

Six {$6} Dollars for Six, F. O. B. 
jobber'’s warehouse or Sr. Louis. 


Retail price, $1.50 each. 
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A NEW ONE which produces QUICK SALES 


Biggest, best ever sold for $1.50 ~~ The new principle of twin grinding wheels 


Sharpit is vastly different than anything on the market. It 
is simple, there is nothing to get out of order, and the twin 
sharpening wheels sharpen practically anything — straight 


edge, curved edge, beveled edge, even scissors—soft steel, hard . 


steel, anything, and do it quickly and satisfactorily. 


It is 5% inches high, base and frame cast in one piece of 
heavy cast iron, attractive finish, turns by a handle, which 
makes it easy, simple and quick to operate, and the twin 
sharpening discs are made of genuine corundum. 


Study the pictures and imagine how fast it will sell. Put one 
up by your front door, with a carving knife, and let them 
test it out themselves. Display the attractively illustrated 
carton on your counter. The pictures tell the story. Sales 
are sure to result, and the profit is big. 


Sharpit Retails for Only $1.50 


We have packed Sharpit in trial Cartons of six, to enable 
you to prove that Sharpit is the fastest seller you have. 
The carton tells the story. 


Sharpit is Made by the 
Makers of Dazey Churns 


There isn’t a dealer in the country but knows about Dazey 
Churns and their high quality and ready sale. The same 
high quality and perfection of manufacture characterizes 
Sharpit. Like the Dazey Churn, it is sold only through the 
jobber and dealer, so you may order with a feeling of full 
security and protection. 


Now it is up to you. If you want to fill an actual need, fill 
out the coupon. If you want satisfied customers, fill out the 
coupon. If you want fast sales, fill out the coupon. Only—do 
it now —quick —at once! 


DAZEY CHURN & MFG. CO. 


4301 Warne Ave. . : : St. Louis, Mo. 
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cA painter’s cap of new 
design. A postcard will 
bring you a supply 
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with Eagle White Lead 


EN the Wilson Brothers 
Paint & Hardware Company 
recently opened their fifth store in 
Chicago, Eagle White Lead in Oil was 
included in the stock. Eagle White 
Lead in Oil was stocked in the fifth 
Wilson store because it had proven 
a profitable seller in the other four 
stores. 
Shown above is the parent store 
of Wilson Brothers Paint & Hard- 
ware Company. 


Mr. William Wilson, Sr., one of 


the first painting contractors on the 
South Side, founded this store. At 
present the business is managed by 
his three sons, Mr. William Wilson, 
Jr., Mr. B. L. Wilson and Mr. E. R. 
Wilson. 


In 1922 they decided to add one 
store each year until they had five 
stores. At present they are one store 
ahead of their schedule and, in ad- 
dition to their main store, they now 


operate four branch stores, all of 
which handle Eagle White Lead. 


Wilson Bros., 3863 Cottage Grove Avenue, Chicago 


| Why the Fifth Wilson Store Was Stocked 





















General Offices: The EAGLE-PICHER LEAD COMPANY, 863-208 So. La Salle St., CHICAGO 


FAGLE ©Pyre Old Dutch Process 


WHITE LEAD 


Sales Offices: CINCINNATI CLEVELAND PITTSBURGH PHILADELPHIA NEWYORK MINNEAPOLIS 
BUFFALO DETROIT BALTIMORE NEWORLEANS KANSASCITY ST.LOUIS JOPLIN 

PICHER, OKLA. H 

HILLSBORO, ILL. (2 Plants) 

















HENRYETTA, OKLA. 


Plan ts: CINCINNATI NEWARK GALENA, KAS. 
JOPLIN, MO. 


EAST ST. LOUIS, ILL. CHICAGO ARGO, ILL. 








© The E. P. L. Co., 1924 


i 


HARDWARE AGE 


QO VOPO PO OVOPO OOOO ENPON LOPE 

















One Hundred Percent Pure 
Varnish means 100% free from 
rosin or so celled ester gum, 
gasoline, kerosene, or any turpen- 
tine substitutes Meartin’s 100% 
Pure Floor Varnish is made 
eccording to the following formute. 


NON VOLATILE 46.0% 


FRResins—Pure Fossil 
oums 22.8 


Rosin—Any form or 
combinstion 00.0 


Pure Vegeteble Oils 23.2 


VOLATILE 


Pure Spirits of turp- 
entine 54.0¢@ 


Miners! Soirits 
(Nepthe. Benz:ine, 
Gesoline, 
Kerosene) 00 0@ 


100 O€ 


Our formuls its printed volunteri- 
ly for the benefit of those who 
desire to specify, buy. and use good 
vernish Remember thet varnish 
more then 100% Pure cannot 
be mede 


KNOW WHAT YOU BUY 


MarrnYarnsa@ 








COMTimimtar Cam CO, Corcago 


(Side Panel of Varnish Can) 


Did You Ever 
See This 


On a Can of Varnish Before 


? 


We believe in our products 


We believe in telling our customers and the public 
what they are getting when they pay for varnish. 
This explains why every can of Martin’s 100% 
Pure Varnish that is sent out, now carries the formula. 
It is done voluntarily for the benefit of those who 
wish to specify, buy and use good varnish. 


If you don’t see a formula on a varnish can, smell of 
the contents. High grade varnish will smell of tur- 
pentine. Its odor will not be that of cheapening 


adulterants such as benzine, kerosene, gasoline or 
naptha, which are present in varying quantities in 
cheaper products. 


When you pay for a gallon of varnish, do you want 
that can to contain anywhere from one nint to 
two quarts of benzine, gasoline or other adulterants, 
costing less than 15 cents per gallon? 


Do you want that var- 
nish to contain cheap, 
brittle rosin, or hard, 
tough elastic Congo 
Gum? 

Look for the Martin Var- 


nish formula on the side 
panel of the handsome 
gold and brown litho- 
graphed can. Note on 
the back of every pack- 
age that “this Varnish is 
composed of Pure Gums, 
Oils and Turpentine— 
NO Benzine and NO 
Rosin.” 
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“Know Whai You Buy” 


MarrnYarnsa(} 


- ninaRERERNRERECaR PrawgeRs OF 1007 PORE VARNISHES 7iscsasrsarsrarararant 


CHICAGO 
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There is only one Lowe Brothers cours?» a sne ere _— ae 1ine « a overs« 
Dealer in each community. He yendl ing enynere 38 eeitadle t pie J a 
does not share the Lowe Broth- amit — 4g more ane anere ¥e ins rogeth 
ers business with other dealers. atock a. 9180 no ‘ e oreegul- 
His is the only store in which produc®”’ no ty ne 
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Lowe Brothers Products are 9, vne ot ne LPs» is pempt ing ats 
sold in his territory—and aon other - on many veil Wr netnod 
he makes all the profits on turn Lease” wone-b r 
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those sales. He is backed by a aitnoush Ee LineSs orrers Of One wisdO™ ave vee, 
national advertising campaign cerry ° regre se n 0 our COMP 
and by a local campaign. Every neve provers oy ations 4 8 yaeed + 
one of his paint prospects fees 3 coure ours» «oes 
receive sales letters that have Post nappy ° yery truly 9 yrz BROTHER 
proved their ability to produce qHIBAUT & MA 
sales and profits. The services 1! \- tz 
of our Decorative Department He Je 
are always available to help him 
secure larger orders for com- 

















plete decorating and painting 
jobs. These are some of the 
reasons why Lowe Brothers 
Dealers are sure of steady and 


profitable growth in their busi- 

ness. a will ge the THE LOWE BROTHERS COMPANY 
coupon below we will gladly . 

explain our whole Dealer Plan. Dayton, sag AOE p07 a Canada 





THE LOWE BROTHERS COMPANY, Dayton, Ohio 
Please send full details of your Sales Promotion Plan for dealers. 


Name it 


Address aes ees PAINTS & VARNISHES 
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Good window display is one of the methods Mr. J. R. Duncan employs 


for attracting more white-lead sales 


“Our Dutch Boy sales 
jump higher every year” ~ 
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—and Mr. Duncan adds, “That’s because 
we don’t merely carry white-lead —we sell it!” 


N the latter part of 1919, Mr. J. R. Duncan 
bought out a Jeannette, Pa., hardware store. 


Prior to Mr. Duncan’s ownership, this store had 
never sold annually over 3,000 lbs. of Dutch 
Boy white-lead. Yet the very first year, 1920, 
Mr. Duncan sold 4,650 lbs. He pushed his 
Dutch Boy sales to 12,050 lbs. in 1921. Still 
he wasn’t satisfied. By the end of 1923 his 
annual sales of this widely used paint product 
were 20,000 lbs. 


Mr. Duncan might have been contented 
with the thought that he had reached the 
limit of his white-lead sales. .But increasing 
his Dutch Boy sales seven times in four years 
only acted as an incentive for greater selling 
effort. As a result, up to June, 1924, he sold 
31,525 lbs. of Dutch Boy, beating his last 
year’s record by 11,525 lbs. in 
only five months’ time. 


Ask Mr. Duncan if he “‘carries’”’ 
Dutch Boy white-lead in stock, 


and he’Il quickly reply, ‘‘I se//it!’’ His attrac- 
tive Dutch Boy windows tell you that. The 
minute you walk into his store you'll see 
Dutch Boy well displayed. Nor does Mr. 
Duncan lose an opportunity to use his personal 
selling ability in order to keep his Dutch Boy 
sales record growing. 


Merchants in all parts of the country refuse, 
like Mr. Duncan, to consider a Dutch Boy 
sales record as a sales limit. And each year 
their profits on Dutch Boy grow bigger. 


We’re willing to work with any merchant for 
greater white-lead sales. New window displays 
are ready for you. Newspaper cuts, movie 
slides and other helps, prepared by experts, are 
yours for the asking. Just tell the Dutch Boy 


salesman what you can use, or write us direct. 
NATIONAL LEAD COMPANY 


= Street; San Francisco, 485 California Street; Pitts- 
burgh, National Lead & Oil Co. of Pa., 316 Fourth 
Avenue; Philadelphia, John T. Lewis & Bros Co., 
437 Chestnut Street. 


New York, 111 ag meted a 131 a “ 

Buffalo, 116 Oak Street; Chicago, 900 est 18t 
“Save the Surface and Street; Cincinnati, 659 Freeman Avenue; Cleveland, 
you Save all™ “Ping *] 820 West Superior Avenue; St. Louis, 722 Chestnut 
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How they tested Varnish 


HARDWARE 


AGE 


at Peabody College 


“House Furnishing and Care” is one of the 
courses of the Home .Economics Department at 
George Peabody College for Teachers, Nashville, 
Tennessee. In connection with this course, the 
Department decided to conduct a scientific and 
absolutely impartial test as to the relative dura- 
bility of floor finishes. 


Test Number One: a long, narrow walkway 
was constructed and marked off into twenty-two 
test sections. One-third of the walkway was fin- 
ished with different brands of varnish; one-third 
with oil preparations; the remainder with paints. 


A railing paralleled the walkway, thus com- 
pelling the several hundred students who entered 
the building daily to traverse the entire length of 
the walk. The amount of wear received was un- 
doubtedly equivalent to many years’ use in any 
ordinary home. 


At the end of the testing period—approximately 
six months—the comparative durability of the dif- 
ferent finishes was judged by faculty members and 
graduate students—seventy-three in all. Of the 


twenty-two test sections, number 5, finished with 
Valentine’s Valspar, showed the least wear and 
won the test! 


Test Number Two: the walkway wis then 
taken up and placed in the garage as a runway for 
automobiles. For six months it was subjected to 
constant drenchings while cars were being washed. 
At the end of this period the different finishes were 
carefully judged—and Valspar scored first place 


again! 


Not a drop of water had penetrated the wood of 
the Valsparred section, thus proving the absolute 
waterproofness and unequalled durability of the 
Valspar film. As for the other sections, the finishes 
were destroyed, allowing the water to soak into 
the wood. 


These tests show why Valspar makes friends for 
dealers who recommend it to their customers. 
They prove absolutely that Valspar’s wonderful 
endurance combined with absolute waterproofness 
makes it the supreme varnish for every use— 
indoors and out. 















VALENTINE’S 


The Varnish That Won't Turn White 


LSPAR 


VALENTINE & COMPANY 


Largest Manufacturers of High-Grade Varnishes in the World 


ESTABLISHED 1832 
‘Toronto 


New York 


London Paris 


Chicago Boston 
Amsterdam 


W. P, FULLER & CO., Pacific Coast 
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Here's how 









decrease 





Walkerville, Ont. 


to increase 
Turnover alid 


ERRY BROTH ERG 


Varnishes Enamels Stains 


Kansas City, Mo., Sept. 15, 1924. 


BERRY BROTHERS 
Detroit, Michigan 


Gentlemen: 


You are correct. Our profits have increased 
and our inventory decreased. 


Here is how we have managed it: We have 
handled your line for more than 20 years. Until 
a few years ago we handled other lines also. 
Finally we decided to feature one brand exclu- 
sively, and selected Berry Brothers’ finishes as the 
best on which to specialize. 


We find we made no mistake. We are now 
selling more than $10,000 worth of your products 
annually at retail alone, and increasing our turn- 
over steadily. 


The quality of the Berry line and the reputation 
of the firm have given prestige to our business and 
been of distinct advantage in helping us merchan- 
dise other goods carried in stock. 


Yours very truly, 


JOHN M. SURFACE & SON. 





Detroit, Mich. 
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Speed Up the Wheels 
of Industry 


Write to your jobber today for any 
of the merchandise advertised in 
these pages. Don’t wait for the 


jobber’s salesman. You may forget. 








Increase Your 
Paint Turnovers 


The quickest and surest way to do this is to 
keep posted on what other dealers are doing. 


One tried and proven way to increase your 
Paint Turnovers is to dress your show windows 
so they will positively TALK PAINT. 


Another plan is to hold a Demonstration Day 
and get the people to your store. Still another 
plan that is very successful is to “follow up” 
every building prospect in your locality. 


All these methods and many others are inter- 
estingly presented in the Special Paint and 
Varnish Issues (the third issue of each month), 
in Hardware Age. It will pay you to read the 
articles on Increasing Your Paint Sales in these 
issues. 


HARDWARE AGE 
239 West Thirty-ninth Street, New York 
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A series of 12 folders on interior 
decoration. Each of these folders 
contains a brief description of 
“The Book of Decoration.”” These 
folders are furnished in quantity 
to Murphy Dealers, with their 
imprints, for distribution. 
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Get this book 


out among your customers 


—it will promote the use of high-grade painting materials 





“The Book of Decoration” is an 
expert treatment of the entire 
subject of home decoration from 
the popular point of view. Pro- 
fusely and beautifully illustrated 
with modern adaptations of the 
famous architectural periods. 





Murphy Varnish Company 
yp Newark, Chicago, San Francisco, Montreal, 
5 N. J. Ill. Calif. Canada 


“The Book of Decoration” has been adopted 
as a text-book by many classes in architec- 
ture and decoration throughout the country. 
In almost all cases a sample copy with an 
explanatory letter was enough to get the 
order. 


Now “The Book of Decoration” is being 
regularly and widely advertised in half a 
dozen of the finest magazines—House & 
Garden, Country Life, Arts & Decoration, 
House Beautiful and the like. It is the best 
book you can get out among your customers 
to promote the use of high-grade painting 
materials. 





The book sells at 50c and is supplied to 
dealers in dozen lots at 25c, payable when 
the books are sold. We.supply free with 
your imprint the set of 12 illustrated leaflets 
described on this page—1oo copies of each 
leaflet or 1200 leaflets in all. These leaflets 
tell about the book and will bring you many 
orders for it. 





Send for 12 or more copies of “The Book 
of Decoration” and we will supply with 
them the leaflets and a handsome counter 
card. At the end of 4 months send us your 
check for the copies you have sold, and send 
back the remainder. Enclose your letter- 
head or business card for identification. 
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FALL |WINTER | SPRING |SUMMER 





“Get Rid of 


Dull Seasons”’ 


sting Sales 
in Dull Months 


Here’s another big money making idea. Now—before your Fall Sales begin 
slacking off toward mid-winter dullness—begin planning the sale of paint 
and varnish products that can be readily sold in slack months. 


The “Save the Surface Campaign” is working to increase business during 
dull periods. Lucas is co-operating specifically with dealers who want to 
do a big paint and varnish business every month in the year. 





Get the Lucas proposition. Learn the value of selling a nationally known 
line of paints and varnishes backed by 75 years’ experience. 


Get the Lucas Plan for winning the great, 75% unsold market—the plan of 
co-operation that will help you pull dull months out of the rut. 


Write Dept. 910 


John Lucas & Co..inc. 


Paint and Varnish Makers Since 1849 





PHILADELPHIA 
NEW YORK PITTSBURGH CHICAGO BOSTON OAKLAND 
ASHEVILLE FRESNO LOS ANGELES 
HOUST MEMPHIS 
DENVER JACKSONVILLE SAVANNAH 
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Here are the Records of Proof. These booklets tell a real story. Send for the one that interests you. 
Keystone Copper Steel gives lasting service and satisfaction for 


Black and Galvanized Sheets 
and Roofing Tin Plates 


The destructive enemy of sheet metal is and Tin Plates specially adapted to the re- 





rust. It is a well established fact that an quirements of the hardware and builders 
alloy of copper gives to Steel Sheets and supply trades: Black Sheets, Special Sheets, 
Tin Plates the maximum of rust-reststance. Apollo and Apollo-Keystone Galvanized 





Keystone Copper Steel is unequalled for Sheets, Corrugated Sheets, Formed Roof- 
roofing, siding, spouting, gutters, culverts, ing and Siding Products, Roofing Tin 
and all construction work. It assures roofs Plates, Bright Tin Plate, Black Plate, etc. 
and sheet metal work that will Sold by leading metal mer- 
withstand the ravages of fire, chants. Our products represent 
wear and weather. Shall we send the highest standards of quality 
proofs from actual service tests? and utility. Write for quota- 
We manufacture Steel Sheets tions, and “Testimony” booklet. 


American Sheet and Tin Plate Comp 


General Offices: Frick Building, Pittsburgh, Pa. 
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DISTRICT SALES OFFICES: 











Chicago Cincinnati Denver Detroit New Orleans New York Philadelphia Pittsburgh St. Louis 
Export Representatives: Unitep States STEEL Propucts Company, New York City 
Pacific Coast Representatives: Unitep States STEEL Propucts Company, San Francisco, Los Angeles. Portland, Seattle 
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Let these free sales helps 


sell casters for you. 


a 


Racer ( actarc 
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Counter display is 144% in. wide by 13 
: in. high. Casters of four types in three 
ad sizes are shown in full color. Places at 
either side to show actual casters for 
demonstrating sockets and top-bearing 
principle, Sent free to dealers handling 


the line. 








Literature for mailing 
and counter use. Tells 





Electrotypes for your the story of furniture 
local newspapers. Dif- and floor protection, 
ferent from the usual and shows why dif- 
dealer electrotypes. ferent kinds of casters 
They feature you and should be used for 
your store. Sent free different purposes. 
to dealers handling Sent free to dealers 
the line. handling the line. 

fr: a 

a 


Make Your Caster Business Pay 


Ask us about the Bassick dealer prop- dealers. The sales helps cost you noth- 
osition No. 25 which includes these ing. Just drop usa line. You will re- 
sales helps that have increased caster ceive complete information on Plan 
sales from 50% to 200% for Bassick No. 25 by return mail. 


THE BASSICK COMPANY, Bridgeport, Conn. 


For thirty years the leading makers of high-grade casters 
for the home, office, hospital, warehouse and factory 


BaSsick Casters 


REG. U. 8. PAT. OFF. 
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Here is absolute Proof that 
this new fence outlasts all others!! 
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Galvanned/ed 





There are only two known ways of 
making farm fence wire: The ordinary 
galvanized method and the patented 
‘“‘Galvannealed”’ process. No manu- 
facturer canapply the extra heavy zinc 
coating by the ordinary galvanizing 
method that is possible by the ‘‘Gal- 
vannealing”’ process. No one, ‘aside 


No Extra Price 


Thisletter from C. F. Burgess Laboratories, Madison, Wis., nation- 
ally recognized chemical engineers, proves that ‘‘Galvannealed”’ 
Square Deal is, without question, in a class by itself. 


Our line of hinge joint 
fences(Monarch) now 
also made from ‘*Gal- 
vannealed’”’ wire, with 
Red Strand marking. 





from the Keystone can offer a farm 
fence that is guaranteed to far outlast 
all others—(sold at no extra price). 


Let us send you further proof. Let us 
show you why patented ‘‘Galvan- 
nealed’’ Square Deal fence will outsell 


the kinds that last only 12 or % as 
long. Write today. 


KEYSTONE STEEL & WIRE CO., Peoria, Illinois 


ing : | 
Comper Brand -ywa®™* Square Deal Fence 


Red Sira 








HARDWARE AGE 


Saunders Norvell’s book, now being issued by 
Hardware Age, devotes much attention to new 
stocks, revised stock-and the stock problem. Its 
treatment of this subject is clear and helpful. It 
includes some of the finest fundamental informa- 
tion that has ever been available for you hardware 
men. And as a hardware man, whether young or 
full of experience, you will welcome the sound 
value and ceasoned knowledge that Mr. Norvell 
has put into the chapters of “FORTY YEARS OF 
HARDWARE.” 
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In building up an old established store or a new 
retail hardware business, stock is the foundation 
of the business. In such an important matter, the 
| , wise merchant seeks the advice and experience of 

Saunders Norvell . able men. 











Throughout this interesting chronicle of the 
hardware business there is the solution of many 
merchandising problems and suggestions that 
should be read by every merchant before buying 
stock. His advice and assistance will point out 
many of the things to avoid in this first important 
step. 


Woven into these practical considerations are 
traditions of our own country. Mr. Norvell graph- 
ically takes you back to pioneer days—describes 
conditions and introduces you to men who have 
helped in the making of the hardware business. 


If you contemplate opening a new store or intend 
to clean out old stock for new, be guided by expert 
opinion. Read Norvell’s “Forty Years of Hard- 
ware”! If you would enjoy an instructive review 
of your own business and spend hours of pleasant 
and profitable reading, “Forty Years of Hardware” 
should be in your library! 


Advance orders are already on file for several hundred 
copies ranging from single volumes up to as many as fifty 
from one concern. 


Do not run the risk of wanting Norvell’s information and 


hours of reading and not having your copy. This book is 
good for years to come! GET IT! 


$3.00 per COPY ORDER AT ONCE 


It stands alone—the most intensely human chronicle of che 
hardware business ever written. 


HARDWARE AGE, 239 West 39th Street, NEW YORK 
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JUMP TRAPS 


They jump at the animal! They 
catch high and they hold him. 


Eastern fox and mink trappers need a 
trap that is not only highly efficient — 
but doesn’t occupy much space. That’s 
why they use the Oneida Jump. These 
traps are easily set on an irregular bot- 
tom—and they’re easy to conceal. 


They have the same superior “humped 
cross”’ as the Victor. The spring is not 
riveted—it's slipped through a slot and 
held by tension. The simple swivel is 
in direct line with the animal's “‘line of 


a fast acting crane 
water (rapping 
around 


traps with toothed jaws io Nes. [eis 
2-8 end 04 consupand Gib Sea 33 
4 im size. Esacetient for coyotes, 
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No. 1 JUMP 


The standard Jump 
Traps weed for all 
small animals. 
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d you get this Broadside 





If not - let us 


send you one 
OT an ordinary broad- 


N side by any means, but | 
a real “brown section” cram | 
full of facts about the great- | 
est line of game traps in the | 
world. 

The genuine photographs 
of trapping scenes with which 
it is literally plastered will 
probably recall the days 
when you yourself trudged 
along the streams with a 
bunch of steel traps over 
your shoulder. 


Send for one today 


f 


CA postal card 
will bring it. 
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HE inside spread of this broadside will make | 
an attention-getter if pastedin your window. j| W 4% tol 


So don’t throw it into the waste basket—it will | | | 
bring you more trap business if you use it. Ane oo ye / 


ONEIDA COMMUNITY, Ltd. ||| ccsemeaieesee Deis 


HARDWARE DEPT., ONEIDA, N. Y. samt aCe? 
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» “Get a Starrett” 


“Get a Starrett”? says the ex- 
perienced machinist when the 
apprentice asks his advice on 
that most important subject: 
Buying a Micrometer. Every 
user is a booster. 





Starrett Inside Micromet2r 
Set No. 124 


One of the features which has made 
Starrett Inside ‘‘Mikes’’ popular with 
two generations of expert mechanics is 
the accurate and convenient method of 
setting the rods. Each rod is provided 
with a collar which acts as a positive 
seat, giving a quick and precise setting 
in the Micrometer head. 


Write for Catalog No. 23 “‘A”’ 


THE L. S&S. STARRETT CoO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcellcd 


ATHOL, MASS. 
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‘As a Matter of Precaution”— 


Sell the National Garage Door Holder 


Many automobile owners take every precaution to preserve the condition and 
appearance of their car. Yet the most careful driver is hopelessly handicapped 
when confronted by the swinging, swaying doors of his garage. 

Little scenes are often the source of big profits—and your customers are likelv 
to remember every-day experiences. 


The No. 810 NATIONAL GARAGE DOOR When door opens a large U-shaped steel arm slides 
HOLDER is a quick selling item that prevents through an embossed steel catch plate and drops into 
entrance interference and keeps doors “put’’ until two notches in the end of the arm. Operation is 
released. The complete Holder is made of heavy automatic. A slight pull on the safety chain—and 
gauge steel and is amply strong for any door. Holder is released. 

Call your customers’ attention to this fast-selling Holder. It will pay 


you. The National line ts making many friends for the Dealers. Write 
us for detatls and prices. 
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We sell only to the Retail Dealer. Merchandise is shipped the day order is received. 


National Manufacturing Co. Sterling, Ill. 
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Paint Condition of Farm 
Buildings 








Well 
Painted 
26.1% 


Poorly 
Painted 
22.5% 


Unpainted 
29.1% 


Courtesy of The Farm Journal 


READ “A FARM PAINT SURVEY” 


Pages 38-39, This Issue 
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A Farm Paint 








Editor’s Note—This analysis is based on 24,897 reports from farmers, small- 
toun merchants, demonstration agents, agricultural engineers, and others fa- 
miliar with farm conditions. The survey was made by The Farm Journal, at the 
suggestion of the Save the Surface Campaign. This data is reprinted by permis- 
sion, with the thought of stimulating farm paint sales in the hardware trade. 








Farm Paint Market 


HE 5,498,454 farms operated by white farmers 
have 53,183,413,725 sq. ft. of exterior surface 

of wood. The interior surface of floors, walls and 
ceilings is 39,659,940,492 sq. ft. There are 1,728,104 
more rural dwellings than there are urban dwellings. 
Farm buildings are repainted once in 8.5 years in- 
stead of once every three to five years as they should 
be. Exterior surface of 15,468,134,167 sq. ft. and 
26,341,909,240 sq. ft. of interior surface in farm 


The Depreciation Angle 


ARM buildings depreciate 7.26 per cent yearly 
B thrower lack of paint—an annual loss to farmers 

of $830,469,549, enough to pay many times over 
the bill for proper painting. 

Well painted farms are considered worth 16.2 per 
cent more than others. Well painted buildings in- 
crease farm incomes. 

Interior painting is an aid to sanitation, cleanli- 
ness and more desirable farm existence—and there- 
fore its use is urged by the home demonstration 


homes are unpainted. workers. 


' r 
Houses of Owners Houses of Renters 


Hardware Dealer’s 


No Paint Opportunity 


No Paint 
If one-third of all farm surfaces were 
painted each year, instead of only one- 
twelfth, and if all paint surfaces were 
kept well painted, farmers would buy 
100,000,000 gallons yearly—they now 
use only 30,000,000 gallons. Of the 
farms operated by white farmers 69 
per cent are owned by the occupants. 
Owners are most easily led to paint 
frequently, for they are influenced by 
both pride and preservation and greater 
loan and sale value. The farm is their 
home as well as their business place. 


Well Painted 
21.0% 


Well Painted 
32.4% 


Poorly Painted 


Floors, Walls and Ceilings Painted 


An average of 1.8 rooms per house have painted floors, or 25 per cent of all the 7.2 rooms in the farm houses 
reporting. One and three-tenths (1.3) rooms have painted walls. 


Walls Painted Ceilings Painted 


Floors Painted Floors Varnished 
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Market Survey 








Value and volume of this year’s crops are said to be satisfactory. 


Farmers 


are reported to be buying better in all lines. When you talk painting, armed 
with these facts you are offering farmers a real investment in property protec- 
tion. Apply this data to your nearest agricultural selling area and base your 
fall paint sales campaign on your findings. 








Frequency of Farm Painting 


Dealer’s estimate— 
Well painted buildings........ 
Medium well painted buildings. 
Poorly painted buildings...... 
Average 


Farmer’s estimate— 
Houses 
Barns 
Outbuildings 
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The Farmers’ Preferences 


HE chart to the right indicates 
the farmers preference for ready 
mixed paints. His choice in colors 
seems to be 78.7 per cent for white 
on houses; 57.9 per cent on outbuildings 
and 73.0 per cent on barns for red. 
Sixty per cent of the farmer reported 
a decided preference for a certain brand 
of paint. 

The houses are best painted. All 
farm buildings are said to be better 
painted today than they were 10 years 
ago. The improveinent is said to be 
46.6 per cent. 


Who Does the Painting 


On Farms On Farms 


eee 5.22 years Owned, Rented, 
| Per Cent Per Cent 
bee 8.10 years Ea ren ee 24.2 
Becta 12.82 years EO er a 60.0 
ees 8.50 years Painter and owner......... 5.0 2.6 
ia i 9.1 
Owner and renter.......... 3.0 
ects 7.40 years Renter and painter. ere 1.1 | 
a ae A further analysis of the reports of: the farmer corre- 
owe ek “OU ¥ spondents shows that most of the machinery and inside 
Le ee 8.10 years work are painted by the farmers. 


In building material the farmers 
preference is 94.9 per cent for wood 
houses: 97.2 per cent for wood barns 


Ready Mixed 72.6% 


Mixed by Painter 18.2% 


i | 


Home Mixed 14.7% 


and 98.7 per cent for wood outbuildings. 
The average distance the farmer goes 


for paint is placed at 6.7 miles. 




















The Women’s Viewpoint 


It is said that only 31.5 per cent of | 
farm women realize the sanitary quali- 
ties of paint. When asked why they 
believed in interior paint the women - 
gave first, second and third reasons as 
follows: 


First Second Third ~° 


Place Place Place ° 

a J, % 
Appearance ......... 34.5 17.6 20.9. 
Home more attractive 27.7 17.6 20.9 
Easier to keep clean. 18.3 27.0 14.9 
Preservation ......... 10.1 4.7 6.1 
I 6 wane 4.7 13.5 14.9 
Attractive effects .... 4.7 4.1 8.9 





Why Farmers Paint? 


This chart at the right repre- 
sents the opinions of 1542 aver- 
age farmers, 51 leading farmers, 
663 paint dealers, 647 county 
agents and should be a very valu- 
able clue. to your several sales 
appeals on farm painting. The 
chart summarizes the reasons 
advanced for farm painting, and 
gives you a guide on which to 
build your own local sales survey. 
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Preserves Buildings, 62.4% 


Better Appearance, 53.6% 














Increases Value, 42.6% 








Improves Health, 12.6% 








Pride, 5.5% 








All others, 16.2% 
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C. B. Dunlap, 
manager 
Retail Department 


Gustave B. Baldwin, president 


Frederick Sage, 
designer of 
remodeled store 








New Pride of the South 


r HE remodeled retail store of 
A. Baldwin & Co., New Or- 
leans, La., is said to be one of 

the finest hardware stores in the 
south. The firm was started 102 
years ago, and has enjoyed an envi- 
able reputation since 1822. Frederick 
J. Sage designed and supervised the 
reconstruction. Having a thorough 
and sympathetic knowledge of hard- 
ware merchandising, as well as con- 
siderable technical experience as an 
architect, Sage is able to make beau- 
ty in store arrangement conform to 
the basic principles of retail store 
operation. 

Improved display arrangements 
and complete remodeling of the 
main sales floor and mezzanine bal- 
cony have been completed. A double 
entrance has been constructed in the 
front at a center point. To appre- 
ciate fully the explanations which 
follow, we would suggest compari- 
sen with the blue prints reproduced 
on the opposite page. 

Fixtures are constructed of 
straight sawed, white oak, finished 
in silver gray. All ledges and 
counter tops are covered with dark 
green desk top linoleum. Sample 
boards are covered with dark green 
wool felt. All glass sliding doors 
are of the frameless plate glass type. 
Qn the main floor the hardware, 


center of the store. 
cage is just between the two en- 


The cashier’s 








Two Years A Z0 


A. Baldwin & Co. cele- 
brated its 100th anniversary 
in 1922. A souvenir booklet 
giving the firm’s history was 
then published and a 28-page 


supplement appeared in a 
New Orleans daily news- 
paper. The supplement ‘car- 
ried a story on the organiza- 
tion, present staff, and foun- 
ders printed in news style. 
Many manufacturers cooper- 
ated, using space to advertise 
their lines. 

Present officers of the firm 
are: Gustave B. Baldwin, 
president; Adolph Katz, vice- 
president; Edgar M. Rea, sec- 
retary-treasurer; Waldo M. 
Pitkin, general manager; 
James M. Carbine, manager, 
machinery department; 
Claude B. Dunlap, manager of 
the retail department, and 
Cuthbert Baldwin, attorney. 
These men comprise the di- 
rectorate. 








leaving an aisle between cutlery de- 
partment and the cashier’s cage. By 
placing the cashier’s cage between 
entrance doors, one cashier is able 
to handle all sales on this floor. The 
salesmen finish their sales at the 
front of the store, and are always 
in front ready to take care of the 
next customer, or at least able to 
greet them when they enter. 

To the left of the entrance are 
shown planes, bits, braces, hand and 
breast drills, hack saws, coping saws, 
compass saws, hand saws, and all 
kinds of levels. Stock is carried in 
bins and on shelves in the rear of 
sliding sample doors, and in the 
drawers in the base. This case is 
36 ft. long, divided into three sec- 
tions. 

Next is the bathroom fixture case. 
Retail stock is carried in drawers in 
the base, and surplus stock is carried 
in shelving in the rear of the case. 

The machinist tool case is next to 
the bathroom fixture section. Doors 
in this case are hinged and have 
recess pockets for samples. Samples 
are back of glass. Stock is carried 
in drawers in the rear of sample 
doors. 

Then comes the section showing 
all kinds of mechanics’ tools. In 
the rear of the tool section and under 
the mezzanine are nails, bolts, sand 
and emery paper, and surplus stock 


tool and sporting goods departments 
are, divided by fixtures through the 


trance doors, giving an entrance to for the tool and hardware depart- 
each of the above departments, and ment. In the extreme rear, yet 
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Splendid Display Arrangements 
of A. Baldwin ¢ 
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Special offerings of seasonal .merchandise are featured in connection with the cutlery 


visible from the front, the paints are 
carried on open shelving. 

Coming back to the front, in the 
rear of the cutlery department, fac- 
ing the tool side, we find cabinet 
and general hardware. In the center 
of the hardware and tool depart- 
ment are show cases for displaying 
seasonable goods. 

In the rear of these show cases 
is the combination wrapping counter 
and screw case. Following this are 


The cutlery department is located just inside the 


two display tables for tool grinders, 
vises, electric fans or other season- 
able goods. A double section of 
sample door fixtures just in the rear 
of display tables take care of all 
kinds of brushes, hose _ nozzles, 
clamps, connections and _ other 
articles of hardware used in the 
home. 

The cutlery department is just in- 
side the entrance. Each piece of 
cutlery is sampled on a display 


board, easily removed for inspection. 

The sporting and athletic goods 
department is at the right of the 
entrance. Just in the rear of the 
cutlery department is a thermos 
bottle display case. Next are golf 
clubs and bags, then dog collars, 
harness and flashlights. 

In the rear, facing the front, is 
open shelving for sporting shoes. 
In the center of this section we find 
fishing tackle, bathing suits, etc. 


store entrance 
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Twenty-three years ago, Kathleen Nor- 
ris was working as filing clerk with the 
hardware firm of Dunham, Carrigan & 




















Later she was promoted to “extension 

clerk” and worked on invoices, etc., and 

her financial remuneration was $360 
per annum 














Her parents were dead, and at nineteen 

years she and a slightly older brother 

were the entire support of four smaller 
children 

















Despite the hardships of her early years 

she has succeeded in reaching a dom- 

inant position in the literary field 
through hard work 
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From Billing Clerk 
to Author 





The story of Kathleen Norris, who rose 
from billing clerk in a hardware store 
to a position of literary prominence 





By Charles J. Heale 


thoughtful girl of nineteen 

years became one of the filing 
clerks in a San Francisco hardware 
jobbing house. Both her parents 
were dead and there were four 
smaller children who looked to big 
sister Kathleen to mother them and 
care for them. A brother slightly 
older helped heroically, but the 
united income of brother and sister 
was less than $100 monthly. The 
girl’s annual wages were just $360. 


"TD thoughtful gin years ago a 


The girl was industrious and was 
soon promoted to the trustful posi- 
tion of extension clerk, where she 
learned to price up invoices, reckon 
discounts and wrestle with extras. 

But that was twenty-three years 
ago. Today the hardware business 
is still known as Dunham, Carrigan 
& Hayden Co., a very prosperous 
well run concern, pointed to with 
pride among Pacific Coast hardware 
men. And the girl—today Mrs. 
Kathleen Norris, is one of America’s 
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best loved women authors. Best 
loved for her homely stories depict- 
ing not the bored social happenings 
of the idle rich, but more often the 
chummy activities of the more com- 
mon type—the average family. The 
hardware fraternity at large may 
well be proud that Kathleen Norris, 
internationally known, started her 
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career as filing clerk for a hardware 
jobber. 

Her own letter reproduced on 
this page proves that she has by 
no means forgotten her hardware 
experiences. Who knows but that 
those two years in this wholesome 
business helped develop her fine 
ability to weigh true human values? 


40 


Her book novels are many and the 
best magazines have competed for 
her stories. Her life’s story is run- 
ning now in a monthly women’s 
periodical. Go home and tell your 
wives that their favorite woman 
author got her start in the hardware 
business. 








CHARLES G. NORRIS 
VILLA IGIEA - PALERMO 
Sicily, Italy 


My dear Mr. Heale, the hardware store in which I took my first 
position , in January 1901, was that of Dunham, Carrigan and Haydn 
company, in San Francisco --- the firm is still flourishing, even 
surviving the blow of my departure two years later, and the big 
earthquake and fire four years later again, It was indeed burned to 


the ground, but was rebuilt in a different neighborhood, I was 


a sort of filingeclerk at first, later promoted to " extension clerk,” 
6391 ft. of pipe at $ 23,24 the 100, 
with 26%, 10 and 10 off --- does that sound at all right ®? -= and th 


This was immediately 


which meant work-on invoices ; 


financial consideration was $ 360. ber annum, 
after my parent's deaths, leaving myself at nineteen, with a slightly 
older brother, in charge of four smaller children, two too small for 
anything but kindergarten, indeed. As our united incomes were well 
under one hundred dollars a month you can see that my interest in 
domestic budgets may well survive to this day -- as it does, Some 
fifteen years later my smallest brother, then about seven, and then 
wns oe al. daughter of the vice-President of the firm were duly mare 
ried, thus giving me an incurable tendency toward happy endings. 
With all good wishes, 


Nath tom Norms 


icine 
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$12,000 a Year in Paint Sales 


VERY home owner in Kendall- 

ville, Ind., has received a per- 

sonal visit from a paint expert, 
who introduced himself as a repre- 
sentative of the paint department at 
Miller’s hardware store. This man 
was loaned by the factory, at the 
suggestion and request of Carl 
Miller, manager, Miller & Sons. 
Kendallville has a population of 
6000. It is a friendly town and its 
people gave the paint man a warm 
reception. A few orders were taken 
on these calls, but it was not the 
purpose of the caller to do any sell- 
ing directly. He was to offer his per- 
sonal services and the resources of 
the store’s paint department in 
helping home owners beautify and 
preserve their property by “saving 
the surface.” 

The reaction of the personal calls 
has shown its effect for the last six 
months. Color combinations sug- 
gested by the caller were written 
down on color cards bearing the 
store imprint. Where the family 
possessed an auto the paint expert 
talked auto painting as well as 


house and interior work. At the 
close of each talk with a home owner 
the caller presented a small paint 
brush to the family. This was given 
with the compliments of Miller & 
Son. The store imprint was on the 


brush handle. 


It is ideas such as this which have 
helped Miller sell from $10,000 to 
$12,000 worth of paint and varnishes 
every year. He keeps a good paint 
stock and turns it over every two 
months. Six turnovers a year en- 
able him to realize a real profit on 
his initial stock investment. In ad- 
dition to the paints and varnishes he 
sells $500 worth of auto enamels 
a year. Miller also maintains a 
record for selling a brush to every 
second paint customer. 

Compactness is the guiding word 
in the Miller paint department. Auto 
enamels are kept together, displayed 
on an oblong triple decked table. 
The house paints are along the wall 
on shelves. Cold water paints are 
stacked on the shelves below the 
brush case. Note in the photo that 
brushes are up front in this paint 


~ 
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section. You could not visit this 
paint department without seeing the 
brushes. The glass covering is 
hinged, but easily lifted when a 
customer wishes to inspect or pur- 
chase a brush. 

Miller always assumes the paint 
buyer needs a brush. He selects 
a suitable type and size, places it 
with the paint ordered and proceeds 
to wrap the complete set. If there 
is hesitancy on the paint brush pur- 
chase, Miller talks complete realiza- 
tion on the effort and cost of the 
paint investment. 

The linoleum business is good at 
this store. When Miller sells this 
type of floor covering he always sug- 
gests and- usually sells special lin- 
oleum varnish. 

When farmers buy hinges, hasps 
and kindred items it is assumed that 
they are building or _ repairing. 
Miller asks what they are planning 
on and frequently sells paint from 
sucii leads. He keeps posted on 
building and repairing of nearby 
farmers and enjoys a good paint 
trade in the nearby rural districts. 


~ 
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Standard orange and black crepe Hallowe’en paper are used in this window. The moon is of frosted 
white Mazda back of yellow crepe paper and large lighted flashlights are used for eyes in the Jack 
O’ Lantern. The corn shocks and cats give an interesting effect 


A Display Suggestion for Hallowe'en 


profit and attention, with one stone—display. 

Hallowe’en is celebrated Oct. 31, which falls on 
Friday this year—a good spooky combination. This 
year you have a full week for a holiday type display 
based on the spirit of Hallowe’en. The picture shown 
not only illustrates the holiday thought but also 
hammers home a sales message on flashlight and 


Hr we have an idea which kills two birds, 


batteries. It is reproduced through the courtesy of © 


Light, published monthly at Nela Park, Cleveland. 
Here is a good window suggestion. The display is 
grotesque and unusual and the color contrasts create 
extra attention because the window is unusual. The 
general scheme of this display is easily followed. Two 
large flashlights forced into the pumpkin give the 
Jack-O-Lantern eyes which should be lit at night. 
Black and orange crépe paper form both background 
and contrast floor covering. The moon is yellow 
‘crépe paper against black, with a frosted white elec- 


tric light bulb giving it illumination at night. The 
seven flashlights stuck in the head represent hair. 
Each has a price tag wired to the tubing. The black 
cats may be cut out of black covered board or may 
be purchased cheaply in any stationery or window 
display material store. 

Potential flashlight users pass your door every day. 
The convenience and necessity of a flashlight, when 
an auto or house key is dropped on the grass; or 
when you lose a collar button or when trying to locate 
a difficult keyhole or pick the proper key are a few 
of the many points which you caf use for sales talk 
ammunition. 

When you sell a flashlight remind your customers 
that you always have fresh battery and bulb stocks 
for replacement. Tell them that the proper combina- 
tion of bulb and battery in the light you handle insures 
efficient and economical service. This will place you 
first in line for the profitable replacement business. 








Hallowe’en offers the hardware merchant a wonderful opportunity for presenting a wide 
variety of merchandise in a striking and effective manner. A clever Hallowe’en window display 
is bound to attract attention and sell merchandise. Why not try one? : 
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The One-Stroke Roman Alphabet 


By Joseph Bertram Jowitt 


IFTEEN years ago the technical points of show 

card writing were kept a secret among the 

craft until natural business evolution created 
such a demand for show cards that the supply of 
show card writers had to come from somewhere. 

When the writer contributed his first article on 
show card writing in HARDWARE AGE over seven 
years ago, there were only three schools to my knowl- 
edge teaching this trade. At the present writing 
there are over fifty schools teaching this subject 
here in the East. This only demonstrates what pos- 
sibilities there are for any ambitious hardware clerk 
to acquire a knowledge of show card writing, thereby 
getting in the productive class and reaping the bene- 
fit in dollars and cents. 

The writer has on file many letters from hardware 
salesmen who have “stuck at it” until they were able 
to produce a legible and business-pulling show card. 

The three most essential things necessary to any 
beginner’s success are: Practical instructions—Proper 
brushes—Consistent practice. 

The beginner should ever bear in mind that show 
card writing is a water color proposition and that 
single stroke lettering can only be accomplished with 
single stroke brushes. If the beginner of today had 
to learn by the old method taught by sign painters 
of building up a letter by a series of many little 
strokes with a pointed camel’s hair brush with oil 
or japan colors, these instructions in HARDWARE AGE 
would not be practical. The writer, having learned 
by this old method over twenty-five years ago, 
realizes the simplicity of our modern method of 
teaching show card writing. 

While artistic ability is naturally advantageous if 
one intends to follow show card writing as a vocation, 
it is not at all necessary for one to be an artist to 
acquire a practical working knowledge of this impor- 
tant business aid as a side line. 


Fancy designs can be easily worked out in panel 
and scroll effects by tracing over cutout patterns . 
with lead pencil and afterwards retracing over pencil 
lines with the brush. If white cardboard is used the 
panels look best if done in any light tint of gray, 
blue or green. The best way to make these fancy 
design patterns is to procure a piece of wrapping 
paper about the size of show card desired, fold this 
exactly in the center with the smaller margin at 
the top. While paper is folded draw any kind of a 
design you like on one side; after you cut through 
both thicknesses of paper you will have the same 
design on the other side, making it evenly balanced. 
On the card featuring “Radio Supplies” you will 
notice that one side of the design is a darker gray 
than the other side. This is the design that was 
drawn while paper was folded. 

In show card writing there is no fixed mathematical 
rule governing the exact space between letters and 
words; the law is based entirely upon approximates. 
Some who attempt lettering for the first time give 
little or no thought to this very important subject 
and proceed to design and lay out a show card with 
the impression that all letters should occupy about 
the same space, while anyone can see at a glance 
that the letter~aM must naturally occupy more space 
than the letter L. 

Letters which should occupy approximately the 
Same space may be grouped as follows: Group (1) 
The square letters, E F H L N T U. Group (2) 
Round letters, BC DGJOPQRS. Group (3) 
Angle letters, M W. Group (4) Angle letters, A K 
VX Y Z. 

Whenever two square letters come together there 
should be more space allowed than when two round 
or angle letters come together. For instance, if the 
letters V and W should touch at the top there would 
still be open space between them, but should the 
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letters M and N touch there would be no space left 
between them. With the exception of letters A M 
and W all letters of this Roman alphabet should be 
at least one-quarter of an inch narrower in width 
than they are in height. The final result should 
always be judged by the effect the lettering produces 
upon the eye, which through practice is easily trained. 

The writer advises the beginner at lettering to make 
two or three rough pencil sketches on wrapping paper 
the exact size of the show card he intends to use. 
In this way he will be able to improve on his layout 
without spoiling cardboard. 

By studying the alphabet plate herewith the reader 
will observe how simple is the construction of the 
letter K by the single-stroke method. Figures 1 2 3 4 
show the basic strokes of this letter in their relative 
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positions, while figure 2 shows the spurs at top 
and bottom of the letter. These are the finishing 
touches required to bring the letter into symmetry. 
The capital letter M requires but four basic strokes 
(two thin and two thick), but in order to complete 
this letter four spurs are necessary, two at top and 
two at the bottom. Spurs are made with the tip end 
of brush, which has been shaped to a sharp chisel 
edge by flattening it out on a piece of card after it 
has been dipped in the ink. 

The beginner should remember that a Red Sable 
brush will not hold a flat single stroke shape unless 
this flattening out process is gone through every 
time it is dipped in the ink before it is applied to 
the card. Neither will a brush hold its flat shape if 
the show card ink is diluted too much with water. 
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PRACTICE STROKES 


IQ) NS 


This chart shows the formation of the characters of the single-stroke Roman alphabet 
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“Hidden Demonstrator Selling System 
Under Heavy Fire 


Federal Trade Commission Approves Identifying Badges for 
Salespeople—Hoover Warns of Too Much Advertising 


WASHINGTON, Oct. 13, 1924. 


r | YHE hidden demonstrator must go. 
This decree is going forth in every 
direction from national trade asso- 

ciations of manufacturers and mer- 

chants and the Federal Trade Commis- 
sion is supporting the movement in 
vigorous fashion. 

While the commission started the 
campaign against this evil several years 
ago it made little progress at the outset 
owing to the fact that an unfortunate 
choice was made in a test case both 
with respect to the subject matter and 
the jurisdiction. The United States 
Circuit Court of Appeals in the so-called 
Kinney-Rome case rendered a decision 
holding in effect that the payment of 
premiums by manufacturers to sales- 
people in consideration of the pushing 
of the particular producer’s goods did 
not affect the relations between em- 
ployer and salesman, provided the for- 
mer were advised of the payments. 


Consumer’s Interest Is Paramount 


The phase of the case upon which the 
court ruled was not the one in which 
the Federal Trade Commission was in- 
terested. The commission was con- 
cerned for the interest of the consumer 
who, it believed, had the right to rely 
upon any statement made by a sales- 
man with respect to the quality of any 
particular merchandise as an honest 
expression of opinion uninfluenced by 
bribe or other personal consideration. 

Those who have watched the develop- 
ment of this controversy have looked 
forward to the bringing of another test 
case by the commission involving all 
the issues in the Kinney-Rome case 
supplemented perhaps by a complaint 
involving the payment by manufac- 
turers of premiums to salespeople with- 
out the knowledge of the latter’s em- 
ployers. The decision in the Kinney- 
Rome case would indicate that the 
Circuit Court of Appeals would have 
upheld the commission’s complaint if it 
had been shown that the employers 
were ignorant of the payment of “push 
money” by the manufactirers. 

But the Federal Trade Commission 
and the far-sighted officials of the lead- 
ing trade associations ot the country 
are squarely against the hidden demon- 
strator plan even though it be prac- 


by Radio 


By W. L. Crounse 


tised only in cases where the salesman’s 
employer is fully aware that he is re- 
ceiving premiums for pushing the goods 
of certain manufacturers. They regard 
the whole system as ethically unsound 
and, more than that, as bad business. 


Identifying Badges to Be Employed 


A few days ago Chairman Huston 
Thompson of the Trade Commission, to 
signalize the condemnation of hidden 
demonstrators by the American Manu- 
facturers of Toilet Articles, pinned a 
badge on one of the demonstrators em- 
ployed by a member of that association 
bearing the legend “Demonstrating the 
Products,” or words to that 
effect. While the members of the com- 
mission feel that the use of demonstra- 
tors should be confined to a very limited 
field like washing machines, vacuum 
Sweepers and other devices which re- 
quire to be explained to purchasers by 
an expert, they consider that a long 
step has been taken in the right direc- 
tion when purchasers are notified that 
any particular demonstrator is actually 
in the pay of the manufacturer whose 
goods are thus being urged upon the 
public. 

In the course of his address before 
the annual convention of the National 
Wholesale Druggists’ Association at At- 
lantic City during the past week, Presi- 
dent G. Barrett Moxley said: 

“We would most heartily commend 
the efforts of the Federai Trade Com- 
mission in their attempt to correct the 
hidden demonstrator evil, which has be- 
come quite prevalent in the toilet goods 
field. This pernicious practice is well 
known to you. It is inherently wrong, 
akin to bribery, demoralizing to busi- 
ness and unfair to the public. We can- 
not too strongly condemn it and should 
assist the commission in their efforts to 
estop the practice.” 





Fair Trade League Unanimously 
Opposed 


For the purpose of ascertaining the 
views of its members on the subject of 
hidden demonstrators a canvass of the 
American Fair Trade League was re- 
cently made by its Secretary, Edmond 
A. Whittier. The membership of this 
organization includes a great variety of 
industries located in almost every State 


in the union. The canvass disclosed 
practically unanimous opposition to the 
hidden demonstrator system. 

As a result of recent investigation 
Mr. Whittier declares that the chief 
offenders among retail merchants in 
this particular are the “notorious pred- 
atory price-cutters of the country who 
seek to profit by the prostitution of 
their own clerks as ‘hidden demonstra- 
tors’ and force this system upon un- 
willing manufacturers.” 

“With practical unanimity, members 
of the American Fair Trade League,” 
says Mr. Whittier, “have condemned 
this practice as a pernicious form of 
commercial bribery, unfair to competi- 
tors, unfair to distributors and mis- 
leading to the consuming public. The 
League’s survey seems to establish two 
facts indisputably. Manufacturers of 
widely advertised quality products, who 
refuse to pay the toll demanded by re- 
tail distributors for the use of hidden 
demonstrators, are subject to a double 
injury. Not only are their goods dis- 
criminated against and misrepresented 
by demonstrators in the pay of com- 
petitors but they are handicapped by 
unfair price cutting and their products 
are uniformly used to serve as “bar- 
gain” bait to mislead the public as to 
the value of the dealer’s stocks of un- 
branded merchandise, whereas articles 
handled by these hidden demonstrators 
are sold at normal or higher prices. 


Price Cutter Does Not Serve Public 


“The use of hidden demonstrators 
thus works a double injury also to the 
consumer, because the price cutting 
bandits get a higher price for articles 
pushed by these demonstrators as a 
part of their clerks’ wages. This fact 
punctures the pretense that the price 
cutter renders a service to the con- 
sumer. 

“The consuming public has scarcely 
an inkling of the wide prevalence of 
this form of commercial bribery. To 
illustrate how the hidden demonstrator 
system works: if a consumer wishes to 
make a purchase, no matter of what 
nature, and is not certain as to the 
brand best suited to her purpose, she 
enters a store where such articles are 
sold, looks at the clerks and, selecting 
one who looks dependable to her, asks 
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him to give her the best he has in that 
line. If the clerk hands her what he 
actually thinks is the best, no matter 
how poor that merchandise may be— 
if the article he offers is the best in 
his judgment—then it 1s a fair and 
honest transaction; because, if the pur- 
chaser is willing to take the clerk’s 
judgment she must also be willing to 
take the consequences. 


Receiving Money Under False 
Pretenses 


“On the other hand, if the clerk ad- 
vises the shopper to buy the article he 
offers because the clerk is being paid by 
some manufacturer or is getting the 
so-called ‘P.M.’ or extra commission to 
rid the store of undesirable merchan- 
dise or to give preference to some mer- 
chandise because he or she is employed 
by the manufacturer for that purpose, 
then the transaction becomes unfair— 
in other words, it is essentially a case 
of receiving, money under false pre- 


tenses, because the opinion given by the 


clerk is not the honest opinion of the 
persons on whose judgment the shop- 
per relies. The purchasing public has 
a right to the candid and unbiased 
opinion of a clerk in any store and 
when he does not receive sincere advice 
it is not fair trade or honest business. 

“It is high time,” said Mr. Whittier, 
in conclusion, “that the consuming pub- 
lic and the cause of honest advertising 
were freed from injury by this para- 
sitic practice.” 


Urge Price Protection Legislation 


The wholesale druggists of the coun- 
try are again taking the lead in the 
movement to secure early action by the 
House of Representatives on price pro- 
tection legislation. By direction of the 
national association recent convention 
the following resolutions are being 
forwarded to Senators and Representa- 
tives of all political parties: 

“Whereas, the experience of the past 
year has furnished additional evidence 
of the need of legislation to prevent the 
employment of price-cutting of stand- 
ard identified merchandise of known 
quality as bait with which to obtain 
the patronage of the public and to assist 
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in the sale of unidentified goods of 
doubtful quality at relatively high 
prices; and 

“Whereas, there are now pending be- 
fore the House Committee on Interstate 
and Foreign Commerce four bills de- 
signed to legalize the making of con- 
tracts between manufacturers and deal- 
ers whereby the former may fix the 
price at which their products shall be 
sold to the consumer, provided the 
goods are trade-marked, branded or 
otherwise identified; therefore, be it 

“Resolved: That the National Whole- 
sale Druggists’ Association heartily 
indorses a principle underlying the 
bills now pending in the House, and 
urges the House Committee on Inter- 
state and Foreign Commerce to give 
them early consideration with the view 
to the passage at the earliest prac- 
ticable date of a well-balanced measure 
legalizing the fixing of resale prices.” 

it will be noted that these resolutions 
do not favor any particular bill but 
merely indorse the principle under- 
lying all the bills. This plan is being 
followed by trade organizations every- 
where, as it is believed to be wise to 
permit the House Committee on Inter- 
state and Foreign Commerce to deter- 
mine the exact form this important 
legislation shall take. 


Hoover Would Limit Radio Advertising 


Secretary Herbert Hoover, who is 
probably one of the most eminent radio 
fans of the country, makes a strong 
appeal to all interested parties to avoid 
commercializing broadcasting to a dan- 
gerous degree. In addressing the third 
annual radio conference held in Wash- 
ington during the past week he said: 

“T believe that the quickest way to 
kill broadcasting would be to use it for 
direct advertising. The reader of the 
newspaper has an option whether he 
will read an ad or not, but if a speech 
by the President is to be used as the 
meat in a sandwich of two patent 
medicine advertisements there will be 
no radio left. 

“To what extent it may be employed 
for what we now call indirect advertis- 
ing I do not know and only experience 
with the reactions of the listeners can 


51 
tell. I do not believe there is any prac- 
tical method of payment from the 
receivers. 


An Interesting Suggestion 


“I wish to suggest for consideration 
the possibility of mutual organization 
by broadcasters of a service for them- 
selves similar to that which the news- 
papers have for their use in the press 
associations, which would furnish pro- 
grams of national events and arrange 
for their transmission and distribution 
on some sort of a financial basis just 
as the press associations gather and 
distribute news among their members. 
It maybe that we cannot find a solu- 
tion at this moment, but I believe that 
one result of this conference should be 
not only the consideration of this ques- 
tion but the establishment of a con- 
tinuing committee for its further con- 
sideration. 

“Experimental broadcasting upon a 
national scale during the past year has 
now brought us to the stage where we 
know it can be done. The local mate- 
rial available for the local program is 
not in my view enough to maintain 
assured interest, and therefore the in- 
dustry, or to adequately fulfill the 
broadcasting mission. 


Public Must Depend on Local Stations 


“So far as the art has developed, I 
think we all agree that for accuracy 
and regularity of reception we can de- 
pend only upon the local broadcasting 
stations. My proposition is that the 
local stations must be able to deliver 
every important national event with 
regularity. The local station must be 
able to bring to its listeners the great- 
est music and entertainment of the 
nation, but far beyond this it must be 
able to deliver important pronounce- 
ments of public men; it must bring in- 
stantly to our people a hundred and 
one matters of national interest. 

“To this it must add its matters of 
local interest. This can only be ac- 
complished by regularly organized in- 
terconnection on a national basis with 
nationally organized and directed pro- 
grams for some part of the day in 
supplement to more local material.” 








possibly get.” 


has been his “open sesame” to profits and success. 
fused-quartz method of Quick Turn-Over. 


Two Roads to Success 


Ask the retailer of two decades ago what was the best manner in which to produce a big profit, 

and he undoubtedly would say: “Buy cheaply, wait your chance and sell at the highest price you can 
But such a selling text is entirely out of line with latter-day approved methods. 
Ask the retailer today who owns his fine home on the avenue.and his tidy balance in the bank what 
He will tell you that he has followed the modern, 
He might express it in this wise: “Buy standard goods at 
standard wholesale prices in small enough quantities to insure that your stock is always fresh, make 
many sales quickly at standard retail prices, and t‘1en repeat the process ad libitum.” 
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How Are Hearts Working in 
Your Line’ 


By Saunders Norvell 


HE demands of modern business call, on the part 
T of the manager of sales, for not only greater 

ability and wider knowledge but also better 
hearts. What have the hearts got to do with it? 

A man’s heart has a great deal to do with his ulti- 
mate success. The sense of justice and sympathy lies 
in the heart. A man’s understanding of his fellow 
men in a very large measure comes from the heart. 
Some of the greatest mistakes and failures I have 
seen in business have been made by men who had 
both brains and knowledge but who failed to grasp 
the tremendous power that what we know as the heart 
has in the molding of business affairs. 

Don’t you and all of us know of men at the head 
of organizations who are generally admitted to be 
very brainy men—whose shrewdness is acknowledged 
—and who are also known to have knowledge of their 
business—but who, by reason of a lack of heart, are 
cold-blooded, hard, greedy, unjust and unsympathetic, 
not only to their employees but to all of those with 
whom they come in contact, and thus miss the influ- 
ence and the power for good in their business that 
they could have if they were not blind as bats to the 
fact that in everyday life, love, good-will and friend- 
ship is a powerful and increasing factor? 

Nothing is more broadening to the mind and to the 
judgment than wide, human sympathies. Nothing is 
more narrowing and deadly than cold-blooded selfish- 
ness. 

It is so well known that it is almost a bromide to 
repeat that what we keep, we lose. In fact, when 
we come to the end of life’s journey, actually the only 
things we have on the credit side of the ledger are 
those things we have given away. In saying this, I 
do not mean only money. There is a great deal to 
be given away in life besides money. Sometimes money 
is the least valuable and most insignificant thing we 
can give. 

As I write, there comes to my mind one of the 
shrewdest hardware men I have ever known. There 
is no question whatever about his natural brain power. 
There is also no question whatever about his knowl- 
edge. However, if you should go to this man and ask 
him, for instance, to give an evening of his time in 
conveying some of the knowledge he has accumulated 
to a class of clerks, his answer would be—‘Why 
should I?” If you should ask him to write a letter 
for publication for the good of the trade on a subject 
of which he is known to be a past grand master, he 
would reply: “Not much. Why should I?” This man 
devotes all of his time and all of his thoughts to his 
own business and to his own home. His idea is always 
to take in and never to give out. I can even imagine 
at home, if the truth were known, that he rather prides 
himself on. getting all he can out of his home circle 
at the very lowest cost to himself. 

I imagine this because it has been my observation 
that every man, by reason of the habits of his life and 
his daily thinking, eventually becomes just a state of 


mind. I have observed that men are not one person 
in their businesses and another person in their homes 
and with their friends. They may try to be two 
different personalities but I do not think they suc- 
ceed. Nobody is fooled. 

Once I kept a card system on which we entered a 
certain sign to indicate that the dealer was a chronic 
kicker. We spelled it “Kronic Kicker,” and the sign 
was “K. K.” One day this dealer called with his wife. 
I was bragging to her about our system. I handed 
her his card. She was a bright woman, and her eye 
immediately became fixed on the two letters, “K. K.,” 
in the corner of the card. “What does that mean?” 
she inquired. Knowing both of them well, I replied: 
“Those cabalistic signs mean ‘Kronic Kicker.’” The 
lady burst into a loud laugh and cried: “You certainly 
have a wonderful system. This is splendid. Nobody 
knows better than I do what a ‘K. K.’ my husband is.” 

All this small talk is leading up to the point of this 
article. The approach is rather round-about but the 
thought back of it is profound and fundamental. The 
thought is equally as valuable for the small retail 
dealer just going into business as it is for the financier 
about to invest millions in a certain combination of 
enterprises. Let me lead up to this thought by telling 
of an experience in regard to a stock of goods in a 
small town. 

Once, years ago, I happened to change trains in a 
certain small city in Illinois. I had several hours at 
my disposal. Naturally I visited the retail hardware 
stores in this town. I talked to all of the dealers. I 
sized up the situation. I did this just as a part of the 
day’s work. It was simply a routine matter. I never 
thought the information gathered would be of any 
value to me or to anyone else. Time passed. 

One day a young man in our buying department out 
in St. Louis came into my office and said he had de- 
cided to resign and to go into business for himself. 
He would soon be ready to buy a new stock of hard- 
ware and, of course, he would buy the new stock from 
us. This naturally was pleasing and interesting in- 
formation. I drew him out. The facts developed 
were that his father had died and left $5,000 life 
insurance. His mother had agreed to turn all of this 
money over to him so he could start in business. It 
also developed that he had decided to go into business 
in the very town where I had changed trains.’ “Why 
did you select that town?” I inquired. He was slightly 
embarrassed, but explained that he was about to be 
married, that his sweetheart lived in the town and 
that for this reason he wished to go into business 
there. ‘What do you know about the conditions sur- 
rounding the business in the town?” I inquired. 
“Well,” he answered, “it is a nice town. They have 
very nice society. There is a fine farming country 
around it. It is a railroad center and it will be a nice 
place to live.” “Do you happen to know anything about 
the competition in the hardware business there?” I 
inquired. Well, yes; he knew there were several first- 
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class- hardware stores in the town. “Have you ever 
talked with any of these merchants in this town?” 
No, he had not. “Well,” said I, “suppose we take a 
pad of paper and just figure out your plans. How 
many goods do you expect to sell per annum on a $5,000 
stock?” “Well, I ought to turn the stock four times 
a year at least. Therefore, my sales should be $20,- 
000.” “What gross profit do you think you can make?” 
He had not thought much about this, but his gross 
profit should be about 30 per cent. This gives us 
$6,000 gross on the sales. “All right,” I said, “let us 
put this down in one column. Now let us figure up 
your expenses and enter them in the other column.” 
My young friend then gave me the amount of rent, the 
salary of a clerk, the salary of a porter, the cost of 
a horse and wagon to deliver goods and, as he pro- 
ceeded with the expense items—with some help from 
me on items overlooked—it was not long before the 
$6,000 was almost used up. “Now,” I said, “naturally 
you expect to live out of this business. What salary 
do you propose to charge up for your own services?” 
There was no room left in the figures for his salary! 
“Don’t you want to sell me this new stock?” he finally 
inquired. “I will pay cash for it.” “Of course I wish 
to sell you,” I answered, “but I suggest that tomorrow 
morning you have your mother come down to see me 
and we will talk over this proposition of yours to- 
gether. As your mother will supply all of the capital, 
she certainly should know some of the facts about the 
investment.” 


The next morning the widow, dressed in deep mourn- 
ing, called. I carefully went over the figures with 
her and her son. I made the trial balance I had drawn 
up for the first year’s business so clear that she could 
not help seeing it. Then I told her that once I had 
changed trains in this town and had learned from the 
merchants that the hardware business was very badly 
overdone there. There was- too much hardware in 
town for the demand—too many hardware stores— 
and the stocks of hardware were too heavy. This had 
resulted, naturally, in a local fight. Prices were cut 
all to pieces. It was my opinion that even under the 
most favorable circumstances it was simply an impos- 
sibility for our future merchant to make a cent in 
this location. 


The mother and the son looked at me in a very 
helpless way. ‘‘Why do you tell us all this?” finally 
inquired the mother. “Just because,” I answered, 
“unfortunately I happven to know about this town and, 
as a matter of fact, we do not need the business badly 
enough to sell a new stock of hardware and take life 
insurance money in payment of the new stock when 
we know in advance that the enterprise will prove a 
dead loss to you and your son. We haven’t much 
religion of some kinds, but we have a little religion 
of other brands, and it just happens to be part of our 
religion—strange as it may appear—that prevents us 
from letting a widow go into an enterprise that will 
cause her the loss of all of her husband’s insurance 
money.” 


I was not surprised when both the mother and the 
son seemed to be very much put out at what I had said. 
The mother felt that the facts I had outlined were a 
reflection upon the good judgment of her darling boy. 
The d.b. was angry because my facts pricked his beau- 
tiful little balloon of being a merchant with a sweet 
little wife. in this nice little town. He also saw that 
what I had said had rather shattered his mother’s good 
opinion of his business acumen. What was the upshot 
of the matter? He did not go into business in this 
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Illinois town. He kept his job with us. After- 
ward he obtained a position with another house and 
today is drawing a large salary. Incidentally, he also 
married the girl. However, I often wonder if he and 
his mother ever give me any credit for the kind of 
salesmanship I used in losing a beautiful new stock 
order of $5,000! 

We, of course, could have sold them. He would have 
dragged on as a good customer until his money ran 
out. Then payments would have been slow. We would 
have been compelled to shut him off and he would 
either have gone into bankruptcy or sold out his busi- 
ness at a heavy loss. 

The above story has drawn out longer than I in- 
tended, but it illustrates the point of this article just 
as well as if I were writing about an entire industry. 

Now allow me to go to the other extreme and refer 
to the story of one of the greatest business combina- 
tions the world has ever seen. I mean the German 
dyestuffs industry. Every sales manager should write 


to The Superintendent of Documents, 


Government Printing Office, 
Washington, 


and order D. C. 
Pamphlet No. 126, Miscellaneous Series, 
The German Dyestuffs Industry, 
by 
Thomas W. Delahanty, 
Assistant Chief, Chemical Division. 

This pamphlet, which reads like a romance, is just 
full of interesting business information, with a full 
account of how the German dyestuffs industry was 
organized, illustrated with very complete organization 
charts of the German Dye Cartel, and all kinds of 
tables of very useful information. It will cost you 
the large sum of 10 cents. Nothing is said about 
postage, so I suppose the Government transports the 
pamphlet free. Hvery sales manager in every line of 
business in this country should study this pamphlet. 
If his mind can grasp only in a small way just what 
this pamphlet means, it will enlarge his vision of sales 
managing, of general business conditions and, further 
still, of what is happening in the world today in big 
business. It will also give him a line on what is 
going to happen in the future. 

The story of this Cartel is simply that a great num- 
ber of chemical concerns in Germany were cutting the 
throats of each other. The competition between them 
was terrific. They were so busy killing each other off 
that they hardly had any time to take care of their 
own trade. They were like a business composed of 
quarrelling directors who spent so much time bicker- 
ing among themselves that they had no time to devote 
to any progressive details of their own business. What 
happerted ? 

With the approval of the German Government and 
with Governmental assistance, a Cartel was formed 
of the German Dyestuffs Industry. All the various 
factories, instead of pulling against each other, pulled 
together. Where factories could not make certain 
goods at the lowest price, they were either closed or 
put to work on other goods. These factories figured 
out what they needed in their manufacturing, and 
they planned to manufacture, just as far as possible, 
everything they needed in their own factories. They 
bought and sold from each other. They then planned 
the handling of foreign business, and everybody who 
knows anything about the chemical business is aware 
of what they did to the chemical dyestuffs industry of 

(Continued on page 56) 
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U. 5S. Steel Corp. Purchases 


Cyclone Fence Co.— 


New Officers 


The United States Steel Corp. has 
purchased the Cyclone Fence Co., with 
plants at Waukegan, IIl.; Cleveland, 
Ohio; Newark, N. J., and Fort Worth, 
Tex. The company will be continued 
under the name of Cyclone Fence Co., 
operated as a separate subsidiary of 
the corporation. 

J. P. Arthur, president; C. F. 
Arthur, vice-president, and J. H. 





Broad, secretary of the old company, 
have resigned. New officers are W. P. 
Palmer, president; Frank Baackes, 
vice-president; A. S. Allen, secretary, 
and E. H. Harper, treasurer and as- 
sistant secretary. John S. Meaker be- 
comes general manager. For many 
years Mr. Meaker has been manager 
of the fence and post sales depart- 
ment of the American Steel & Wire Co. 





Cleveland Campaigning 
for All-Year Painting 


To stimulate all-year painting and 
paint business, the Cleveland “All- 
Year” Painting Committee has been 
formed in Cleveland, Ohio. It is a 
composite group with representation 
from every interested paint organiza- 
tion in the city. E. H. Kluth is chair- 
man. George D. Cornell and Claude 
Beach will handle the finances. Trent 
Longo and T. F. Coffey will have 
charge of the advertising. 

Organizations included are the Cleve- 
land Save the Surface Salesmen’s Club, 
Cleveland Paint, Oil & Varnish Club, 
Painters’ District Council and the 
Contracting Painters’ and Decorators’ 
Association. 

The committee’s campaign will be 
along educational lines to impress upon 
the public mind that interior painting 
should be done in the winter months. 


Huge Gillette Stock 
Dividend 


Stockholders of the Gillette Safety 
Razor Co., Boston, Mass., met recently 
and approved a change of capital stock 
from 500,000 to 2,000,000 shares. The 
additional stock is to be distributed as 
a dividend. according to a report in 
a New York daily. It is said the com- 
pany has in its treasury 149,000 shares 
of unissued stock out of the original 
500,000 shares. 

The unissued stock will be paid over 
to stockholders and after all of the 
500,000 shares are outstanding the 
company will again distribute three 
shares of new stock for each share 
held, making a total of 2,000,000 shares 
outstanding. The holders of the 350,- 
910 outstanding shares are expected 
to receive altogether 1,649,090 shares. 








Jennison Hdw. Building 
Ready Nov. 15 


The new building being erected by 
The Jennison Hardware Co., Bay City, 
Mich., will be ready for occupancy Nov. 





15, and, according to reports, will be 
one of the most modern and completely 
equipped stores in the Middle West. 
The old store built in 1872 was almost 
completely destroyed by fire on March 
27 last. Only the office and the general 
warehouse were saved. 

When the new building is ready the 
firm plans to add to its present lines a 
complete stock of housefurnishing 
hardware, electrical supplies and ath- 
letic goods. The retail department will 
be arranged on modern lines and all 
new fixtures installed. 





Congoleum to Acquire Nairn 


Stockholders of the Congoleum Co., 
Inc., Philadelphia, Pa., at a _ special 
meeting recently approved a proposal 
for the management to acquire at least 
66 2/3 per cent of the stock of the 
Nairn Linoleum Co. of New Jersey. It 
was also approved that the combined 
company should operate as Congoleum- 
Nairn, Inc. The number of directors 
will be increased to fifteen. 


Judson with Wetherill 


George F. Judson has joined the 
sales staff of Geo. D. Wetherill & Co., 
Inc., Philadelphia, Pa., mixed paints. 
He was formerly with Treman, King 
& Co., Ithaca, N. Y. Mr. Judson will 
travel New York State as special rep- 
resentative cooperating with Wetherill 
distributors. 


— 


Gertler Opens Westchester 
Branch 


The Gertler Electric Co. Inc., whole- 
sale distributors of electrical supplies, 
220 West 83d Street, New York City, 
has recently opened a wholesale branch 
in Westchester County with full facil- 
ities to handle the business in that ter- 
ritory and for furnishing contractors 
free delivery. 





H. A. Squibbs Now Manager 
Amer. Steel & Wire Co. 


H. A. Squibbs, for the past eight 
years assistant manager, fence and 
post sales department, American Steel 
& Wire Co., Chicago, has been appointed 
manager, succeeding John W. Meaker, 
who has been made general manager, 
Cyclone Fence Co., Waukegan, IIl., 
which has just been purchased by the 
United States Steel Corporation. 

Mr. Squibbs’ promotion will interest 
the entire hardware trade, for he has 
long been known, among those who at- 
tend the conventions. He has often 
been spoken of as one who could al- 
ways be counted on to be present at 
outings, or wherever hardware men 
were up and doing. 





Purchase Announced 


by Milbradt Mfg. Co. 
The Milbradt Mfg. Co., St. Louis, 


Mo., has purchased the business of the 
Bicycle Step Ladder Co., Chicago. The 
company will continue to manufacture 
the complete lines of Bicycle and Mil- 
bradt rolling step ladders. Jobbing 
connections will not be affected. 





Moore Push Pin Co. 
to Build 


A new manufacturing building is to 
be erected by Moore Push Pin Com- 
pany in connection with its present 
plant on the north side of Berkley 
Street between Wayne Avenue and 
Greene Street, Philadelphia, in accord- 
ance with drawings and specifications 
prepared by the Ballinger Co., archi- 
tects and engineers, Philadelphia and 
New York. 

The new building will connect with 
the north end of the present plant and 
will, it is said, provide much-needed 
manufacturing and shipping facilities. 
It will be one story in height, with pro- 
vision for an additional story, and be 
59 ft. wide and 125 ft. long. 


Ryan Buys Westfield Store 


Frank P. Ryan has acquired a re- 
tail hardware store in Westfield, N. Y. 
He was formerly associated with his 
brother Thomas Ryan in Leroy, N. Y. 





New House Organ 


The Dexter Co., Fairfield, Iowa, is- 
sues for dealers a lively house organ 
entitled “The Dextergram.” It is pub- 
lished about every sixty days for the 
purpose of giving the trade useful data 
on the selling of washers’and other 
electrical appliances. New sales an- 
gles and methods of sales survey will 
be offered in each issue. 
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G. A. Graham Dead 


Was Very Active 
Hardware Man 


George A. Graham, treasurer, John 
H. Graham & Co., Inc., 113 Chambers 
Street, New York City, died at his 
home in Englewood, N. J., Saturday, 
Oct. 4, in his fifty-sixth year. 

After graduating in 1888 from Adel- 
‘phi Academy, Brooklyn, N. Y., he en- 
tered the employ of John H. Graham 





George A. Graham 


& Co. In 1893 he was admitted to 
partnership. 

In 1916, when J. P. Morgan & Co. 
were appointed purchasing agents for 
the British Government, Mr. Graham 
laid aside his own business interests 
and held for a time a responsible posi- 
tion in that organization. 

During the fourth and fifth Liberty 
Loan drives Mr. Graham was chair- 
man of the Hardware and Allied Trade 
Division and assumed direction of the 
important work of that committee. 

He was a director of the Atlantic 
National Bank of New York City prior 
to its consolidation with the Bank of 
America. In his home community he 
was deeply interested in welfare and 
charity work, was a director of the 
Citizens National Bank and also had 
served as president of the Englewood 
Club and Englewood Golf Club. He 
was a member of the Knickerbocker 
Club, Englewood Field Club, the Hard- 
ware Club of New York and vice- 
president of the Izaak Walton League. 

He is survived by his widow, Mrs. 
Susan V. Graham; two daughters, Mrs. 
David Van Alstyne and Miss Susan 
Graham, anda son, George A. Graham, 
Jr. He was the son of the late John 
H. Graham. 





Brown-Camp Building 
a New Warehouse 


The Brown-Camp Hardware Co., Des 
Moines, Iowa, wholesale hardware, are 
completing their new warehouse which 





will be one of the largest commercial 
structures of that city. The building 
is 282 ft. long, 106 ft. wide, five stories 
high, in addition to a full basement. 
du cCONLAINS approximacte.y 150,U0UU ft. 
of fioor space and is said to cost in 
excess of $400,000. 

The building embodies the latest 
ideas in warehouse construction and 
is fire-proof with brick walls and con- 
crete columns and girders. The win- 
dows are placed next to the ceiling 
on each floor to insure the maximum ot 
wall space without sacrificing light and 
ventilation. 

To facilitate the handling of stock 
between floors, there are four elevators 
and several spirai chutes. It is pos- 
sible to accommodate ten trucks at a 
time in the loading court in the rear of 
the building, which by the lowering of 
steel shutters can be converted into a 
garage. Railway trackage extends the 
entire length of the building along the 
south side, making it possible to unload 
seven freight cars at once. 

It is expected that the new ware- 
og will be ready for occupancy by 
Dee. 1. 


To Reduce Varieties on 


Open End Wrenches 


Following a meeting of manufac- 
turers of open end wrenches, held re- 
cently in New York, at which it was 
voted to ask the cooperation of the 
Division of Simplified Practice, De- 
partment of Commerce, in_ studies 
which may lead to a reduction of vari- 
eties, a simplification committee has 
been named and a survey begun. 

The surveys, which will be correlated 
by A. E. Foote of the division, will 
include figures as to demand for the 
following varieties of open end wrench- 
es: Engineers’ Single; Engineers’ 
Double End. Check Nut, Single End; 
Check Nut, Double End; Textile; Light 
Service “S”; Car; Structural; Con- 
struction; Heavy Cap, Single End; 
Heavy Cap, Double End; “S”; Set 
Screw, Single End; Set Screw, Double 
End; Machinery; Miscellaneous “S”; 
Spark Plug; Track, Round Handle and 
Flat Handles; Triple Head; Tool Post 
—U. S. Nuts; Tool Post—Set Screws; 
Square Box; Hexagonal Box; Ford 
Double Head Offset Reverse Gear; 
Ford Spark Plug; Tappet—Alloy Steel, 
and Tappet—Carbon Steel. 

The Simplification Sub-committee 
which will consider the results of the 
consolidated survey includes A. S. Max- 
well of J. H. Williams Company, Buf- 
falo; W. S. Swain of Billings & Spen- 
cer, Hartford, and L. J. Stoddard, sec- 
retary of the Lakeside Forge Co., 
Erie, Pa. 

Whether the additional phases of 
finishes, sizes—combinations of open- 
ings—and shape of milled openings 
will be considered will be put up to 
the manufacturers for a written vote, 
it was stated. 




















Ernst Roth Dies 


Sudden Death Follows 
Heavy Cold 


Ernst Roth, president, the Western 
Clock Co., La Salle, Ill., died suddenly 
at his home in Peru, Ill., Oct. 2. He 
had been suffering from a hard cold 
earlier in the week, but had apparently 
recovered and had resumed his activi- 
ties at his office. 

Mr. Roth had been general manager 
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of the Western Clock Co. for the past 
thirty-five years and president for the 
past two years. While the major part 
of his endeavors had centered around 
the “Westclox” company, he had many 
other interests, including the presi- 
dency of the Western Clock Co., Ltd., 
Canada; the La Salle Machine & Tool 
Co., the Peru State Bank, and the vice- 
presidency of the Mathiessen & Hegeler 
Zine Co, Besides his business interests 
Mr. Roth owned a large dairy farm 
near Peru and was active in all civic 
movéments, serving at the time of his 
death as president of the board of edu- 
cation in his home town. 

Mr. Roth was born in Germany in 
1857 and was educated as a civil engi- 
neer- He came to America at the age 
of 24 and served as a construction en- 
gineer on various railroads in the 
United States and Mexico for about 
eight years. In 1889 he assumed the 
management of the then small clock 
company, which under his guidance has 
grown to its present large development. 

His wife, two daughters and a son 
survive him. 


Victor Stove Co. Damaged by 
Fire 

The Victor Stove Co., Salem, Ohio, 
suffered fire loss estimated to be ap- 
proximately $50,000. The fire broke 
out in the pattern shop. Though some- 
what handicapped, the company will 
continue operation and distribution of 
its stoves and furnaces to the hardware 
trade. 
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How Are Hearts Working in Your Line? 


(Continued from page 53) 


the world. They just about annexed everything in 
sight, leaving little for other nations. This condition 
came about as a result of excessive competition. 

In all nature extremes meet. When we get to the 
end of the circle we find the beginning. 

The United States, in the last two or three years, 
has been getting a very large dose of free, unlimited 
and unrestricted competition. Even our Solons_ in 
Washington are beginning to wonder if so much com- 
petition is the beautiful thing that the framers of the 
Sherman Law thought it was. There is a good deal of 
new and more up-to-date thinking on this subject and, 
allow me to say, notwithstanding the popularity of a 
sport of making fun of our representatives in Wash- 
ington, that a great deal of very hard, serious and 
earnest work is being done in Washington in our va- 
rious departments. When we study some of the 
pamphlets they are sending out on various business 
subjects we are amazed at the depth and the breadth 
of the researches they are making into business. In 
my humble opinion, the business men of the country 
do not appreciate just what Washington is doing. 
There does not seem to be any point of contact be- 
tween the Government and the great mass of our busi- 
ness men. 

However, my space is running out. Please do me 
a favor and write for this pamphlet by Tom Delahanty. 


Lhen, when you get it, take it home some night and 
study it. You will find it more interesting than a full 
account of the defeat of the Senators or the recent 
baseball scandal. 

Now, what is the point of this article? What am I 
driving at? It is just this: It is up to intelligent 
sales managers to carefully study the heart end of 
their business, and by this I mean to get in contact and 
know all you can about the hearts of your competitors. 
If I were going into a new business today with the 
idea of investing any money or even of only investing 
my own time, the first thing I would investigate would 
be the state of mind of that business amcnug competi- 
tors in the line in regard to sympathy, good-will and 
fellow feeling for each other. Let me tell you, when 
you get into a business where there is overproduction 
combined with suspicion and lack of trust right down 
to personal hatred and animosities, it is not a very 
profitable business to play around with. 

Therefore, consequently and to wit: If such things 
do exist in your line of business or in your town or 
between you and your competitors, you should turn to 
the “New Testament,” find the Sermon on the Mount, 
and especially read: 

“Blessed are the peacemakers, for they shall be 
called sons of God.” 

“THE SALES MANAGER.” 


Hand Turning Unnecessary 
with This Freezer 


Everybody’s Self Freezer, made by 
the Toy Town Freezer Co., Winchen- 
don, Mass., has a number of unique 
features which should recommend it 
strongiy to householders everywhere. 

The new freezer is designed to elim- 
inate the necessity for hand turning, 
and in operating it is only necessary 
to put in the cream, ice and salt. One 





of the main features of this freezer is 
that it is different from any other 
freezer in that it is filled with ice and 
salt from the bottom and that this salt 
or ice cannot possibly reach the cream 
itself. It will be noticed from the ac- 


companying illustration that the freezer 
is equipped with a handle, which is de- 
signed, however, merely to improve the 
grain of the cream and not to aid in 
the freezing. When used, fifteen or 
twenty revolutions at two differen. 
times are recommended by the maker. 

Tubs made from selected white pine 
stock, especially treated by _ special 
methods to withstand ice and salt. The 
cans are made from the best grade of 
heavy American charcoal tin plate. The 
castings are made from a special for- 
mula and heavily tinned and _ gal- 
vanized. The freezer is decorated with 
two coats of white enamel, thus making 
it possible to keep the freezer in a 
clean and sanitary condition. , Packed 
in individual cartons to insure delivery 
in good condition. Ice cream will stay 
frozen for several hours longer than 
usual, it is said, because wood is a 
natural insulator and the water-tight 
compartment bars out disturbing at- 
mospheric conditions. 


This Sharpener Will Appeal 
to Householders 


The Yankee Knife and Scissors 
Sharpener, made by the Greenfield 
Tool and Hardware Co., manufacturer 
of tool and hardware specialties, 114 
Chambers Street, New York City, is 
a well constructed, sturdy device that 
should appeal strongly to householders 
because of the ease and rapidity with 
which a dull knife or pair of scissors 
may be given a keen cutting edge. 

The sharpener, which is shown in 
the accompanying illustration, may be 
permanently mounted in any _ con- 
venient position. The housing is japan- 
baked in an attractive green enamel, 
bas insures it against the possibility 
cf rust. 








For the purpose of assisting retail- 
ers in the sale of the Yankee sharp- 
ener, its manufacturer is now furnish- 








ing in connection with it a handsome 
mahogany display block to which the 
sharpener may be secured for pur- 
poses of demonstration. The block is 
also designed for holding advertising 
matter. This display, because of its 
general attractiveness and the effective 
manner in which it brings the mer- 
chandise to the attention of prospective 
buyers, is admirably suited for both 
window and interior displays. 

The sharpener has been on the mar- 
ket but seven months and in that time 
is said to have been introduced into 
thirty-two States. 





Catalogs Received 


“Seasonal Opportunities” is the title 
of a booklet got out by Gerstein Bros., 
517 Broadway, ew York City. The 
booklet gives sales thought on Comfort 
felt weather stripping and includes re- 
productions of the company’s adver- 
tising from HARDWARE AGE. 





Hoeft & Co., Inc., Chicago, IIl., and 
Los Angeles, Cal., have issued catalog 
No. 14 on Moe’s line of poultry sup- 
plies. This is a useful booklet for the 
dealer serving a poultry farming trade. 
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General Market News 





Seasonal Lines More Active— 
Staple Hardware Moving— 
Shipments Prompt 


items are showing 


improvement. 


Greater activity has been reported from practically every 


S ‘Greate AL hardware 


hardware market center. 


active. 


Staple lines continue very 


Trading appears better in the rural districts due, it is said, 
to the improvement of the farmers’ financial condition, now 


that the crops are largely in. 
obligations. 


Farmers are paying off spring 


Collections appear satisfactory. Shipments in all lines are 


prompt. 
heavy. 


Buying is well assorted. Stocks generally are not 


There have been scattered adjustments in prices both up 


and down. 


Rope and twine are expected to advance and there 


is a possibility that twine may be short in December. 


Mixed Price Changes 


in Boston 


Mixed price changes are noted this 
week with declines slightly outnumber- 
ing advances. Among the more im- 
portant advances those on wood 
screws, wringers and one. make of 
sandpaper are the most noteworthy. 
At least one New England manufac- 
turer has slightiy reduced prices on 
house trimmings, and Massachusetts 
manufacturers of wire cloth and wire 
netting have made a reduction in 
prices. Woodwork, such as is used in 
the carriage trade, is a little cheaper. 


Manufacturers of lawn, hay and drag | 
rakes are out with the announcement | 
that next season’s prices will be the | 


same as 1924. 


— 


Fall Goods Steady 
in Pittsburgh 


Good, steady demand is reported for 
the seasonable lines of hardware in the 
Pittsburgh district. Forward buying 
still is quiet. Price changes of the 
week include a decline in wire cloth in 
keeping with recent price adjustments 
in mill bases on wire, incident to the 
abandonment of Pittsburgh as a sole 
basing point on steel. As was the case 
with poultry netting, Pittsburgh job- 
bers are deprived of the freight allow- 
ance on wire cloth, which they formerly 
enjoyed when prices were based f. o. b. 
Pittsburgh, a practice that now has 
been abandoned. The decline in wire 
cloth prices, so far as it applies lo- 


cally, is a matter of about 4 per cent, | 


when freight from factory is taken into 
calculation. New mill schedules on 
wire are now well enough understood 
to make possible the naming of new 
prices by local jobbers to the retail 
trade. The Barrett Co. has issued a 


' new roofing paper 














price list, but its 





contents are not fully known to the | 


local trade as yet. Miniature flash light 
bulbs have been reduced 3c. 


each and | 


baker ovens are lower in a new price | 


list just issued by a leading Pittsburgh 
manufacturer. 


Retail Sales Better 
in Northwest 


Farmers in the Northwest are show- 
ing signs of prosperity, according to 
reports from the Twin Cities market 
center. Retail sales are better and 
there are practically 
price changes. 


New York Reports Fall 
Goods Improving 


Seasonal lines are showing’ some im- 
provement in the New York hardware 
market. The three Jewish holidays 
reduced sales volume noticeably. Ex- 
ecutives of local jobbing concerns are 
preparing to attend the Atlantic City 
convention. Shipments are _ prompt. 
Collections are satisfactory. There 
are practically no important price 
changes in this market. Rope and 
twine are expected to advance. 


Rugg Withdraws Prices on 
Halters and Ties 


The E. T. Rugg Co., Newark, Ohio, 
announced Oct. 4, 1924, that all out- 
standing prices on its line of halters 
and ties are withdrawn because raw 
material advances necessitate a higher 
level of prices. The company expects 
to publish new price lists soon. 


Production Data 
on Radio Apparatus 


Census Bureau figures show the 1923 
production of radio apparatus to have 
been $43,460,676, in 290 establish- 
ments, with $4,572,251 additional for 
radio tubes. No comparative figures 
for 1921 were compiled. Receiving 
sets aggregated $12,616,193, of which 
$12,065,992 were of the tube type. 
Loud speakers at $5,620,961 and head 
sets at $5,352,441 were the next largest 
items, followed by transformers, $3,- 
773,213, transmitting sets, $900,230, 
and rheostats, $716,774. Miscellaneous 
parts to the value of $14,284,350 were 
produced. 


Apco Battery Charger 
Quoted Lower 


The Apco Mfg. Co., Providence, 
R. I., announces that the dealer’s price 
on Apco Battery Chargers will be 
$12.50 each on the “A” battery charger 
and $6.75 each on the “B” battery 
charger, regardless of quantity. The 
former price on the first item was 
$13.50 in lots of not less than ten. 


Cleveland Advances Bolts 


Bolts have been advanced in Cleve- 
land to meet the advance recently 
made by manufacturers. Nails and 


wire have been further reduced be- 





no important | 





cause of the adoption of Cleveland as 
the basing point. Other price changes 
are not numerous and are confined to. 
less important items. Several seasonal 
lines are moving well for spring ship- 
ment and a fair volume of business has 
sprung up in holiday merchandise. 


Several Price Change: 
in Chicago 


Price changes in this market were 
rather numerous:this week and were 
marked by both declines and advances. 
New prices on wire cloth and netting 
for spring delivery showed a decline 
on all items. Jobbers also announced 
a very substantial decrease on hinge 
prices, and there was a very slight 
decline on tale roofing made by one 
manufacturer. There is talk of a gen- 
eral advance in the roofing and paper 
lines. 

Manufacturers made a 25 per cent 
raise in flat head bright screws and a 
2% per cent on brass screws, which 
was immediately reflected by the job- 
bers’ prices. Both raw and boiled lin- 
seed oil took a rather sharp increase. 
There was a slight readjustment of 
prices on clipping machines. | 

The balance of the market appears 
very firm and general business condi- 
tions good. Collections are running 
about the same as last year and are 
very satisfactory. 
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Holiday Buying Started in Cleveland— 


(Cleveland office of HARDWARE AGE) 
ARDWARE jobbers are booking a fair volume of 
orders for seasonal goods for next spring, the 
more active lines including lawn mowers, steel 
goods, rope, wire cloth, brushes and step ladders. 
for current shipment continue fairly good and in the 
opinion of the trade there is a great deal of fall and win- 
New prices have 
not yet been named on screen doors and prices on some 
other spring lines are rather slow in coming out. Jobbers 
have announced new prices on wire cloth and poultry net- 


Hf 


ter merchandise yet to be purchased. 


Orders 


to local jobbers. 


AUTOMOBILE ACCESSORIES AND wagons have commenced to move for 


TIRES.—The demand for tires and the holiday trade. 


accessories is holding up well although 
not quite as heavy as it was when the 
touring season was at its height. Some 
business in tire chains is being placed. 


We quote from jobbers’ stocks, 
f.o.b, Cleveland: Millers Falls, No. 145 
jacks, $4.75; Reliable jacks, No. 1, 
$2.33; No. 2, $3.33, in lots of 12: Derf 
spark plugs, 96c. each for all sizes in 
lots of less than 50; Champion X 
spark plugs, 45c. each for less than 
100 and 41c. each for over 100; Cham- 
pion regular, 53c. each for less than 
100, all sizes; 50c. each for over 100; 
Reliable jacks, No. 00, $1; No. 1, 
$1.25; Nos. 2 and 3, $1.75. 

AXES.—tThese are inactive at present. 
Stocks are ample. 


Jobbers quote f.o.b. Cleveland as 
follows: First grade _ single bitted 
axes, handled, $19 per doz.; unhan- 
dled, $14.50 per doz.; double bitted, 
handled, $24.50 per doz.; unhandled, 
$20 per doz. 


BINDER TWINE.—Jobbers have com- 
menced taking orders for next year’s 
shipment subject to prices to be estab- 
lished and are getting a fair volume 
of business. Buying for this season is 
about over. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 
Standard, first quality binder twine, 
$5.87% per bale. White sisal, first 
quality binder twine, $5.87% per bale. 
Second grade, $5.62% per bale. 
ad- 


BOLTS AND NUTS.—Jobbers 
vanced prices during the week about 
i0 per cent to conform with the recent 
advance by manufacturers which be- 
came effective on contracts starting 
Oct. 1. The advance, however, does not 
apply to steve bolts and hot pressed 
nuts. As Cleveland has been a basing 
point for bolts and nuts for some time 
new developments in the basing point 
situation have not affected the local 
market. 
Jobbers quote f.o.b. Cleveland: 
Large machine bolts, cut threads, 
50 and 10 per cent off list; small rolled 
threads, 60 and 10 per cent off list; 
carriage bolts, large and small, cut 
threads, 50 and 5 per cent off list; 
stove bolts, 80 per cent off list; hot 
pressed nuts, $4 off list; small rivets, 
65 and 10 per cent off list. 
BRUSHES.—A good demand has 
sprung up for paint and _ varnish 
brushes for spring delivery. These are 
being taken at prices that prevailed 
last spring with a guarantee against 
decline. 


COASTER WAGONS.—The 


for these continues steady. 


demand 
Express 


Prices are un- 
changed. 

Jobbers quote f.o.b. Cleveland: 

Auto-Wheel coasters, rubber tired 
disc wheels; size 12 x 28, $5.50; size 
14 x 32, $6. 43; size 14 x 34, $7.03; size, 
16 x 38, $7.73; size 18 x 40, $8.33 each. 

Gendron line high grade rubber 
tires. size 14 x 32, 8-in., roller bear- 
ing disc wheels, $5. 70; size 14 x 34, 
10-in. disc wheels, $6.75: size 16 x 
38, 10-in. disc wheels, $7. 15: size 18 
x 40, 10-in. disc wheels, $7.55 each. 

Bowman All-steel line, 

32%, No. 100 loose bearings, 

to $4.15, according to quantity; 

200, same with self-contained bear- 
ings, to $4.40, according to 
quantity; same with spoke 
wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity each. 

Sherwood Spring-Coasters, rubber- 
tired, ball bearing disc wheels, size 
14 x 32 x 8, $9.55; size 14 x 34 x 10, 
$10.40; size 16 x 30x 10, $11.55. These 
are list prices. Cleveland jobbers of- 
fer a discount of 33% per cent. 

American National Line—American 
Boy Red Express Wagon, No. 06, 
$8.65 per doz.; No. 02, $15.80 per doz.; 
No. 4, $32 per "doz. Little Toto Coaster 
Wagon, roller wanrene. double disc 
wheels, No. 38, $2.20 each; No. 40, 
$3.65 each. American Coaster, roller 
bearing wood wheels, steel tires, No. 
41, $5.40 each; No. 43, $6.40 each. Na- 
tional Flyer Coaster, roller bearing 
double disc wheels, No. 51, $5.70 each; 
No. 53, $6.90 each. 


GUNS AND SHELLS.—The demand 
for these has been quite active but 
there is some let-up at present as it 
is between hunting seasons. An in- 
creased volume is expected with the 
approach of the rabbit season. 


HANDLES (Agricultural and Tool).— 
There is a moderate demand for tool 
handles but agricultural handles are 
moving slowly as they usually do at 
this time of the year. 


Jobbers quote f.o.b. Cleveland: 

Axe Handles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handles. — 
No. 1, 90c. per doz.; finest growth 
hickory, $1.50. 

Hay Fork’ Handles. 
chucked and bored, XX, 4% ft., $3.75 
per doz.; 5 ft., $4. 50 per doz.: bent, 
4% ft., $4.15 per me 5 ft., $5.10 per 
doz.; X, bent, 4% ft., $2.90 per doz.; 
5 ft., $3.20 per doz 

Manure Fork Handles.—Bent. XX, 

, $3.90 per doz.; 4% ft., $4.25 per 
im $2.80 - per doz.; 


% ft., 
$3.30 per doz.; No. 4% Dace $1. 50 per 
doz. 

Garden Rake Handles.—XxX, 6 ft., 
$6.25 per doz.; No. 1, $2.65 per doz. 

Shovel Handles. — Regular pattern 
XX, 4% ft., $5.90 per doz.; X, 4% ft., 


— Straicht, 


Dealers Placing Spring Orders 


ting following the naming of new prices by manufac- 
turers and a fair demand for wire cloth has sprung up 
for spring shipment. 
number of lines including percolators, toasters, etc. 

Price changes are not numerous. 
is a 10 per cent advance on bolts following the recent 
advance by manufacturers. 
marked down as a result of the recent adoption of a 
Cleveland basing point and lower manufacturers’ prices 
Sash cord has been reduced and prices 
named on roller skates on spring shipment. 


Holiday buying has started in a 
The most important 


Wire and nails have been 


D handle, $5.60 per 


$5.40 per 


$3.75 per doz.; 


OZ. 
Spade Handles.—xX grade, 
doz. 


ICE SKATES.—Retailers are taking 
more interest than heretofore in tubu- 
lar shoe skates. This is particularly 
true of the trade in the country dis- 
tricts where there has not been so 
much call for these as from the city 
trade. Common ice skates are moving 
in fair volume. 


Jobbers quote f.o.b. Cleveland: 
Union Hardware Co. polished screw 
clamp, No. 1624, 80c. each; same, 
nickel plated, No. 1624%, o 10 each; 
hockey screw clamp, No. 524%, $1. 20 
each; same, nickel plated, ONG 42414, 
$1.60 each; ladies’ hockey skates in 
corresponding grades, $1.45 and $1.85 
each. Alumo tubular skates, polished 
and finished with Goodyear welt shoe, 
$7.50; aluminum finished skates with 
McKay shoes, $5.50. These prices are 
for both hockey and racer skates and 
for both men and women. 


LARD AND FOOD PRESSES.—The 
seasonal demand for lard, food and 
wine presses continues quite active. 


LOOM.—This has declined about 15 per 
cent. Cleveland jobbers quote 7/32 in. 
loom in 1000 ft. coiled lots at $16.50. 


NAILS AND WIRE.—Another price 
reduction has been made on nails and 
wire, this resulting from the recent 
adoption of Cleveland as a basing point 
for these products. Cleveland has been 
made the basing point both by the 
American Steel & Wire Co. and by 
the leading independent manufacturers. 

Jobbers quote as follows: 

Nails, less than car lots, stock ship- 
ment, $3.25 per keg; No. 9 galvanized 
wire, $3.50 per 100 Ilb.; No. 9 annealed 
wire, $3.05 per 100 Ib.: cement coated 
nails, $2.65 per 100 lb.; polished fence 
staples, $3.70 per 100 lb.: galvanized 
fence staples, $3.95 per 100 Ib. Mis- 
cellaneous nails and wire, brads, 70 
and 10 per cent off list. 

Barbed wire, 100 lb. spools, galvan- 
ized, $3.95; 80-rod spools, Lyman 4 
point cattle wire, $3.45: same hog 
wire, .70. American special, hog 
wire, $2.60. 

OVENS.—Some orders are now being 
booked for spring shipment. Buying 
for this year’s delivery is about over. 


Jobbers quote f.o.b. Cleveland: 

Boss ovens, No. 75 and 750, $2.95 
each; No. 755, $3.50 each; No. 055, 
$2.70 each. 

PAINTS AND OILS.—The demand for 
mixed paints continues fair. Linseed 
oil has declined. Shellac has advanced 
25 cents per gal. Other prices are 


unchanged. 
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Jobbers quote f.o.b. Cleveland: 
Turpentine in bbls., $1.04%; 
than bbls., $1.16% per gal. 
Linseed oil 
than bbis., 
per gal. Denatured alcohol, 66c. per 
gal. in wood bbls. 
English Venetian Red, in bbls., 344c. 
per lb.; in 100-lb. kegs, 4% c. per lb. 
White lead, in 100-lb. kegs, 14%c. 
per lb.; in 50-lb. and 25-lb. kegs, 15c. 
per 1lb.; in 1244-lb. kegs, 151%4c. per 
lb.; in "500- lb. lots 10 per, cent dis- 
count: other prices are net. 
PIPE NIPPLES.—Jobbers have been 
advised but have not yet received 
formal notification of a price advance 
of 20 per cent on wrought steel pipe 
nipples, bringing prices back to where 
they were before the cut made about 


a month ago. 


RADIO EQUIPMENT.—The demand 
for radio equipment has taken a spurt 
now that fall is here. The demand 
seems to be turning more to complete 
sets than in the past when a large 
percentage of the radio fans bought 
parts and built their own sets. 


REFRIGERATORS.—The past summer 
was a poor one for refrigerators be- 
cause of the weather conditions and 
many retailers carried over large 
stocks. Consequently, not many orders 
are being placed as yet for next spring 
shipment. 


ROASTERS.—These are moving in fair 
volume. 


Jobbers quote 
f.o.b. Cleveland: 

No. 75 blued, $10.75 per doz.; No. 
200, blued, $14.40 per doz.;: No. 11, 
blue enameled, $20.75 per doz. ; 
No. 41, blue enameled, $25.50 per doz.: 
No. 13, magnolia enameled, $28 35 
per doz.: No. 48, magnolia enameled, 
$36.75 per doz. 


ROLLER SKATES.—New prices now 
out for spring shipment are. slightly 
under those that prevailed last spring. 
Jobbers are already booking a fair 
volume of business. 


Jobbers quote f.o.b. Cleveland: 
Union ball bearing, or’ roller 
skates, Nos. 4 and 5, $1.4 No. 6, 


less 


Savory roasters, 


HARDWARE AGE 


$1.55; No. 3, children’s sidewalk 


skates, 78c. 
ROPE.—Although a price advance by 
manufacturers is reported, local job- 
bers have as yet made no change in 
prices. However, they will probably 
make corresponding advances. 


soweets quote f.o.b. Cleveland: 
Rope, best grade manila, 19c. from 
stock; 18% c. from mill; second grade 
manila, 17%c. from stock; 17c. from 


mill. 
Sisal, 16%c. from stock; l6c. from 
m i 


SASH CORD.—Local jobbers have 
marked down sash cord following the 
recent reduction by some of the manu- 
facturers. 


Jobbers quote as follows, Cleveland: 

Sash cord, No. 8 and larger, Sam- 
son, 79c. per lb.; Silver Lake, 78c. per 
lb.; Forest City, 48c. per lb.; Yale, 
45c. per lb.; Aetna, 40c. per lb. : 
Seine twine ‘No. 12 to 15 in hanks, 
64c. to 66c.; 2-ounce balls, 72c.; 1-Ib. 
ball, 65c. 


STOVES.—Heating stoves are moving 
well for early shipment and the de- 
mand for cook stoves is fair. Stocks 
are ample. 


STOVE PIPE AND ELBOWS.—There 
is still some demand although the heavy 
fall buying is over. Prices are un- 
changed. 


Jobbers quote f.o.b. Cleveland: 

Stove pipe in crates of 25 Et 
Security blued, 28 gage, 3 in., $3.35; 
in., $3.50; 5 in., $3.80; 6 in., $4; 


4 
7 in., 

El ce —_— ar corrugated, 
28 gage, 3 in., $1.15; 4 in., $1.25; 5 
in., $1.40; 6 in., $1.55; 7 in., $2.10; all 
per doz. 

Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards, Crystal, 3a in., - 25 

er doz.; 30 in., $18 per doz.; "28 in., 

15.50 per doz.; 26 in., $13.25 per doz. 

Crystal boards, wood lined, oblong 
shape, 20 x 30 in., $1 per doz.: 24 x 
36 in., $16.65 per doz.; ; 26 x 32 in., $16 
per doz. 

Crystal boards, poner lined, ee 
shape, 24 in., $6.65 p r doz.; 26 in 
$7.25 per doz.; 28 in “$8. 10 per doz. : : 
30 in., $9.65 per doz. 

Crystal stove boards, paper lined, 
oblong shape, 18 x 30 in., $7.90 per 
doz.; 20 x 30 in., $8.30 per doz.; 24 x 
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36 in., $10 per doz.; 26 x 30 in., $10.50 
per doz.; 28 x 80 in., $10.75 per doz. 


TWIST DRILLS.—Prices have been 
advanced 10 per cent on some sizes of 
carbon twist drills and reductions of 
5 to 10 per cent have been made on 
some sizes of high speed twist drills. 
Discounts on the latter are represented 
by a wide range. Cleveland jobbers 
quote carbon twist drills at 60 per 
cent off list. 


WIRE CLOTH AND POULTRY NET- 
TING.—New prices are out for next 
spring delivery and jobbers have al- 
ready taken some orders. The reduc- 
tion from this year’s prices is 5 per 
cent on poultry netting and 15 cents 
per 100 sq. ft. on wire cloth. 


Cleveland jobbers quote: 

Wire cloth, 12 mesh, black, $1.95 
per 100 sq. ft.; 12 mesh, galvanized, 
$2.50 per 100 sq. ft.; 14 mesh, $2.90 
per 100 sq. ft.; poultry netting 50 
per cent off list. 


WINDOW GLASS.—The fall demand 
has become heavy. Prices are firm and 
unchanged. 


Jobbers quote f.o.b. Cleveland: 

Window glass, all brackets, single 
A and B, &5 per cent off list; same 
double, 86 per cent off list. 

Single AA paper wrapped, 85 per 
cent off list; double AA paper 
wrapped, 85 per cent off list; lights, 
rome paper wrapped, 85 per cent off 
ist 

Putty, pure, in 12%-lb. lots, $6.75 
per cwt.; in 20-lb. kegs, $6 per pacha 
in 100-Ib. lots, $5.50 per cwt. om- 
mercial grade, in 12%-lb. lots, Ss 75 
per cwt., in 25-lb. lots, $4.25 per cwt.; 
in 100-lb.; lots, $3.75 per cwt. Glaziers’ 
points range from 20c. to 22c. per Ib. 


WRENCHES.—The market is moder- 
ately active with prices unchanged. 


Jobbers quote f.o.b. Cleveland: 
Trimo takes discount of 65 and 10 
per cent. Coes takes discount of 40 
and 10 per cent. 
Snap-On wrenches f.o.b. Pitts- 
burgh, . > 50, radio and electrical 
set, $4; No. 101, master service set, 
= 25; ‘No. 202 heavy duty set, $8.80; 
303. Ford master service set, 
$14. 85; No. 404, flexible socket set, 
8.75; No. 505B, screw driver blades, 
3.40: No. 900 set, square socket, 
$3.70. All Snap-On wrenches less 40 
per cent f.o.b. Pittsburgh. 





New Marion Shears and 
Hooks 


The Marion Tool Works, Inc., manu- 
facturer of Crecoite steel tools, Marion, 
Ind., has recently placed on the market 
a new line of shears and hooks under 
the name “Marion Tools.” 

In producing this new line the com- 
pany has concentrated on sizes, styles 
and finishes that it believes will be best 
sellers in order that it can give the 
buyer the benefit of volume production. 
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There are six styles of grass shears, 
with both bent blades and trowel 
shanks, all forged from special shear 
steel, correctly tempered and sharpened. 


The line includes also three styles of 
sheep shears forged from special analy- 
sis steel of high quality. The mule or 
horse shears are in three styles, and 
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are also made of special analysis steel. 
These are made with bent blades, 
curved blades and trowel shanks in the 
different styles. 

There are three different styles of 
grass hooks forged from round tool 
steel, one having a black fire forged 
finish, one a bronze finish with polished 
bevel and another with full polished 
face and bevel and trowel shank. The 
last two numbers have the blade ex- 
tending through the handle with a 
riveted stem. 

In the hedge shears there are four 
different sizes, 6 in., 7 in., 8 in. and 
9 in. in different finishes and different 
grades of handles. The 6 in. size is 
generally known as the ladies’ pattern. 


The 9 in. size has polished blades and 
tangs with hand rubbed handles and 
the knife edge notched for cutting 
heavy growth. 


Daynite Furniture 
Taken Over 


The Suvess Furniture Corp., Kirk- 
wood, St. Louis, Mo., has taken over 
the Daynite Furniture Mfg. Co. The 
company manufactures rolling step 
ladders, making 15 models. Officers 
are E. D. Hoffman, president; W. F. 
Linke, vice-president, and F. D. Brock- 
man, secretary-treasurer. 


New England Notes 


A. E. McGowan has purchased the 
business of H. L. DeBlois, Newport, 
R. I., and will continue the hardware 
business under his own name. 


A small hardware and paint store 
has been opened under the firm name 
of Zack & Oginz, 570 Dudley Street, 
Roxbury, Boston. 
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Cooler Weather Stimulates Sales in Chicago— 


Jobbers Look for Active Holiday Demand 


(Chicago office of HARDWARE AGE) 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Rotary barrel sifter, 
$2.67 each. 


AUTOMOBILE ACCESSORIES.— 
Sales continue to hold up well, espe- 
cially on winter supplies. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each: 
regular, 58c. each; Champion X, 45c. 
each; lots of 100, 41¢c. each: Cham- 
pion Blue Box line, 53c. each: A. C. 


Titan, 58c. each; lots of 100, 56e. 
A. C. Special Ford, 44c. each. 
Spot Lights.—Anderson, No. 3280, 


$6.50 each: Stewart, $5.67 each. 

Horns.—E. A. Electric (Ford), $4 
each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Ajax, 
No. 6, 90c each; National Standard. 
No. 21, $1.20 each. 

Pumps.—Rose 144-in. cylinder, $1.55 
each, 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $10.45 each; regular 
cord, $8 each; gray inner tubes, 30 
x 3%. $1.20 each: red inner tubes, 
30 x 3%, $1.50 each. 


AXES.—Demand is increasing as the 
season opens, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BOLTS AND NUTS.—Sales are good 
and no price changes expected. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts. cut 
thread, 50 per cent discount: small 
carriage bolts, rolled thread. 50-10 
per cent discount; machine bolts, cut 
thread, 50-10 per cent discount: 
small machine bolts, rolled thread. 
90-10-5 ner cent discount: all stove 
bolts, 75-5 per cent discount: lag 
screws, 60 per cent discount. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, 
$°.76 per doz. pair: 4 x 4 steel butts, 
old copper and dull brags finish, $4.20 


season has apparently stimulated buying by the 
retailers during the past week. 
a steady increase for seasonable merchandise and jobbers 
are preparing for a good holiday trade which is even now 
beginning in a moderate way. 
Business conditions in general show a satisfactory ex- 
pansion and crop reports continue to show an optimistic 
While building permits decreased slightly during 
the past week, actual building activities continued in full 
swing and were reflected in the heavy demand for mate- 
rials and builders’ hardware. 
were particularly heavy and there is some talk of an ad- 
vance in manufacturers’ prices although one company an- 
nounced a slight decline in tale roofings. 
announced a very substantial decline on various styles of 
hinges which may further stimulate the already very 
good demand. 
New prices on wire cloth and netting have been an- 


ASH SIFTERS.—Moving freely, espe- 


cially although retail sales will not 
start until later. 


Sales maintain 


Roofing and paper sales 


HARDWARE. — Demand 


nounced by the jobbers, showing some declines on all 
OOLER weather and the approach of the holiday items. There are also new prices on flat head bright and 
brass screws, the manufacturers’ raise being immediately 
reflected by the jobbers’ advance. A slight advance was 
likewise marked in linseed oil, both boiled and raw. 

Steel sheets are in especially heavy demand and plant 


schedules are being increased to around 60 per cent. All 


Jobbers also 


classes of trade seem to be interested in this demand and 
the jobbing trade is reported to be very active. This is 
undoubtedly due to the fact that the unsettled price con- 
ditions which prevailed for several weeks after the elim- 
ination of Pittsburgh plus was decided upon reduced 
stocks to a minimum. 

Retail sales of automobiles has improved very much 
and, while the demand is not abnormally large, it is so 
much more active than it has been recently that it is 
justifying manufacturers to keep their plants operating 
at a comparatively high level. 


Money is in good supply with fair general borrowing. 


per doz. pair; heavy steel bevel in- 
side sets, case lots, $7 per doz.; 
steel bit-keyed front door sets, $1.90 
per set; wrought brass bit-keyed 
front door sets, $3.25 per set, cylin- 
der front door sets, $7.50 per set. 


CHAIN.—Sales volume remains good 
with no changes in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: *s-in. proof coil chain, 
50c. per 100 lb.; Tenso, Bull Dog and 
Brown coil chains, 50-10 per cent dis- 
count; No. 00-4% electric welded cow 
ties, $2.75 per doz. 


CLIPPERS, HORSE AND SHEEP.— 


Prices show a slight readjustment. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. 1 clip- 
ping machine, $14 list; one-man 
power shearing machine, $25 list; top 
plates No. 90 and No. 360, $1.50 each 
list; bottom plates, No. 99 and No. 
361, $2 list. Dealers’ discount, 33% 
per cent. Stewart electric clipping 
machine, No. 85, pedestal type, $85 
list; shearing machine, $90 list, f.o.b. 
factory Chicago, with 25 per cent dis- 
count to dealers. ; 


COPPER RIVETS AND BURRS.—De- 
mand strong with no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-10 per cent discount. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Prices remain unchanged. Sales 
are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.; Cor- 
rugated conductor pipe, 3-in., $4.85 
per 100 ft.; Plain ridge roll, 1%-in., 
$3.80 per 100 ft.; Corrugated con- 
ductor elbows, 3-in., $1.36 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—No changes in prices. 
Radio season in full swing now, start- 
ing months ahead of any previous year. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: 

Electrical Merchandise. — No. 14 
rubber covered wire, $7.25 per 1000 
ft.: in 1000-ft. lots, $7; No. 18 lamp 
cord, $14.50 per 100 ft.: in 1000-ft. 
lots, $13.75: %-in. brush brass key 
sockets, 20c each; two-way plugs, 
60c. each; in lots of 10, 52c. each; 
one-piece attachment plugs, 13sec. 
each; two-piece attachment plugs, 
12c. each: dry cells, boxes of 50, 
30%c. each: less than case lots, 34c. 
each. ; 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, $2.62 
each. 


Collections are reported as being satisfactory. 


FIELD FENCE.—Demand is_ very 
good. Prices unchanged since recent 
readjustment. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%4-$29.02 per 
100 rods; 1948-5-14144-$44.08 per 100 


rods. 
FILES.—Demand _ continues good. 
Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Nicholson files, 60-10 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED WARE.—Stimulator 
prices being offered by jobbers on some 
items as leaders, but manufacturers’ 
prices hold firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago®t Competition galvan- 
ized after made water pails, not 
made of galvanized sheets with seams 
cemented, 8-qt., $1.95 doz.; 10-qt., 
$2.20 doz.; 12-qt., $2.40 doz.; 14-qt., 
$2.75 doz.; galvanized wash tubs No. 
1, $6.35 doz.: No. 2, $7.15 doz.; No. 
3, $8.35 doz.; 1-bu. galvanized bas- 
kets, $6.50 doz.; 1%-bu., $8.25 doz.; 
5-gal. galvanized oil cans, galvanized 
breast, $7.25 doz.; perpendicular cor- 
rugated light galvanized ash cans 
with cover, No. 55, $15 per doz.; No. 
56, $17.50 doz.; Mia) , $20 per 
doz. Heavy galvanized after made 
No. 171, $32.40; No. 191, $37.25; No. 
201, $44.75. 


GARDEN HOSE AND LAWN 
SPRINKLERS.—Orders are expected 
in larger volume during the next three 
or four weeks. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 10%c. 
per ft., %-in., 13c. per ft., 3-ply, 
good quality, wrapped, %-in., 1c. 
per ft.; %-in., 12c. per ft.; 4-ply, 
good quality, wrapped, %-in., 12c. 
per ft.; %-in., 14c. per ft.; 5-ply, 
good quality, wrapped, ™%-in., 9c. per 
ft.; %-in., lle. per ft. Lawn sprin- 
klers, Rain King, $28 doz.; original 
fountain sprinkler, $8 doz.; Rainbow, 
38-in. high, $24 doz. 


GLASS AND PUTTY. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 88 per cent discount; 
single strength A, 34 to 40-in., bracket, 
86 per cent discount; single strength 
A, all other brackets, 85 per cent dis- 
count: double strength A. all sizes, 
86 per cent discount. Putty—pure 
grades, $3.75 per 100 Ib.; commercial, 
$3.40 per 100 Ib. 
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HATCHETS.—Sales_ are 
good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first qual- 
ity hatchets, No. 2 broad, $14.45 doz.; 
medium quality hatchets, No. 
shingling, $7.25 doz.; medium quality 
hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—The demand 
continues good. No recent price 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-oz. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-0z. machinist hammers, $7.85 
doz.; medium quality, 16-oz. nail 
hammers, $6 doz. 


HAN DLES, TOOL.—Sales are continu- 
ing in good volume. Prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe _ Handles.—No. 1 hickory, $4 
doz. ; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HINGES.—Jobbers announce some sub- 


stantial price declines with demand 
still fairly good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6-in., $1.60; 8-in., $2.70; 10-in., $4.30 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66; 
6-in., $2.08; 8-in., $3.56; 10-in., $5.10 
per doz. pairs. 


ICE SKATES.—Dealers are placing 
orders now for holiday trade. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp—Rocker, 
Men’s and Boys’, bright finish, 75c. 
pair; Half Key Clamp—Rocker, 
W omen’s and Girls’, bright finish, $1 
pair; Key Clamp—Hockey, Men’s and 
Boys’, $1.20 pair; Half Key Clamp— 
Hockey, Girls’, $1.40 pair. 


LANTERNS.—Current 
mains satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz.: 
with large fount, $14.25 doz.; Little 
Wizard, $8.50 doz.; Blizzard, $13 doz. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—Conditions indicate that 


there will be a good demand this 
season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. 25, 
4-qt., $7.28 each; No. 31, 6-qt., $7.89 
each; No. 25, 8-qt., $8.67 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—Future orders are slow. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearings, 
5-knife, 1l-in. wheels, $12.35 each: 
16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in. ball bearing, 4-knife, 
9-in. wheels, $8.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 

Grass Catchers.—Galvanized bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21l-in. mowers, full 
packages, $9.60 doz.; plain bottom 
canvas, for 18 to 21-in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


NAILS.—There has been no further 
price readjustment. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.40 per keg base. The extra for 
galvanized nai's is now $2.25 for 1-in. 
— longer; $2.50 for shorter than 
-iIn. 


reasonably 
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OIL STOVES.—Prices remain un- 
changed with future orders showing 
only fair volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list: new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list: 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. : 


PAINTS AND OILS.—Both raw and 
boiled linseed oil show a raise in price 
while other items remain firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 
— per gal.; 5-barrel lots, $1.13 per 
gal. 

Linseed Oil.—Boiled, barrel lots, 
$1.25 per gal.; 5-barrel lots, $1.15 
per gal. 
tp eeeiiaenees lots, $1.02 per 
gal. 
Denatured 
55ec. per gal. 

White Lead.—100-lb. kegs, $14.75; 
50-lb. kegs, $7.65; 25-lb. kegs, $3.90; 
12%-lb. kegs, $2. 

Maid Paste.—Barrel lots, 6c. per 


Shellac.—(4-lb. goods), white, $3.50 
per gal.; orange, $3.25 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE.—Sales are reasonably 
good. Prices remain the same. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates.—No. 202. $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.: 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

ROASTERS.—The approach of Thanks- 
giving is causing a good demand. 

We quote from _ jobbers’ 
f.o.b. Chicago: 

No. 75 blued, $10.75 per doz.; No. 
200, blued, $14.40 per doz.; No. 11, 
blue enameled, $20.75 per  doz.; 
41, blue enameled, $25.50 per doz.; 
No. 13, magnolia enameled, $28.35 
per doz.; No. 43, magnolia enameled, 
$36.75 per doz. 


ROLLER SKATES.—Future orders for 
spring delivery are now being placed. 
There is also a nice volume for Christ- 
mas trade. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Roller skates for 
boys, $1.40 per pr.; for girls, $1.50 
per pr. 

ROOFING AND PAPER.—Sales are 
very active. Though some makers are 
out with slightly advanced prices, we 
quote a slight reduction issued by a 
leading manufacturer last week on Talc 
Roofings. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.95 per 
square; best grade tale surfaced, 
$2.20 per square; medium tale sur- 
faced, $1.60 per square; light tale 
surfaced, 95c. per square; red rosin 
sheathing, $55 per ton. . 

ROPE.—Prices are firm, including the 
advance quoted on Manila rope last 
week. Demand is normal. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila stand- 
ard brands, 19%c. per l1b.; No. 2 
Manila, 18%c. per Ib.; No. 1 sisal, 14% 
to 16%c. per ib.; No. 2 Sisal, 13% to 
15%c. per Ib. 


SASH CORD.—Sales are good and 


Alcohol.—Barrel lots, 


stocks, 
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prices firm, with some factories talking 
advances because of higher cotton. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.55 per doz. hanks; No. 8, $12.10 
per doz. hanks. 


SASH PULLEYS.—Sales continue fair 
and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—Manufacturers advance flat 
head bright screws about 25 per cent 
and brass about 2% per cent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
sciews, 78-10 per cent new list; 
round head blued, 76-10 per cent list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
new list; japanned, 72-10 per cent 
new list. 


SOLDER AND BABBITT METAL.— 
The demand is holding steady. Prices 
are unchanged from basis reported last 
week. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $34 per 100 lb.; medium, 45-55 
solder, $33 per 100 lb.; tinners’, 40-60 
solder, $32 per lb.; high speed babbitt 
metal, $20 per 100 Ilb.; standard No. 
4 babbitt metal, $12 per 100 Ib. 


STEEL SHEETS.—Local prices are 
unchanged this week, except slight con- 
cessions for carload inquiries. De- 
mand is unusually good for fall. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.50 per 100 Ib.; 28-gage 
black sheets, $4.50 per 100 Ib. 


STOVE PIPE, COAL HODS, ETC.— 
Volume of orders for immediate ship- 
ment is large. No recent price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe, 
30 gage, 13c.; 28 gage, 15c.; 26 gage, 
1l7c. per joint. Corrugated elbows, 30 
gage, $1.35; 28 gage, $1.50 doz. Gal- 
vanized coal hods, 17-in., $5 doz. 


TRAPS.—Sales are very good with the 
approach of winter. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Triumph No. 0, $1.53 
doz.; No. 1, $1.83 doz.; No. 1%, $2.75 
doz.; No. 2, $3.60 doz.; Triple Clutch, 
115X, $2.75 doz.; No. 215X, $4.88 doz. ; 
Victor No. 0, $1.65 doz.; No. 1, $2 
doz.; No. 1%, $3.05 doz.; No. 2, $3.97 
doz.; Onedia Jump No. 1, $2.38 doz.; 
No. 1%, $3.48 doz.; No. 2, $5.37 doz. 


WIRE GOODS.—New prices on wire 
cloth and netting are announced. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.05 per 100 lb.; No. 9 galvan- 
ized plain wire, $3.50 per 100 Ib.; 
catch weight spoo? galvanized cattle 
or hog wire, $3.85 per 100 lb.; 80-rod 
spool galvanized hog wire, $3.34 per 
spool. Polished fence staples, $4 per 
100 Ib.: 12-mesh black wire, cloth, 
$1.90 per 100 sq. ft.; 12-mesh gal- 
vanized wire cloth, $2.20 per 100 sq. 
ft.: 14-mesh bronze wire cloth, $6 
per 100 sq. ft.; galvanized poultry 
netting, 55-5 per cent discount, gal- 
vanized after poultry netting, 09-0 
per cent discount. 


WRENCHES.—tThe demand continues 
good and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent discount; Coes’ wrenches, 
40-10 per cent discount; engineers 
wrenches, 25 per cent discount; Still- 
son, 70 per cent discount; Trimo, 
65-10 per cent discount. 

Snap-On Wrenches.—Radio and 
electrical set, $4; No. 101 Master 
Service set, $15,25; No. 202 Heavy 
Duty set, $8.80; No. 303 Ford Master 
Service set, $14.85; No. 404, Universal 
Socket set, $7: No. 505-B Screw 
Driver set, $3.40; No. 900 Square 
Socket set, $3.70. All Snap-On 
Wrenches less 40 per cent discount. 
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Religious Holidays Cut 
Hardware Activities 


in New York 


The Jewish holidays 
hardware activities. 
noticeable this year, due, 


have cut into New York wholesale 
The gap of three holidays has been more 
it is said, to smaller accumulated 
business on the days following the holidays. 


Ordinarily, 


there is a small flurry of pick-up demands which compensate 


for the lost days. 


Most executives in this section were preparing to attend the 
convention this week, and were busy arranging house duties 


to permit their absence. 
changes. 
advances. 


There are no 
Rope, twine and screws are expected to show some 
Nails and garage sets appear firmer. 


important price 


Staple hardware has been active each day, and seasonal 
lines are moving moderately. Futures are running light at 


the present time. 
are very good. 


Saw Sales Fair 


Various types of saws are moving in 
fair quantities. Stocks are _satis- 
factory, and prices unchanged. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Buck saws, 30 in. blade, No. 50, 
80c. each; No. 40, $1.20 each; No. 
45, $1.28 each. 

Saw bucks are being quoted at 54c. 
each. 

Two-man saws, 
Champion tooth, 


plain tooth and 
No. 2, 4% ft., $3 


each; 5 ft., $3.30 each: 5% ft., $3.65, 
and 6 ft., $4 each. 

One-man saws, om tooth and 
Champion tooth, 3 ft., $2.40 each; 
3% ft., $2.80; 4 ft., $3. 20; 4% ft., 
$3.60 each. 

Narrow cross cut, _ sooth -— 
Champion tooth, 4% ft. 


$2; 
$2.20: $2. 45, and 6 ft., 


each 


5% ft., 50 66 


Pail Demand Moderate 


Galvanized pails are selling moder- 
ately at fair prices. Stocks appear 
adequate for the current consumption. 

Jobbers’ peaeeteen to retailers, 


f.o.b. New ork: 
Galvanized pails, 8-qt., 19%c. each; 
., 24%c. each; 


10-qt., 22%c. each; 12-qt 
14-qt., 27%c. each; 16-qt., 33%éc. 
each. 


Bolts and Nuts 
Prices Unchanged 


Bolts and nuts remain unchanged. 
For six weeks the trade has anticipated 
advances, due to the higher replace- 
ment costs, at which the jobber must 
buy for the fourth quarter. While the 
price has not been changed at press 
time, there is no assurance that present 
quotations will stand. Stocks are sat- 
isfactory, and the demand fairly good. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Bolts. — Common carriage bolts, 
small, 50 per cent; large, 40-10 per 
cent. 

Machine bolts, small, 50 to 50-10 


per cent; large, 50 to 50-10 per cent. 
Lag screws, 50 to 50-10 per cent. 
Stove bolts, 75 to 75-10-5 per cent; 


Collections are satisfactory. 








Shipments 


both flat and round head. 
Sink bolts, 75 to 75-10-5 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 33% per cent. 
Screw anchors, 75-10 per cent. 
Lag screw shields, 80 per cent. 
Machine bolt shields, 65 per cent. 
Prices vary in different sections of 
the city. 
Spring cotters, 30 per cent. 


Copper rivets and burrs, 40 per 
cent. 
Round head iron rivets, 60-5 per 


cent; Tinners’ rivets, black and tin, 
60-10 per cent. 
Cap screws, 80-10 per cent. 


Very Strong Demand 
for Radio Batteries 


A strong demand for radio batteries 
continues. It is said that the weather 
has been suitable for radio reception, 
with the result that radio parts, par- 
ticularly batteries and tubes, have been 
moving very steadily. Prices quoted 
are representative. Stocks are fair. 


Jobbers’ quotations to 
.0o.b. New ork: 
er No. 6, dry cells, ignition 
type, 26 29c. each. 

Radio up” batteries, unit package 
quantities, No. 766, $1.30 each: No. 
764, $1.14 each; No. 767, $2.44 ‘each: 
No. 772, $2.44 each; No. 770, $3.09 


each. 
Radio ‘“‘C”’ batteries, No. 771, 39c. 
each. 


retailers, 


Weather Strip Prices Firm 


Weather strip is fairly active, with 
firm prices. Stocks appear adequate. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Weather Strips.—Double edge, 60- 
10 per cent; special, extra quality, 
40-10 per cent; flexible, all rubber, 
60-5 per cent. : 

Wood and tag No. 0, $18; No. 
ma $18; No. 1%. $25.50; No. 2, $29; 

4, $36; No. 7, $43.50, all per 1000 ft. 

NGnextble rubber strip, No. 8, $1.90; 
No. 9, $2.30; + $3.05; No. 11, 
$3.80, all per 100 

Metallic, No. a $2. 15; a? 39, $2.55; 
No. 40, $2. '90, all per 100 f 

Felt, No. 18, $2.15; No. 19, $2.75; 
No. 20, $3.15, all per 100 ft. 

Wirf’s, 500 ft. on reel, 5c. a ft. 
This is a new line. 
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Rope Prices Holding— 
Advances Likely 


Rope and twine prices are holding at 
the present time, but both items are 
expected to advance—possibly before 
this issue is in the mail. At press time 
the hemp and jute raw markets are 
stiff, and there is a feeling that the ris- 
ing cost of material may soon be 
reflected in advances. The shipping 
trade is buying a little better. The 
general tone of the rope and twine 
market is more encouraging. 

Jobbers are advising the trade to 
consider December twine requirements 
now, as it is generally believed there 
will be a severe shortage, during the 
holiday season. 


Jobbers’ quotations 
f.o.b. New York: 

Rope, No. 1 Manila standard 
brands, 2ic. per lb.; No. 2 Manila, 
standard brands, 19¢. per lb.; No. 1 
sisal, standard brands, 16c. per Ib. ; 


to retailers, 


No. 2 sisal, standard brands, 15¢. 
per lb 

Twine, ply wrapping’ twine, 
No. 1, $30. per lb.; No. 2, 2lc. per 
lb.: India hemp twine, No. 16c. 
per lb.; BB twine, No. 60, ‘22160. 
per Ib. 


Prepared Solder Demand 
Reported Good 


Along with other radio equipment, 
prepared solder is showing a good 
active demand. Prices are steady, and 
stocks appear to be in a satisfactory 
condition. Bar solder is moving fair. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Bar solder, 36c. per lb. Strip solder, 
42c. per lb. Kester solder, acid or 
rosin core, 62%4c. per Ib. 


Nails Fairly Active 


We continue to quote a price range 
on wire nails and roofing nails. The 
demand has been fairly active, and 
stocks appear fair. 


Jobbers’ quotations -to retailers, 
f.o.b. New York: 
$3.50 to $3.65 


Nails.—Wire nails, 
base per keg. 
Cut nails, $4 base per keg. 
Wire nails and brads, in small lots, 
70-10 per cent off list, in 1-lb. papers. 
Roofing nails, 1 x 11, plain, $5 to 


$5.15 per 100 lb.; galvanized, $8.05 to 
$8.25 per 100 Ib. 


American felt roofing nails, % x 
10%, plain, $6.50 per case. Galvan- 
ized, $10.25 per keg. 


Garage Hardware Active 


The range of price given on garage 
sets is indicative of the present situa- 
tion in this line. The shading reported 
last week has not been as evident in 
the past few days. Stocks generally 
are moderate. The demand is quite 
active. 


Jobbers’ quotations to 
f.o.b. New York: 

Butts. —3l% x 3% case lots, 24c. per 
pr.; in less than case lots, 2616c. per 
pr. 

Garage Sets.—(Stanley 1776J). Lots 
of 6, $2 75 to $2.85 per set. In lots of 
less than 6, $2.95 per set. 

Garage WHolders.—(1774J). $2. 


retailers, 
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‘Some Interest Shown 
for Stove Goods 


Dealers are showing some interest 
in stove goods. The cooler weather is 
expected to increase trading. Stocks 
appear adequate. Prices are not ex- 
pected to change. 


Jobbers’ quotations to retailers, 

o.b. New York: 

Dampers, 4%-in., 10c. each; 5-in., 
10c. each; 5%-in., lle. each; 6-in., 
12c. each; 7-in., 18c. each. 

Stove pipe elbows, 4¥%-in., ldec. 
each; 6- -in., 14c. each; 5%-in., 16%4c. 
each; 6-in., 18c, each. 

Stove lifters, l-in., 6c. each; 2-in., 
716c. each. 

Stove pipe collars, 4-in., 3c. each; 
4%-in., 4c. each; 5-in., 415c. each; 
544-in., 5c. each; 6- -in., 54c. each. 

Stove boards, 24 x 24, $7. 90 per 
doz.; 26 x 26, $8.55 per doz.: 28 x 28, 
$9. 60 per doz.; 30 x 30, $11. 40 per doz.; 
32 x 32, $13. 45 per doz.; ; 35 x 35, $16. 75 
per doz.; 30 x vs $15.40 per doz. ; 40 
x 42, $19" 05 per doz. 

Pokers, % x 20 straight, 6%4c. each; 
y%x 20 bent, 64%4c. each; Neverbreak, 
19%4c. each. 

Ash sifters, rotary type, $2.10 each. 

Moore’s handy truck, $2.25 each. 





Skate Stocks Broken 


The demand on roller skates con- 
tinues to be very active. Stocks are 
broken, with prices fairly firm. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Roller skates for boys, $1.42 per 
pr.; for girls, $1.52 per pr. 


Screws May Advance 


Last week a manufacturers’ advance 
was reported showing 10 per cent on 
iron screws and 5 per cent on brass 
screws. This week it appears that this 
advance has not immediately affected 
wholesale prices in New York. It is 
possible that stiffer quotations may be 
made shortly. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Screws, flat head, steel machine 
screws, 70-10 per cent. 

Round head, steel machine screws, 
70-10 per cent. 

Flat head brass machine screws, 
65-10 per cent. 

Round head brass machine screws, 
65-10 per cent. 

Flat head steel wood screws, bright, 
full packages, 75-20-10 per cent to 
75-20-10-5 per cent. 

Galvanized iron, 60-20-10 per cent. 

Flat head brass, 70-20-10 per cent. 

Round head blued, 7214-20-10 per 
cent 

Round head nickel plated, 621%4-20- 
10 per cent. 

Round head brass, 6714-20-10 per 
cent. 

Prices vary in different sections of 
the city. 


Axe Demand Better 
Out of Town 


There is more demand for axes, par- 
ticularly in the out of town districts. 
Stocks appear ample, and prices are 
not expected to change. Double bitted 
axes are moving well. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Long Island axes (Kelly), 2% to 
3 Ib., $19.25 per doz.; Connecticut 
pattern, 2% to 3% Ib., $19. 25 per doz. ; 
3% to 3% Ib., $19.25 per doz.; 3% to 
4 Ib., $19.75 per doz.; 4 to 5 ib., $20.40 
per doz. Columbian pattern, "3% to 
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4% Ib., $20.40 per doz.; 4 to 5 Ib., $21 
per doz.; 4% to 5% ‘Ib. $21.65 per 
doz.; 5% ib., $22.25 per doz. Champion 
pattern, 3 ‘to 4 Ib., $16.25 per doz.; 
3% to 4% Ib., $16.55 vn doz.; 4 to 
Ib., $17.65 per doz.: to 5% Ib., 
18, 25 per doz.; 5% Ib., $00. 40 per doz. 
New England. pattern (Plumb), 2% 
to 3% Ib., $19.60 per doz.; to 
lb., $20. 05. per doz.; 4 Ib., "$20. 7 per 
doz. ; ; Jersey pattern, 5k, to 
$19.60 per doz.; 3% to 4% Ib., %$00, 05 
per doz.; 4 to 5 lb., $21 per doz. 


Very Light Demand for 
Snow Goods 


The demand for snow shovels and 
pushers is very-light, but dealers are 
making inquiries for these items. It 
is believed that the trade will con- 
sider their requirements some time this 
month. 

Jobbers’ quotations to retailers, 

f.o.b. New York: 

Snow shovels, long handle steel, 


$4.50 per doz.; D handle, $5 per doz.;: 
Ames, $9.35 per doz.; boys’ snow 


shovels, $2.28 per doz.; galvanized, 
$12.65 per doz. 
Snow pushers, 18-in., $11.40 per 


doz.; snow pushers, large type, 31 
x 12-in. blade, $2.75 each; 24-in., $16 
per doz. 

Snow pushers, curved steel blade, 
12 x 18 in., $11.40 per doz.; 12 x 24 in., 
$16 to $19.20 per doz. 

Snow pushers, asphalt type, heavy 
steel blade, 31 x 12 in., 5-ft. handle, 
$2.75 to $3.15 each. 


Roofing Paper Stocks 
Reported Fair 


Roofing paper is quite active at 
steady prices. Stocks are fair, and 
shipments are apparently good. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Roofing paper, No. 1, $1.15 per roll; 
No. 2, $1.40 per roll, and No. 3, $1.65 
per roll. 

Tar felt, $1.89 per roll; Slaters’ felt, 
$1 per roll. 

Sheathing paper, 20-lb. rolls, 6lec. 
per roll; 25-lb. rolls, 77c. per roll. 





Dealers Making Inquiries 
for Sidewalk Cleaners 


There has been no important demand 
for sidewalk cleaners, though dealers 
have placed a few orders and are mak- 
ing inquiries. Prices are not expected 
to change. Stocks are satisfactory. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: a 

Sidewalk cleaners, No. 24, $4 per 
doz.; No. 26, $5.95 per doz.; No. 27, 
$8 per doz.; No. 28, $9.50 per doz. 





Sled Sales Light 


Dealers’ orders for sleds continue to 
run light. Jobbers say that if sled re- 
quirements are not considered now 
there will be a shortage the first time 
there is a real snowstorm. Jobbers’ 
stocks are light, due to the influence 
of the small orders they are receiving. 


Jobbers’ quotations to retailers, 
f.o.b. New Yor 

Flexible irom, No. 1, $2.67 each; 
No. 2, $3.33 each; No. 3, $4.17 each; 
No. 4, $4.67 each: No. 5, $6.17 each; 
Junior racer, $3.67 each; racer, $4.50 
each. 

Fire Fly, No. 9, $1.42 each; No. 10, 
tf, each; No. 11, $2.14 each; No. 12, 
2.34 each; racer, $2.51 each. 

Sled backs, 75c. each. 
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Cloth Window Ventilators 
Receive Attention 


Dealers are showing fair interest for 
cloth window ventilators. Prices are 
not expected to change, and stocks are 
fair. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Cloth window ventilators, No. 923, 
$3.75; No. 937, $4.25; No. 947, $5.65; 
No 959, $6. 25: No. 1537, $5.65; No. 
1549, $7. 20, all per doz. 


Stormtight Prices Steady 


The demand for Stormtight is active. 
Prices are steady and stocks appear ad- 
equate. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Liquid Stormtight, 5-gal. cans, 
black, $1.90 per gal.; maroon, $2.40 
per gal.: red and green, $3.40 per 
gal.; 1- gal. can, black, $2 per gal.; 
maroon, $2.50; red and black, $3.50. 

Plastic Stormtight, 5-lb. cans, 
black, 22c. per lb.; maroon, 27c. per 
lb. ; red and green, 37c. per Ib.; 1-Ib. 
cans, black, 25c. per Ib.; maroon, 
30c. per can; red and green, 40c. per 
can. Discount 3314 per cent off list. 


Sheets Moving Better— 
Shipments Prompt 


Galvanized sheets are moving better, 
with mill shipments very prompt. 
Prices are steady. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Galvanized sheets, No. 28 gage, 
in _ -lb. bundles, quoted at $5.60 in 
stoc 


Scoops Attract Interest 


Scoops are attracting interest at this 
time. Prices are unchanged and stocks 
are satisfactory. 


In bundle lots these prices take a 
discount of 5 per cent. Bundles con- 
tain 6 scoops. ; 

Jobbers’ quotations to retailers, 
f.o.b. New York 

Ames Polished Scoops. — No. 3, 
$19.50 per ¥ No. 4, $20.05 per doz.; 
No. 5, $20.7 per doz.: No. 6, $21.35 
per doz. 

Sanderson — Scoops.—No. 3, 
$17. 70 per doz.; No. 4, $18.35 per doz.; 
No. 5, $19 per "doz.; No. 6, $19.70 per 
doz. 

Scoops, riveted back, polished 
(fourth grade), No. 3, $15. 35 per doz.; 
No. 4, $15.75 per doz.; No. 5, $16.20 
per doz.: No. 6, $16. 70 per doz. 

Scoops, hollow back, black (some- 
times called third grade), No. 3, 
$15.65 per doz.; No. 4, $16.20 per doz.; 
No. 5, $16.70 per doz., and No. 6, 
$17.25 per doz. 


—- .: 


Sash Cord Steady 


Sash cord prices are holding steady. 
The demand is fairly active. Stocks 
are moderate. There is a feeling in 
some quarters that higher prices may 
follow before long. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Sash cord, Phenix brand, No. 7, 
47c. per lb., base; No. 8, 46c. pér Ib., 
base. : 

Sash cord, Etna brand, No. 7, 40c. 
per lb., base; No. 8, 39c. per Ib., base. 

Prices vary in different parts of the 
city, according to quality and brand. 

Sachem No. 8, 43%c. per Ib., base. 
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Improving Business in Northwestern Markets; 


Retail Sales of Fall Merchandise F airly Active 


(Minneapolis office of HARDWARE AGE) 

/ ITH the mounting prices for the various crops, 

many of which have shown advances the past week. 

. due to heavy exportations, the farmers and dealers 

in the Northwest are beginning to feel that prosperity is 

coming back rapidly. The change is noticed to some ex- 

tent in the trade, but in many sections the real selling 

movement has not yet started, either as to the merchan- 

dise or the crops. As to the latter, this is to the good 
fortune of the merchants and farmers alike. 


AXES.—Prices show no changes. Sales 
are beginning to improve to some ex- 
tent, and stocks are in good condition. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 
base weights, $19. 

ASH SIFTERS.—Sales are still quiet, 
with no changes in prices. 
We quote from jobbers’ stocks, 
f.o.b Twin Cities: Square wood ash 
sifters at $2, round metallic at $3, 
and wood barrel at $6 per doz. 


BALE TIES.—Call for bale ties is very 
good, with large stocks on hand. 
Prices have not changed. 

We quote from jobbers’ stocks, 


f.o.b Twin Cities: Single loop bale 

ties at 70-5 per cent from lists. 
BOLTS.—There is a further change in 
the price on bolts. Sales are holding 
up fairly well, and stocks are in good 
condition. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
50-10 per cent machine bolts at 50- 
10-10 per cent, stove bolts at 75 per 
cent and lag screws at 60 per cent 
from standard lists. 

BRADS.—Call for brads is nominal 
with no changes in prices. 

We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
ib. boxes, 70-10 per cent. 

BUILDERS’ HARDWARE.—There is 
no change in the builders’ hardware 
situation, except perhaps one of slight 
improvement, in the matter of sales 
in the rural districts. The cheaper 
lines are still the most in demand. 


CHURNS.—Sales of churns is steady, 
and shows some improvement over a 
year ago. Stocks are well assorted, 
and prices are steady. 
We quote from jobbers’ stocks. 

f.o.b. Twin Cities: Barrel type churns 

40 per cent from standard lists. 
COAL HODS.—Call for coal hods be- 
gins to increase, with the cooler 
weather. Initial dealer stocks have 
been shipped, largely, and jobbing 
stocks are in good condition. Prices 
show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 
coal hods, 17 in., $3.40; 18 in., $3.80; 
japanned funnel, 17 in., $4.30; 18 in., 
$4.70; galvanized open, 17 in., $4.75: 
18 in., $5.25; galvanized funnel, 17 in., 
$5.90; 18 in., $6.35 per doz. net. 


COASTER WAGONS.—Sales of 
coaster wagons is tapering off to a 
great extent, although there is still a 
fair call for them. Stocks are well 
assorted, and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coaster 
wagons No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.02 each; No. 63, 
$7.22 each. Overland coaster wagons, 
50 per cent from factory lists; all 
steel coaster wagons, 50 per cent 
from list. 


DAMPERS.—Furnace repair work is 
taking a good quantity of the larger 
dampers, and first call for heating 
stoves and similar work stimulates the 
sale of stove pipe dampers. Stocks are 
well filled, with no change in prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron wood 
handle 6-in. dampers at $1.40 per doz. 

EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—Sales are fair in this 
line with ample stocks on hand. Prices 
show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5 in., $5 per 100 
ft.: 3 in. 28 gage conductor pipe, 
$5.25 per 100 ft.; 3-in. conductor el- 
bows, $1.55 per doz. net. 

FIELD FENCE.—Call is fair, with in- 
dications of better trade. Stocks are 
well filled, and prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26-in. hog fencing, 
$42.14 per 100 rods. 

FILES.—There is a good demand for 
files from nearly every consuming 
angle. Stocks are well filled and prices 
are steady. | ' 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
files, 50 per cent; second grade of 
files, 60-10 per cent from standard 
lists. 

GALVANIZED WARE.—Sales_ are 
holding up well in galvanized ware. 
Stocks are in good condition, and prices 
are holding steady as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.40; No. 2, $7.15; 
No. 3, $8.40; heavy galvanized tubs, 
No. 1, $12; No. 2, $13.25; No. 3, $14.50; 
standard galvanized pails. 10-qt., 
$2.25: 12-qt., $2.40; 14-qt., $2.75; 16- 
qt. stock pails, $4.50, and 18-qt., $5.25 
per doz. 

GLASS AND PUTTY.—Call for glass 
and putty is showing some increase. 
Repair work is beginning to have some 
effect. Stocks are well filled and prices 
have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent, 
and double strength glass, 85 per cent 
from list. Strictly pure putty 
in 50 Ib. drums, $5.05 cwt., and in 25 
Ib. drums at $5.30 cwt. 


HAMMERS AND HATCHETS.—Sales 
are improving in the tool line. Stocks 


There is a tendency toward better trade in this section. 
Fall business is beginning to show, and fall stocks of 
merchandise are being offered the public in all of the 
stores. Just how much effect the decline in nail and wire 
prices will have on the amount of business done it is hard 
to determine. Lower prices should stimulate building to 
some extent. There is a vast amount of building to be 
done in this section of the country, which has been await- 
ing better financial conditions and perhaps lower prices. 


are well filled, and prices are steady as 


quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
$11.40 per doz.; Plumb HF81, $12; 
Riverside No. 611%, $12; Plumb 
Broad Hatchet No. 2, $17.15; Plumb 
shingling No. 2, $13.15; Plumb claw 
No. 2, $14.40 per doz. 

LANTERNS.—Demand for lanterns is 
growing with the shortening days, and 
retail stocks are being drawn on. 
Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, $7.75 
per doz.; No. 240, $12.75 per doz.; No. 
130, Midget vehicle lanterns, $17 per 
doz. 


MILK CANS.—There is a steady de- 
mend for milk cans in this territory, 
and an improvement in this respect 
from year to year, as dairying is 
adopted. Stocks are well filled, and 
prices show no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5-gal. 
milk cans at $2.60; 8-gal. at $3.10 and 
10-gal. at $3.20 each. 

NAILS.—Since the change announced 
a week ago, there has been no further 
change in the price of nails. It is still 
too soon to see what effect the cheaper 
prices will have on sales. Stocks are 
in fair condition. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.50 per keg, base, and 
cement coated wire nails at $2.90 
per keg, base. 

OIL HEATERS.—Sales are developing 
for oil heaters. Stocks are well filled, 
with prices showing no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned polished 
steel, 3-qt. capacity, No. 12, oil heat- 
ers at $2.66, and nickel polished steel, 
4-qt. capacity, No. 016, at $5.32 each. 

PAINTS.—There has been no change 
in paint prices, and sales in a jobbing 
way are beginning to taper off. Stocks 
are being lowered for the less active 
time of the year. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints, $2.80 per gal.; second grade 
house paints, $2.10 per gal.; best 
white lead, $13.16 per cwt. 

OVEN GLASSWARE.—There is a fair 
demand for goods of this description, 
which will show increase as the holi- 
day season approaches. Stocks are 
well filled, and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 101 casseroles, 
$1.33; No. 197, $1.17; No. 203 pie 
plates, 50c.; No. 210, 67c.; No. 212 
bread pans, 60c.; No. 231 utility pans, 
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67c.; No. 12 tea pots, $1.67; No. 24, 
$2, and No. 36, $2.33 each, net. 
REGISTERS.—Sales are showing up 
fairly well with stocks in good condi- 
tion. Prices have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Cast iron registers 
at 40 per cent from standard lists. 


ROPE.—Rope is selling at a fair rate, 
with stocks well assorted. The heaviest 
sales in the country districts are over 
for the season. Prices show no change. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades ma- 
nila rope at 19%c. per Ib. base, and 
best grades sisal rope at 16%c. per 
lb. base. 
SANDPAPER.—Call for sandpaper is 
normal, shops and factories taking 
average quantities. Painters and de- 
corators are still busy, and school de- 
partments add to the sales. Stocks are 
in good condition, and prices are un- 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1, 
per ream, $5.85; second grade No. 1, 


per ream, $5.25; Garnet paper No. 1, 
per ream, $16.50. 


SASH CORD.—Sales are still showing 

well, with stocks being lowered for the 

last of the year. Prices show no change. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 


8, 86c. per lb.; ordinary grades No. 8, 
45c. per Ib. 


SASH WEIGHTS.—Sales are normal 
for this time of the year, with stocks 
in good condition. Prices have not 
changed. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Sash weights, 
$2.35 per cwt 


SCREWS.—Sales are still very good 
with stocks heavy enough to supply 
the demand. Prices show no changes. 
We quote from jobbers’ ‘stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-15 per cent; round head 
blued screws, 75-5 per cent; flat head 
brass, 70-10 per cent, and round head 
brass, 65-10 per cent. 


SOLDER.—Sales are fairly good, with 


Loud Speaker of Unique 
Design 


The “Professional” Radio Revro- 
ducer, made by Voluma Products, Inc., 
Hempstead, New York, is a radical de- 
parture from usual loud speaker design. 

The new loud speaker incorporates 
on basic patents owned by the Voluma 
company and its principal outstanding 
features include the following: A per- 
manently seated extra large mica dia- 
phram — specially insulated sound 
chamber and a patented non-vibrating 
baffle plate, designed to insure the 
elimination of parasitic noises, mechani- 
cal distortion, and rattling and blasting. 

The loud speaker is equipped with a 
special patented split permanent mag- 
net, of Tungsten solid bar steel. The 
electro-magnet is unusually powerful 
and capable of lifting 8% lbs. dead 
weight, yet also capable of faithfully 
operating the diaphram to faithfully 
reproduce the weakest as well as the 
most powerful signals. The loud 
speaker unit is in permanent positive 
adjustment and is entirely fool proof. 
The horn has a 14-in. bell, is Mahogan- 
ized and built of extra heavy material. 
The “Professional” is not an adapta- 
tion of any phone unit, sound box unit 


HARDWARE AGE 


plenty of stock on hand to take care 
of the trade. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 31%c. per 
and Dutch Boy solder in 100 Ib. lots 
at 35c. per Ib. 
STEEL SHEETS.—There is still a fair 
trade in sheets, repairing taking its 
quota. Stocks are well assorted, with 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets 
at $4.75 base (28 gage) and galva- 
nized steel sheets at $5.85 cwt. base. 


STEEL TRAPS.—Sales are beginning 
to pick up in the traps line in a retail 
way. Stocks are well filled for the 
approaching season, and prices are 
holding steady as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor No. 0 steel 
game traps at $1.10; No. 1, $1.38; No. 
1%, $2.44; No. 2, $3.36; Oneida Jump 
game traps, No. 0, $1.59; No. 1, $1.83; 
No. 1%, $2.81 per doz. net. 

STOVE PIPE AND ELBOWS.—Retail 
call is improving, and jobbers have 
made satisfactory sales so far this fall. 
Stocks are in full condition, and prices 
are holding as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform blued 28- 
gage 6-in. stove pipe, knocked down, 
at $15.40 per hundred; common iron 
corrugated 6-in. elbows at $1.35, and 
adjustable charcoal iron 6-in. elbows 
at $2.05 per doz. 


STOVE SHOVELS.—Sales are still 
light in the retail end, with jobbers 
making initial shipments to the dealers. 
Stocks are in good condition and prices 
unchanged. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Japanned 14%-in. 
stove shovels at 50c.; Jumbo, 21%-in., 
at $1.55, and Jumbo, Jr., 14-in., at 
S5ec. per doz. 


STOVE BOARDS.—Sales are improv- 
ing, retail sales having just started. 
Stocks are well assorted, and prices 
unchanged. 
We quote from _ =jobbers’ _ stock, 
f.o.b. Twin Cities: Crystallized stoves 





or signal device. Heretofore most 
sound amplifying devices or so-called 
loud speakers have employed in one 
form or another, the thin sensitized 





metal diaphram universally used in 
phone receivers. 

The “Professional” Radio Reproducer 
cannot choke up no matter how rapidly 
sound waves may strike it. Sound 
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boards 28 x 28, $16.25; 30 x 3), $18.85, 

and 36 x 36, $26.25 per doz. net. 
WEATHER STRIP.—Call for weather 
strip is just beginning, and stocks are 
shaped accordingly. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt 
weather strips, %-in., $1.85; %-in., 
$1.85, and 1-in., $2.60 per 100 ft. 


WHEELBARROWS.—tThere is little 
call for wheelbarrows except for some 
building projects. Sales to home 
owners are fair. Stocks are well as- 
sorted, and prices are steady. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Wood stave bar- 
rows, fully bolted, $37.50 per doz.: 
Tubular steel, No. 1, $6.59 each: wood 
garden barrows, $6.25 each. 


WIRE.—Sales are fair, with good 
stocks on hand. There has been no 
further changes in prices. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Barbed painted 
hog wire, $3.40 per 80 rod _ spool, 
barbed painted cattle wire $3.20 per 
80 rod spool, barbed galvanized hog 
wire at $3.61 per 80 rod spool, barbed 
galvanized cattle wire at $3.39 per 
80 rod spool; No. 9 plain fence wire 
at $3.50 ewt., and No. 9 galvanized 
fence wire at $3.95 cwt. 


WRENCHES.—Sales are showing very 
well, and stocks are in good condition. 
Shops and garages have been busy the 
past month, and that trade still con- 
tinues. Prices are steady as last 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coes’ wrenches, 40-10 per cent; en- 
gineers’ wrenches, 62% per cent from 
new lists; knife handle wrenches, 
40-10 per cent; Stillson and Trimo 
wrenches, 60 per cent. Snap-on 
wrenches in sets, Master Service No. 
101, $15.25; No. 202, $8.80; No. 404, 
$8.75; No. 505B, $3.40, less 40 per 
cent. 

No. 50 radio and electrical set, $4; 
No. 101 Master Service Set, $15.25. 
No. 202 Heavy Duty Set, $8.80; No 
303 Ford Master Service Set, $14.85: 
No. 404 Flexible Socket Set, $8.75: 
No. 505B Screwdriver Blades, $3.40: 
No. 900 Set square socket, $3.70, less 
40 per cent. 


waves flow from it like water. The 
more rapidly they strike the faster 
they flow away. 


Catalogs Requested 
by New Firm 


The Phipps Hardware Co., Ince., 
Greensboro, N. C., has been formed to 
wholesale and retail hardware, build- 
ing materials, sporting goods and 
housefurnishings. Incorporators are 
W. E. Phipps, Avery Phipps and W. 
G. Phipps, Jr. The store is expected 
to start operation the first of the year. 
An entire four-story building will be 
used. 

W. E. Phipps, president and major- 
ity stock holder, has been manager 
and buyer of the Greensboro Hardware 
Co., Greensboro, N. C., for 27 years. 
He sold his interest in that company 
last summer to his former partner, 
Marshall Stuart. 

The company requests catalogs from 
manufacturers. 


*. 


Effective Sept. 1, the Standard Plate 
Glass Co., 30 Sudbury Street, Boston, 
will handle a full line of paints. 
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Seasonal Lines Selling Well in Pittsburgh— 


Adjustments Follow Elimination of “Plus” 


(Pittsburgh Office of HARDWARE AGE) 
GOOD, steady business is being done in those hard- 
A ware items seasonable to this time of year. Guns, 
loaded shells, sheet steel, metal and tin plate, 
stove pipe and elbows all are moving with a fair degree 
of freedom, but there is no evidence that retailers are 
laying in stocks in excess of reasonable sales expectations. 
Outstanding in the week’s developments as to prices is the 
new schedule on wire cloth. In this line, as with poultry 
netting, manufacturers have gone onto a factory base of 
quoting in substitution for the former method of basing 
sales at Pittsburgh. This change, of course, is explained 
by the abandonment by steel companies of the old custom 
of using Pittsburgh as a sole basing point for prices. 
Pittsburgh jobbers no longer have a freight allowance 
on account of location on black and galvanized cloth, but 
on bronze cloth freight up to 50c. still is allowed. Lower 
prices for baker ovens are noted in a new list just issued 
by a Pittsburgh manufacturer. Small flashlight bulbs 
have been reduced in price. A new list has been issued 
on roofing paper by the Barrett Co., but local jobbers 
have not yet received copies. Jobbing prices on wire 
products have lately been brought into conformity with 
the new mill schedules announced with the setting up 
of other basing points beside Pittsburgh district mills. 
Collections are only fair in this district, explanation for 
which is possibly found in the fact that there are so many 
coal mining company stores which are supplied from 
Pittsburgh. These stores have pretty large stocks and, 
while the coal business is undeniably better than it was a 
short time ago, coal prices are so low that not the usual 
amount of money is flowing into the mining district. So 
fear is expressed that the liquidation of stocks by these 
stores will result in cut prices and be somewhat disturb- 
ing to the general price situation. 
The steel industry in this part of the country is still 
trying to find its moorings in the new situation created 


by the abandonment of the Pittsburgh plus method, of 
quoting. Evidence is not lacking that the change is pro- 
ducing considerable localization of business, since the 
report from Chicago is that mills in that district are filling 
up quite steadily, an experience that has not been that of 
mills in this and nearby districts. Since Chicago district 
buyers would have to pay extra freight from outside 
points, they now are disposed to get as much protection 
as possible from the nearby mills. High freight rates 
from Pittsburgh west are brought into bold relief by 
comparison with those enjoyed by Chicago district mills 
and a drive for a revision of rates from this district that 
would place them upon a more equitable basis with those 
from Chicago mills is an early possibility. Chicago dis- 
trict mills have a commodity rate classification as far as 
the Mississippi River and illustrative of the advantage it 
may be said that on most products from the Chicago dis- 
trict there is a rate of 17%c. per 100 lb. to St. Louis, a 
distance of 284 miles, while it costs Pittsburgh mills 19c. 
per 100 lb. to go to Cleveland, a distance of 150 miles. 

The transition from an f.o.b. Pittsburgh to an f.o.b. 
mill base, however, is progressing steadily and the change 
may now be said to be well accomplished on wire products, 
pipe, cold-finished steel bars and cold-rolled strips and 
to a large extent on sheets. The new order of things is 
not yet in smooth operation, but there are many prob- 
lems attendant upon all changes of even less radical char- 
acter than this one and it probably will be some time 
before functioning will be as easy as under the old 
method of quoting. Steel prices show little change, but 
between political uncertainty and the fact that buyers 
have no fears about getting supplies as and when they 
need them, the demand does not show real snap and 
anxiety for business on the part of producers is keen 
enough to keep the market in favor of buyers. September 
saw a good gain in pig iron production and based on the 
capacity of the furnaces in blast on Oct. 1. 








AUTOMOBILE ACCESSORIES.— 
Some demand is noted for tires, but 
generally business is quiet, as it usually 
is at this time of the year. Strength 
of alcohol is one of the features of the 
market; large lot prices have advanced 
a couple of cents a gallon more and 
while the price range on small lots 
remains at 56 cents to 59 cents per 
gal. here, an advance is very likely in 
the near future. 


BOLTS, NUTS AND RIVETS.— 
Makers are holding firmly to the ad- 
vance named early last month on new 
business, but these prices as yet are 
applying only on a small part of cur- 
rent business. Buyers were able to get 
in pretty large orders prior to the 
advance and just before the first of this 
month specified against all unshipped 
orders. The benefit of the low priced 
purchases is being passed along in part 
to the small buyers. 


We quote out of jobbers stocks as 
follows: 

Machine bolts, small rolled threads, 
60 per cent off list; all sizes cut. 


threads, 50 and 10 per cent off list; 
carriage bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; nuts, 
hot-pressed blank or tapped, 3.50c. to 
4c. off list; c.p.c. and t. blank or 
tapped, 3.50c. off list: rivets, small 
wagon and tinners, 60 and 10 per cent 
off list. 

BULBS.—Miniature flashlight bulbs 

formerly priced at 15 cents each, have 


been reduced to 12 cents. 


OVENS.—Follansbee Bros. Co., Pitts- 
burgh, has issued a new price list on 
baker ovens showing lower prices in 
keeping with the decline in raw mate- 
rials. In the new list, No. 26 is priced 
at $3.90 each, No. 35 at $2.15, No. 40 
at $2.90 and No. 50 at $1.20. 


PAINTS AND VARNISHES.—Linseed 
oil is 3 cents per gal. lower than a week 


ago. Other items are at last week’s 
levels. No letup is noted in the demand 
for paint. 


Prices to retailers: 

Ready mixed paints, best grades, 
$2.85 per gal.; lower grade, $2.25: 
white lead, 14.75c. per Ib. in 100-Ib. 
lots; 10 per cent less in lots of 500 


lb. or more and an extra 5 per cent 
less for lots of a ton or more; turpen- 
tine. $1.03 per gal. in barrel lots; lin- 
seed oil, $1.09 per gal. in barrel lots. 


WIRE CLOTH.—New schedules just 
issued bring out prices to retailers of 
$2 per 100 sq. ft. for black and painted 
No. 12 mesh cloth and $2.45 for gal- 
vanized of the same mesh. Bronze 
cloth, No. 14 mesh is priced at $6.75 
per 100 ft. and $6.85 in 50 ft. rolls. 


WIRE PRODUCTS.—Fair demand is 
noted for nails, but wire and fence 
still are sluggish. Prices have been 
revised in keeping with the recent 
changes in mill bases. 


Jobbers quote retail trade from 
stocks as follows: 

Wire nails, $3.10 to $3.15 base, per 
keg; galvanized, 2-point cattle wire, 
$3.09 per spool; galvanized, 2-point 
hog wire, $3.30 per spool; galvanized 
4-point cattle wire, $3.30 per spool; 
galvanized, 4-point hog wire, $3.57 
per spool; 2-point special cattle wire, 
$2.33 per spool; No. 9 annealed fence 
wire, $2.85 per 100 Ilb.; No. 9 galvan- 
ized fence wire, $3.30 per 100 Ihb.: 
woven wire fence, 7 bar, 26-in., No. 11 
gage, $27,12 per 100 rods; same size, 
all No. 9 gage, $36.14. 








Next week: Another of Frank Mappes’ valuable articles! Watch for it! 
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Three Important Trade Announcements 


keep the retail and jobbing trades 

fully acquainted with all the con- 
sumer sales promotion work directed 
from this office. There has been so 
much progress made of late that we 
feel this announcement will be of con- 
siderable interest to the trade. 

The work being done has as its 
main interest better business for all 
builders’ hardware. Naturally there 
is an indirect benefit on all other hard- 
ware sales. 


I T IS the desire of this company to 


The Starting Point 


The most costly item in the pro- 
gram is that of maintaining contact 
with millions of consumers through 
extensive national advertising. This 
has been done over a number of years, 
with the result that a considerable 
number of consumers look upon Mc- 
Kinney as an old acquaintance. 


Having reached this point a year or 
so ago, McKinney turned its attention 
to capitalizing this prestige for the 
benefit of the hardware business—re- 
tailer, jobber and manufacturer. 

McKinney counselled with hundreds 
of retailers in determining what was 
the most outstanding difficulty in a 
builders’ hardware sale. Briefly, the 
great majority stated that home build- 
ers shop for hardware so late in the 
process of building that their depleted 
pocket books prevent them from buy- 
ing as good hardware as they actually 
desire. 


With this fact established, McKin- 
ney planned its advertising to correct 
the evil. Any reader not acquainted 
with the specific way McKinney is 
working to this point can either refer 
to The Saturday Evening Post, Sep- 
tember 13th and October 25th issues, 
or write to the address below for ad- 
vance proofs. 

McKinney announces a continuance 
of this good work and offers to advise 
individual companies as to the best 
ways of securing the greatest benefits 
locally. 

For further information concerning 
the above, address 


J. P. MCKINNEY, 
Vice-President, 
In charge of sales, 


By McKINNEY 


About Consumer Inquiries 


The reader has probably noticed 
that McKinney’s recent consumer ad- 
vertising invites inquiries. This phase 
of the advertising was only added 
after considerable time and thought 
were expended in the creation of 
something that would be of practical 
value to the consumer in his home 
building. 

Not only was the idea found but it 
is now in nation-wide use. Further, 
this added service can be tied in with 
your store so well that it is our «inten- 
tion to give you the complete picture 
here. 


When an inquiry is received, a set 
of McKinney Forethought Plans are 
sent immediately, together with a let- 
ter which not only urges an early se- 
lection of hardware but also recom- 
mends to the prospect the retailers in 
the vicinity who handle McKinney 
products. 


The Plans 


The very fruitful part of the work 
is the actual plans which solve a here- 
tofore vexing problem of the home 
builder. They give plan views of all 
the standard pieces of furniture 
scaled down to fit exactly all house 
plans. Suggestive instructions are 
given showing just how they can be 
used. They are printed on stock which 
is readily cut, but which maintains 
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its shape. So, after the various 
pieces of furniture are cut out, the 
home builder can move them about 
until he has arrived at the best pos- 
sible arrangement. This affords the 
opportunity to eliminate possible 
errors in the placement of base plugs, 
location of fixtures and swing of doors. 


There is no string tied to this help- 
ful service. And because of that, a 
powerful good will is piling up for 
McKinney Hinges. 

In line with this work, McKinney 
wishes to announce its earnest desire 
to have the readers of this magazine 
receive the fullest benefits of this 
carefully laid plan, locally. 

For samples of the plans and a dis- 
cussion of the best way to turn the 
tide of this business into your store, 
write 

J. W. FARR, 
Advertising Manager, 
McKinney Manufacturing Co., 
Pittsburgh. 


The Print Order for Fourrnoucnts Is 
Being Increased 


FouRTHOUGHTS, which is a private 
publication, is now being received by 
a limited number of representative 
hardware men over the country. It 
is a very informal sort of a document 
and is only meant for hardware men, 
as you readily appreciate if you have 
seen a copy. 

The expenses of the publication, 
which are not great, are entirely de- 
frayed by McKinney Manufacturing 
Company. The original intention 
and, in fact, the present intention 
is to keep the circulation quite 
restricted. ‘This is done mainly to 
allow a great deal of freedom and 
familiarity in its columns. 

However, there have been so 
many requests for FourR- 
THOUGHTS from men who we 
know would enjoy it that Mc- 
Kinney wishes to announce that 
the print order is being in- 
creased next month. 

If you would like to be in- 
cluded in this group and re- 
ceive FOURTHOUGHTS regularly 
write promptly to 

Editor of FOURTHOUGHTs, 








MCKINNEY MANUFACTURING COMPANY 
~ PENNSYLVANIA 


PITTSBURGH 
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Shelf Hardware Active in New England— 


Retail Sales Continue to Improve 


(Boston office 


ness is good, but slightly smaller than it was a year 


ago. 


many New England towns and cities. 


outlook. 


APPLE PARERS.—There is a con- 
sisent, yet not excessive, demand for 
apple parers. Most of the buying is by 
retail dealers located in Maine, New 


Hampshire, Vermont and_ western 
Massachusetts. 

We quote from Boston jobbers’ 
stocks: 


$9 per 
Goodell 


Apple Parers.—Little Star, 
doz. net: Rocking table, $12; 
turntable, No. 98, $12. 

AXES.—Axes continue to move out of 
stock on orders placed with jobbers 
some months back. Belated buying, 
however, is showing up mighty wel! 
with new business for the month some- 
what ahead of October, 1923. 





We quote from Boston jobbers’ 
stocks: 

Axes.—Single bit, $14.50 per doz. 
base; double bit, $19.50. With han- 


single bit, $18.75 per doz. 


CARTS AND WAGONS.—Retail deal- 
ers are taking carts and wagons more 
freely than heretofore. A large per- 
centage of the business booked the past 
week was for shipment next month 
or later for the holiday trade. In fact, 
the retail trade is evincing more inter- 
est in all kinds of toys than heretofore. 


dles, 


We quote from Boston jobbers’ 
stocks: 

Kiddie Kars.—No. 101, $1.50 each 
net: No. 102, $2: No. 103, $2.50; No. 
104, $3: No. 105, 3.34 

Pedal Kars.—No. 154, $4 each net: 
No. 155, $4.67. 

Kiddie Karts.—No. 301, $2.33 net 
each: No. 302, $3: No. 303, $3.64 
No. 304, $4.34: No. 305, $5.67. 

Kiddie Koasters. —Rubber tire, No. 
705, $9 each net: No. 706, $10. 

Red Racer.— Wagon, No. 636, $5 


each net; in lots of six, $4.80. 


CHRISTMAS TREE HOLDERS.—In 
connection with the growing interest 
in holiday merchandise, an awakening 
is noted in the Christmas tree holder 
market, sales so far this month being 
of sizable proportions. 
We 
stocks: 


Christmas Tree Holders.—Standardad 
makes, $6 per doz. net. 


GALVANIZED WARE.—As might be 
anticipated at this season of the year 
there is a normal demand for galvan- 
ized ware. It embraces a wide variety 
of goods, although the average indi- 


quote from Boston jobbers’ 


of HARDWARE 


J ness is here report that the shelf hardware busi- 


The difference between this and last year’s 
showing is remarkably small and highly significant in 
view of the large number of people who have been out 
of employment or working on greatly reduced schedules in 
The showing by the 
shelf hardware trade is nothing short of remarkable. 
In other branches of the hardware trade, notably the mill 
supply and heavy hardware, there is little fault finding 
with business conditions from the jobbers. 
growing progressively more active and indications are 
they will wind up the year with a profit. 

People here appear less concerned over the political 
New England as a great manufacturing center 


AGE) 


faster. 


hardware. 
lots and often. 


They are 


is pinning great hopes on the Dawes plan working won- 
ders with economic conditions in Europe. 
exports will show a steady expansion from now on. 
confidence is spreading throughout this section of the land, 
as is attested by the general improvement in business. 
Industrially, however, we are not out of the woods, which 
explains why the recovery in general business is not 


It is felt .our 
Such 


A majority of the New England retailers are doing a 
very good business, all things considered. But a great 
deal of conservatism is exercised in making purchases of 
There is a strong tendency to order in small 
This business method is placing an added 


burden on the jobber, but the latter has become reconciled, 


vidual order discloses considerable con- 
servatism on the part of buyers. In 
other words, there is the tendency to 
let the jobber rather than the retail 
dealer carry the burden. 


We quote from 
stocks: 

Coal Hods,—15-in., $3.64 a doz. 
16-in., $5.12; 17-in., $5.50; 18-in., 

Ash Cans. — National Enameling 
and Stamping line, No. 190, $4.20 
each net; No. 171, $3.50; No. 181, 
$3.88. Other makes, No. 1700, $28 a 
doz. net; No. 1800, $31. 

Pails.—8-qt., $3. 25 per doz. net; 10- 
qt., $2.54; 12-at., $2.78; 14-qt., $3. 12; 
40-lb. to the doz., $5.62; round ‘bottom 
fire pails, $4.20: 50-Ib. to the doz., 
$6.20. 


200, $14 per doz., 
No. 4, 


Boston jobbers’ 


net; 


Tubs.—No. 
No. 300, $15. 
Garbage Cans.—Dover line, 
$1; No. 2, $1.40; No. 1, $1.68. 
Watering Pots. — 4-qt., 
doz., net; 6-qt., $7; 8-qt., $8; 
$9.40; 12-qt., $10.80, and 15-qt., 


GARDEN TOOLS.—Manufacturers of 
lawn rakes are out with new lists for 
next season, which show no change in 
prices. 
We quote from Boston jobbers’ 
stocks: 
Hoes.—Shank, 7%%-in., $8.70 a doz. 
7%-in., $9.60; round ’ top 


net; socket, 

onion, $9.90; socket meadow, 9-in., 
5: Rhode Island, shank, 9-in.. 

$10. 05: socket, $10. 

Rakes. —Light steel, 12 teeth, $4.80 

per doz. net; 14 teeth, $5.10; 16 teeth, 

$5.60. Regular garden, 12 teeth, $8; 

14 teeth, $8.55: 16 teeth, $9.35; steel 

gravel, 14 teeth, $10.95: 16 teeth, 


$11.90. 
Edgers.—Turf, $10.80 


per doz. net. 
HAYING TOOLS.—No change is also 
noted in next season’s prices on hay 
and drag rakes. Occasionally jobbers 
are still securing orders for scythes and 
other haying tools from country dealers 
who are still finding a market for such 


net; 


long handle, 


goods. 

We quote from Boston jobbers’ 
stocks: 

Haying Tools.—Hand rakes, wood 
bow, two bows, $6.90 per doz net: 
steel bow, $7.15. Lawn rakes, wood 
bow, three bows, $8.75; steel bow, $9. 
Drag rakes, $17. 


Scythes.—Little Giant, 28 to 32-in. 
30 to 36-in:, 34 to 38-in., 36 to 40-in., 
$16 per doz. net. $16. 50. 
Brush, $16.5 

Snaths. oe $14.50 per doz. net: 
cherry, $16.75; brush, $16. 

Stones. — Round English, 
: Star, $1.35: West 
$1.10. Green Mountain, $9 


Bramble, 


cma red, 
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having met conditions as they exist. 
England over are a little freer. 


Collections New 


er gross; Black Diamond, No. 1, 
$15. 20; Chocolate, No. 1, $1.70 per 
doz.; Carborundate, No. 188, $1.95; 
No. 190, $1.95; No. 191, $2.34; No. 
192, $2.34 


ICE CREEPERS.—The demand for all 
kinds and makes of ice creepers is 
gathering momentum. It is quite evi- 
dent that retail stocks are small. 


We quote from Boston jobbers’ 
stocks: 

Ice Creepers. — Never Slip, 
—_ ladies, 


men’s 
$2.44 per doz. pair net; 
. K., No. 0, $2.35; Kennebec, Nos. 0, 
1 and 2, $3.36; Lumbermen’s, large 
and medium, $3.04: Newark, $3.75; 
Union, with strap, $1. 60; Eagle, $1.38. 
MOPS.—Every day finds orders for 
mops in jobbers’ hands. The retail 
trade is not placing large individual 
orders, but is buying frequently, which 
is a clear indication they are sailing 
close on stocks: 
We quote 
stocks: 
Mops.—O-Cedar line, without han- 
$12 per doz., list; No. 10, 
, $18; dry duster, No. 9, 
$3 per doz. extra. 
Floor, No. 22, $2 each. Hand, No. 
44, $6 per doz. Clothes, No. 51, $4.20 
doz. Discount, 33% per cent. 
Cotton Mops. — Eureka line, 9-lb. 
twine, $4 per doz.; 12-lb. twine, $5.35. 
Yacht mops, 12-0z., $5.75; 1-lb., $6.50. 
POTATO DIGGERS.—Although most 
of the retail trade having a market for 
potato diggers covered their require- 
ments some time back, quite a few of 
them have found it necessary to issue 
repeat orders. Jobbers’ stocks are 
fairly well cleaned up. 


We quote Boston jobbers’ 
stocks: 


Potato Diggers.—Five oval prong, 
goose neck, $11.10 per doz. net; bent 
head, $11. 10: six oval prong goose 
neck, $12.05; bent head, $12.05. 

RIVETS.—Some local jobbers, hereto- 
fore giving extra discounts on copper 
rivets, have come down to 40 per cent 
discount. Small iron rivets are enjoy- 
ing a good demand, and there is some- 
thing doing in structural kinds most of 
the time. 

ROASTERS.—Retail dealers continue 
to stock up on roasters for the holiday 
trade. In addition, there are more or 
less roasters going into public hands 
each day. The buying for both im- 


from Boston jobbers’ 


from 























HARDWARE AGE 


October 16, 1924 





69 








ITS IMPRINT ji 








y OVALITY 


“=. * 
-—. 
-—.. 
——. 
ee 








GSSAN FRANCISCO 


‘ LOS ANGELES 


» 


KANSAS ) 
CITY e SN j 






“eeecnn 


x 


Wy 
ce 
N 






2) 








not far distant. 


R-W 


‘*Slidetite’’ Garage Door 
Hardware. 


can best serve the user. 


Barn Door Hangers. 
House Door Hangers. 


AiR -Way Multifold 
Window Hardware. 


If you are an architect or builder, 
R-W SERVICE can assist you in 


Door Closers and planning more modern window 


ane * installations or in devising a better 
peavey PRSones. means of hanging house, garage, 
Ideal” Elevator Door barn, fire and elevator doors. If 


Hardware. 
rigged you area manufacturer, R-W SER- 


VICE will solve your conveying, 
fire prevention and door hanging 
problems. Or if you are a dealer, 


R-W SERVICE can help you to 


OveR - Way Conveying 
Equipment. 


Automatic Fire Doors 
and Fire Door Hardware. 
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O matter where you live, a Richards-Wilcox branch is 
It is there to provide you with infor- 
mation regarding R-W products and the way in which they 
We wish you would look on this 
ofhce as your offiice—and make free use of the intelligent, 
whole-souled SERVICE which its staff stands ready to give. 


more satisfactorily serve your cus- 
tomers and thus add to your profits 
and prestige. 


We, of the Richards-Wilcox organization, 
are not content to merely make and sell 
quality hardware. We want to help the 
entire nation to make the best use of prod- 
ucts which are recognized as the best of 
their kind. That is why we maintain from 
sea to sea a SERVICE which is yours with- 
out cost or obligation. 












New York Chicago 
Boston Minneapolis 

: Philadelphia Omaha 
= Cleveland Kansas City 
S Cincinnati AURORA, ILLINOIS.U.S.A. Los Angeles 
Indianapolis RICHARDS-WILCOX CANADIAN Co., LTD. — _ 
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mediate and future requirements is of 
substantial proportions. 


We quote from Boston jobbers’ 
stocks: 

Roasters. — Savory, seamless, in 
three dozen lots, blued steel, $14.40 
per doz. net: blue enameled No. Il, 
$20.75, No. 41, $25.50; gray enameled, 
No. 13, $28.25, No. 43, $36.70. 


SANDPAPER.—Jobbers have marked 
up prices on Wetordry sandpaper 10 to 
approximately 18 per cent, following 
the receipt of new lists from the manu- 
facturers. The market for other kinds 
of sandpaper is termed very firm but 
unchanged in price. 


We quote 
stocks: 


Sandpaper. — In less than %-ream 


from Boston jobbers’ 


lots, 35 and 5 per cent discount; 
in lots of “%-ream or more, 40 and 
5 per cent. Emery cloth, 5 and 5 
per cent discount. Wetordry, No. 
6-0, $15.50 per ream; No. 5-0, $16.75; 
No. 4-0, $19; No. 3-0, $21; No. 2-0 
$23, list. Discount 20 per cent. 


SAWS AND BUCKS.—Cooler weather 
following a spell of Indian summer has 
stimulated interest among the retail 
trade in saws and bucks. Most of the 
local jobbers are confident they will 
sell more of such tools this season 
than in 1923, their belief evidently 
being based on sales records to date. 


We quote from Boston jobbers’ 
stocks: 

Bucks.—Rigid, $4.50 per doz. net; 
folding, No. 2, $4.80; folding extra 

68. 

Saws.—Disston line, 18-in., $19. 70 to 
22.25 a doz. net; 20- in. $21. 25 to 
$30.30; 22-in., $23. 45 to $33. 05; 24-in., 
$24.70 to $35.90; 26-in., $26.10 to 
$38.45 American Boy hand saw, 
20-in., $20.70; framed wood, 32-in., 


$13 to $19, 30-in., $10.85. 


SCREWS.—Leading makers of wood 
screws have advanced prices 2% points, 
and jobbers’ lists have been revised ac- 
cordingly. The demand for screws is 
fairly good, say jobbers, who also re- 
port that manufacturers for some time 
have been working on a very narrow 
margin of profit and that the new 
prices are justified. No change has 
been made in local quotations on ma- 
chine screws, which are showing more 
life than heretofore, although the mar- 
ket cannot be called active. 


We quote from Boston jobbers’ 
stocks: 

Wood Screws.—Flat head, bright 
72% per cent discount; flathead, 
blued 72% and 5 per cent discount; 
round head blued, 70 per cent dis- 
count; flat head, brass, 70 per cent 
discount; round head, brass, 67% 
per cent discount; flat head, galvan- 
ized, 57% per cent discount; flat 
head, nickel, 60 per cent discount; 


round head nickel, 
count. 


Machine Screws, 
screws, flat and round, hex., Nos. l, 
2 and 3, 45 per cent discount; No. 4 
and larger, 50 and 10 per cent ‘1 
count: fillister iron, Nos. 2 and 3, 
40 per cent discount; No. 4 and 
larger, 45 per cent discount; flat and 
round head, brass, Nos. 2 and 3, 40 
per cent discount; No. 4 and larger, 
45 per cent discount; fillister brass, 
Nos. 2, 3, 4 and larger, 35 per cent 
discount; coach screws, 45 per cent 
discount; set screws, including head- 
less, 65 and 5 per cent discount; cap 
screws, square and hexagon, 65 and 5 
per cent discount; lag screws, 40 per 
cent discount. 


SHOVELS AND SCOOPS.—As the 
winter months draw near and the home 
owner realizes that a furnace fire is 
a possibility within the near future, 
the movement of shovels and scoops 


60 per cent dis- 
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through wholesale and retail hardware 
hands increases. Snow shovels in some 
instances have been shipped to retail- 
ers, but jobbers say the movement will 
not get into full swing for some days 
yet. 


We quote from Boston jobbers’ 
stocks: 

Snow Shovels.— Wooden, Boys’, 
without tip, No. 66, $2 a doz. net; 
with tip, No. 67, $4; with tip, No. 
67%, $4.80; with single steel tip, No. 
53, $7.60; ‘double tip, No. 69, $8.60; 
malleable tip, No. 68, $9.70; Cre scent, 
No. 48, $10.20; Path Finder, No. 98, 
$10.20. 

Steel Snow Shovels. — Hubbard, 


long handle, $5 a doz., with steel D 
handle, $6, with split wood D handle, 
$6. Massachusetts, long °* handle, 
$8. 75, with malleable D handle, $9; 
new Eclipse, galvanized, $12. 80; 
Menzie spring steel, $12. 


Scoops.—Bay State, 
furnace, No. 4, $13. 75 a doz. net; 
Hubbard, Boss Brand, long handle, 
No. 1500, $6, with D handle, No. 1600, 
$7.25. Massachusetts furnace, both 
long and D handle, $12.50. 

SIEVES.—Considerable improvement 
in the call for all kinds and makes of 
sieves is reported by jobbers here. 
Local jobbing stocks are in fairly good 
condition and no delay has been ex- 
perienced so far in shipments. 


We quote from Boston jobbers’ 
stocks: 


Sieves.—No. 19, $3.68 per doz. net; 
Favorite, $6; Rapid, all wire, gal- 
vanized, without cover, $8.40; Suc- 
cess, without cover, $7.25; 
(two in crate) in crate lots, 
each, in less than crate lots, $2.75; 
square galvanized wire, $5.75 per 
doz. 

SKIIS.—Possibly the bulk of skiis that 
will be sold in New England this winter 
were ordered months ago by the retail 
trade. The past few days, however, 
has brought to light some further buy- 
ing by dealers who are going on the 
theory that it will be better to have 
more of them in stock than too few. 
Such buying, together with the usual 
belated, gives the local skiis market 
quite an active appearance. 

We quote 
stocks: 


Sklis. —Oxford, 5 ft., $2.47 a pair; 
le ft. $2.99; 6 ft., $3.52; 6% ft., $4. a 
7 ft., $4 73; 7% ft., $5.35; 
Pine, 4 ft., 74c.; 4 
$1.15: of 


: 5M ft., $1.68; 6 ft., $1.90. 

poles, 5 ft., 59c. each; 4% ft., 33c. 
STEP LADDERS.—Although hardly 
active, there is a good steady move- 
ment of step ladders out of jobbers’ 
stocks. Demand covers a fairly wide 
range of lengths. 

We quote from Boston jobbers’ 


long handle, 


from Boston jobbers’ 


stocks: 

Step Ladders.— Paris line, 3-ft., 
$2.70 each, list; 4-ft., 3.60; 5-ft., 
$4.50; 6-ft., $5.40; 7-ft., $6.30; 8-ft., 


$7.20; 10-ft., $9. 

33% per cent; 

cent. 
SWEEPERS.—Both carpet and vacuum 
sweepers also are moving out of job- 
bers’ stocks in a steady manner. The 
average retail dealer is not carrying 
an extensive variety of lines, but a good 
stock of those he is handling. 

We quote from Boston jobbers’ 
stocks: 


Carpet Sweepers.—Grand Rapids, 
japanned, $44 per doz., net; nickeled, 
$48; Standard, japanned, $36; Uni- 
versal, cyco bearings, $42: nickeled, 
46; American Queen, ball bearing, 
54; Parlor Queen, $56. Toy sweepers, 


Discount from store, 
from factory, 40 per 
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dozen lots, Daisy, $2.10; Queen, $3.50; 
Jewel, $10. 


Va cuum Sweepers.— Universal, No. 
F720, $35 each; in lots” = three, $33; 
in lots of twelve, $31.50; No. E7201, 
with attachments, $41.50 each; in lots 
of three, $39.50; in lots of twelve, 


TRUCKS.—Ash can trucks are engag- 
ing the attention of the retail dealer. 
The movement out of jobbers’ stocks, 
however, has not assumed as large 
proportions as it will a little later in 
the year. 


We quote from Boston jobbers’ 
stocks 

i can, standard makes, 
$30 per doz. net. 


WINDOW GLASS.—Window glass is 
selling in good volume. This is the 
time of year when windows have to 
be fixed up for the winter and the 
retail dealer should get all he can out 
of his window glass department. 

We quote from Boston jobbers’ 
stocks: 

Window Glass — Single A, 25 
bracket, 85 per cent discount; 34 to 
40 bracket, 84 per cent discount; 
larger, 82 per cent discount. Double- 

A, all sizes, 83 per cent discount. 
Single B, 25 bracket, 85 per cent dis- 
count; 34 to 40 bracket, 85 per cent 
discount; larger, 83 per cent discount. 


Double B, all sizes, 86 per cent dis- 
count. 


WIRE CLOTH.—Manufacturers and 
jobbers have revised prices on wire 
cloth 15 cents per 100 sq. ft. downward. 
Jobbers are of the opinion the cut in 
prices is based on the recent elimi- 
nation of the Pittsburgh plus selling 
basis. New prices follow: 
We quote from Boston jobbers’ 
stocks: 


Wire Cloth.—From Boston stock, 
black, 12 mesh, 24 x 48 in., $2.25 per 
100 sq. ft.; 18 x 22 in., $2.35; 14 mesh, 
24 x 36 in., $2.75. From factory, 12 
mesh, 24 x 48 in., $2 f.o.b. Clinton, 
Mass.: 18 x 22 in., $2.10; 14 mesh, 
24 x 36 in., $2.50; 18 x 22 in., $2.60. 

Bronze Cloth.—Golden, 14 mesh, 
from Boston stock, $7.25 per 100 
sq. ft.; in 50 ft. rolls, $7.35. Factory 
shipment, 14 mesh, $6.75; 16 mesh, 
$7.50; 18 mesh, $8. On factory ship- 
ments actual freight is allowed not 
to exceed 50c. per 100 Ib. on 200 Ib. 


WIRE NETTING.—Prices on galvan- 
ized wire netting have been reduced 10 
per cent by manufacturers and jobbers. 


We quote from Boston jobbers’ 
stocks: 


Wire Netting.—From Boston stock, 
40 and 10 per cent discount; from 
factory, 50 and 2% per cent, f.o.b. 
factory. 


WOODWORK.—Woodwork, such as 
shafts, rims, bows, cross bars, etc., are 
now quoted at 45 per cent discount, 
contrasted with 40 and 30 per cent, 
heretofore, according to quantity. 


We quote from Boston jobbers’ 
stocks: 

W oodwork.—Gilette’s line, full bun- 
dles to Maine, New Hampshire, 


Massachusetts and Rhode Island 
hardware dealers, 45 per cent dis- 
count. 


WRINGERS.—Local quotations issued 
by jobbers on wringers have been 
marked up 5 per cent, following similar 
action taken by manufacturers. 


We ate from Boston jobbers’ 


stocks 

Wrin ngers. —No. 130, $42 per doz 
net; No. 341, $61.50; No. 350, $49. 50; 
No. 361, for set tubs, $65.50; No. 
380, $43.50; No. 380E, 55. No. 
B381E, for bench, $94.50; No. “Bast 1, 


for bench, $86.50; No. B380R, 
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Because demand naturally 
favors that product which 
most efficiently meets the 
need for which it was cre- 
ated, The Hoover will con- 
tinue to lead its field in sales 


THE HOOVER COMPANY, NORTH CANTON, OHIO 
he oldest and largest maker of electric cleaners 
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Fits any doorway— 
will not scratch or 
mar wood-work— 
goes up in 2 min- 
utes and down in 
i! Free_ booklet 
“The Doorway 
Gym” gives simple, 
nealthful exercises 
for children. 


Sell 3 at our risk; 
$12.00 quick 


profits! 


Che 


SWING—RING—TRAPEZE 
all three in one set 





is one of the best sellers of the sea- 
son. Both the children and their 
parents like it. It keeps 5 to 8 
kids amused a whole afternoon 
with healthful fun. 


Busy-Kiddie has proved that it will be 
one of the most profitable toys ever 
manufactured. Advertising in the Sat- 
urday Evening Post at holiday time will 
help speed sales also. 


To prove to you that the Busy-Kiddie 
sells quickly, you can order three Busy- 
Kiddies with the understanding that 
they can be returned, and every cent of 
your money refunded, if sales don’t 
come as fast as you think they ought to. 


Telegraph or write for further de- 
tails. We'll tell you also how we 
pay for local newspaper advertising ; 
about Jim Conrow’s famous “Swing 
away the Raindrops Bobby” letter, 
that sold 37% of the kids who got 
it. 


Only one store in each 
in on the local adver- 
will pay you to act 


Write today. 
city can get 
tising, so it 
promptly. 


Sfandard Pressep StEEL Co. 


Jenkintown, Penn. 


Box D 


We still have openings for representa- 
tives to work on a commission basis, 
Write for our 


and call on dealers. 
proposition. 
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Coming Hardware Conventions 


CTeteee. COREL OO T Tere 


AMERICAN HARDWARE 
ASSOCIATION CONVENTION, Atlantic City, 
N. J., Oct. 14, 15, 16, 17, 1924. Hotel head- 
quarters, Marlborough-Blenheim. we 
Mitchell, secretary-treasurer, 1819 Broad- 
way, New York City. 
RETAIL HARDWARE ASSOCIA- 
Little Rock, May, 1925. 
secretary, 815-516 Southern 
tock. 


ARKANSAS 
CONVENTION, 

Biggs, 
Building, Little 


ion Fe 


CALIFORNIA RETAIL HARDWARE & IMPLE- 
ASSOCIATION CONVENTION AND ExX- 
HIBITION, Civic Auditorium, San Francisco, 


March 11, 12, 13, 1925. LeRoy Smith, sec- 
retary, 112 Market Street, San Francisco. 


ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Ill, Feb. 17, 18, 19, 1925. 
Leon D. Nish, secretary, Elgin, IIl. 


HARDWARE ASSOCIATION 
EXHIBITION, Cadle Tab- 
ernacle, Indianapolis, Jan. 27, 28, 29, 30, 
1925. G. F. Sheely, secretary, 911-913 
Bank Building, Indianapolis. 


INDIANA RETAIL 
CONVENTION AND 


HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 10, 11, 12, 13, 1925. A. R. Sale, secre- 
tary, Hardware Building, Mason City. 


IOWA LETAIL 


AND IMPLEMENT 
Jefferson County 
20, 21, 22, 1925. 


200 te- 


HARDWARE 
CONVENTION. 


KENTUCKY 
ASSOCIATION 


J. M. Stone, secretary-treasurer, 


Building, Louisville. 


MICHIGAN RETAIL HARDWARE ASSOCIATION 


| CONVENTION AND EXHIBITION, Grand Rap- 

ids Feb. 24, 26, 27, 1925. Karl S. Jud- 
son, 248 Morris Avenue, Grand Rapids. 
manager of exhibits. A. J. Seott, secre- 
tary, Marine City. 








MINNESOTA RETAIL HARDWARE ASSOCIA- 


TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. C. H. 
(‘asey, secretary, Nicollet Avenue and 


Twenty-fourth Street, Minneapolis. 


wlISSOURIL RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Statler Ho- 
tel, St. Louis, Jan. 26, 27, <8, 1925. F. X. 
becherer, secretary, 5106 North Broadway, 


St. Louis. 


MONTANA IMPLEMENT AND HARDWARE 


ASSOCIATION CONVENTION, Helena, Feb. 15, 
14, 1925. A. C. Talmage, secretary-treas- 
urer, Bozeman. 

MOUNTAIN STATES HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Denver, 
Colo., Jan. 27, 28, 29, 1925. W. W. Me- 
Allister, secretary-treasurer, Boulder, Colo. 


IMPLEMENT 
Audi- 


FEDERATION OF 
CONVENTION, 


NATIONAL 
LDDEALERS’ ASSOCIATION 


torium Hotel, Chicago, Ill, Oct. 22, 23, 24, 
1924. H. J. Hodge, secretary, Abilene, Kan. 


NATIONAL HARDWARE ASSOCIATION CON- 
VENTION, Atlantic City, N. J., Oct. 14, 1o, 
16, 17, 1924. Hotel headquarters, Marl- 


borough-Blenheim. T. James Fernley, sec- 


retary-treasurer, 505 Arch Street Phila- 
delphia, Da. 

NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Philadelphia, Pa., June, 
1925. Herbert P. Sheets, secretary-treas- 
urer, 130 E. Washington Street, Indian- 
apolis, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIA- 


TION CONVENTION AND EXHIBITION, Omaha, 


TECPOLREGORT PEROT EHC LIATOR EOL IOTSORL LET ETE LOGE LAER OT TERETE SORTER ORE ETONE Cae AEEER ERLE eet iecatregertgyt 


MANUFACTURERS’ 


eTEDEECODEUCOTRRCTAROCDOROSED COTTE EER SAREE Te tats erere 


Neb., Feb. 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel, Exhibition, City 
Auditorium. George H. Dietz, secretary, 
414-419 Little Building, Lincoln. 


NEW ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 23. 
24, 25, 1925. George A. Fiel, secretary, 10 
High Street, Boston 9, Mass. 


NEW YoRK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hotel Statler. Exposition at the 
Sroadway Auditorium. John B. Foley. 
secretary, City Bank Building, Syracuse. 


NORTH DAKOTA RETAIL HARDWARE As- 
SOCIATION CONVENTION AND EXHIBITION 
Grand Forks, Feb. 11, 12, 13, 1925. C. N. 
3arnes, secretary, Grand Forks. Mr. 
Barnes may also be addressed for infor- 
mation in connection with the exhibit. 


OHIO HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Columbus, Feb. 10, 
11, 12, 13, 1925. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 


OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Masonic Temple, 
Oklahoma City, Feb. 3, 4, 5, 1925. Charles 
lL. Unger, secretary-treasurer, Oklahoma 
City. 

PENNSYLVANIA AND ATLANTIC SBABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 1925. Sharon 
F. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 


SOUTH DAKOTA RETAIL HARDWARE AS380- 
CIATION CONVENTION, Sioux Falls, Feb. 24, 


25, 26, 27, 1925. Charles H. Casey, man- 
ager, Nicollet Avenue at Twenty-fourth 


Street, Minneapoiis, Minn. 


SOUTHEASTERN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Bir- 
mingham, Ala., May 12, 13, 14, 1925. Wal- 
ter Harlan, secretary-treasurer, 701 Grand 
Theater Building, Atlanta, Ga. 


SOUTHERN CALIFORNIA RETAIL HARDWARE 


ASSOCIATION CONVENTION, Los’ Angeles, 
March, 1925. H. L. Boyd, secretary-treas- 


urer, 435 San Fernando Building, Los An- 
geles. 

AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 20, 21, 
22, 1925. Dan Scoates, secretary-treas- 
urer, College Station. 


TEXAS HARDWARE 


TIARDWARE ASSOCIATION 
EXHIBITION, Jefferson 
Feb. 10, 11, 12, 1925. 
secretary-treasurer, Rich- 


VIRGINIA RETAIL 
CONVENTION AND 
Hotel, Richmond, 
Thos. B. Howell, 
mond. 


IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 13, 14, 15, 1925. H. J. 
Hodge, secretary, Abilene, Kan. 


WESTERN RETAIL 


West VIRGINIA HARDWARE ASSOCIATION 


CONVENTION AND EXHIBITION, Clarksburg. 
Jan. 20, 21, 22, 23, 1925. James B. Carson, 


secretary, 1001 Schwind Building, Dayton, 


Ohio. 


RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4, 5, 6, 1920. 
George W. Kornely, exhibit manager, 1476 
Green Bay Avenue, Milwaukee. Pe Be 
Jacobs, secretary-treasurer, Stevens Point. 
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The live hardware 
dealer says: 


“Will Hose Make Better Boys?” 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 


Makers of these famous 
brands of Garden Hose 
BULL DOG, 
GOOD LUCK 
and MILO 
Also 
Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 





‘‘T have been interested in the news- 
paper accounts of the school-master 
who used a length of garden hose 
to correct unruly pupils. The boys 
themselves upheld their teacher when 
the Board of Education tried to 
discipline him. 


‘“Theres a better way to handle boys 
than beating them with a hose. The 
best boy-and-hose combination is to 
teach every boy how to make a 
garden and water it with GOOD 
LUCK hose. That makes better 


boys and better gardens all at once. 





















































The Knife That Makes Bacon Slicing Easy 
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OTHER KNIVES 


Besides Ham and 
Bacon Slicers, the 
Foster Bros. Line in- 
cludes Bread Knives, 
Carving Knives, 
Butcher Knives, 
Kitchen Knives, Fish 
Knives and _ Scalers, 
Oyster and Clam 
Knives, Cleavers, 
etc. 


Knives for every re- 
quirement. In styles, 
sizes and finishes to 
suit the preference of 
different people. All 
fully Guaranteed. 














The Foster Bros. Ham and Bacon Knife slices these meats so 
evenly it is a pleasure to use it. 


So keen of edge, so perfect in balance, so attractive in finish, 
so everlasting in quality it is a pleasure to sell it. 


What a combination—a slicer for daily use that gives unfail- 
ing satisfaction in every home and steady repeat sales in every 
store. 


The same dependable cutting quality is found in every knife 
stamped Foster Bros. Their reputation of forty years’ standing 
protects every dealer. 


SELL. MORE KNIVES 
PY Selling The Right Knife For Each Purpose 


Order from your Jobber. Send for Catalog 
No. 17, showing complete line of cutlery. 


JOHN CHATILLON & SONS 


Manufacturers 
Established 1835 


85-99 Cliff Street New York City, N. Y. 




















FOSTER Bros. CUTLERY 


















































October 16, 1924 HARDWARE AGE 75 
FUNE 
GUTLERY 


In this article John Cassin an- 
swers some of the numerous re- 
quests from retail merchants for 
information on the making, dis- 
playing, merchandising, selling 
of cutlery. If you have any spe- 
cial problem not covered in this 
or subsequent installments Mr. 
Cassin will be glad to assist you 
in its solution. 
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What Retail Merchants Ask About Cutlery 


By JOHN CASSIN—A Man Who Knows 





is made. 


cutlery. 


ROBABLY the best way to 6. Enough information about ma- 19. How to simplify line—yet 

satisfy and save your audience terial, workmanship, quality have enough. 

is to ascertain what they want. and finish to permit salesman 20. How to sell more cutlery. 

The following twenty-seven ques- to appear to know what he 21. Do special cutlery sales pay? 
; : is talking about. 22. How to conduct special cut- 
tions are repeatedly asked in the 7. Where to buy good cutlery. lery sales. 
numerous letters HARDWARE AGE 8. Do away with “cheap stuff.” 23. More selling ideas. 
has received from retail hardware 9. Lists of established brands of 24. How to create interest in bet- 
merchants since announcing this quality cutlery. How to ad- ter cutlery. 
series of Cutlery Articles. vertise. 25. Selling aids—how to use. 
10. General information about 26. How to overcome chain store 
: cutlery manufacturers. competition. 
Cutlery Questions 11. More knowledge where to buy 27. How to increase sales to off- 

. How knives are constructed, good cutlery. set the inroads of department 
information about workman- 12. More about how to buy cut- and drug stores. 
ship, linings, coverings. lery. 

. Kinds of steel used in knife 13. Good stories explaining use Consensus of Requests 
blades, composition, compari- and purpose of different cut- 
son. lery items. Educational sales Give us more information about 

. How to sharpen cutlery, pocket material for sales people. cutlery, how it is made, names of 
knives, razors, shears and 14. How cutlery is made. good manufacturers, what to buy, 
scissors, carvers, kitchen 15. The ways other dealers are how to sell. how to handle it intelli- 
knives, butcher knives. using to sell cutlery. f 

gale gently and profitably. : 

. Latest developments in im- 16. How to guarantee cutlery. Deacticaiie all th oe 
proved manufacturing—more 17. How to determine quality ractica ya © MAver IAs an = 4 
information about Stainless. pocket knives. formation wareme ied to comply with 

. The truth about how cutlery 18. How to make more profit on these requests is already in our 


hands, the balance is available. The 
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Observations of a Cutlery Salesman 
will cover all of these requests and 
many additional phases of the cut- 
lery sales question. Notwithstand- 
ing that these articles are primarily 
merchandising articles they will in- 
clude enough information about ma- 
terials and shop practice to permit 
the readers having a fair knowledge 
or at least a speaking acquaintance 
with material, qualities and manu- 
facturing methods to allow them to 
understand or appreciate the value 
of good cutlery as well as the pur- 
pose intended for and how to keep 
it fit for its purpose. 


Cutlery Divisions 


Cutlery from the retail mer- 
chant’s and the public’s viewpoint 
can be classified under five headings: 

Pocket Knives—With which are 
included tools, vocational knives and 
sharpening stones. 

Razors and Blades — Which 
should include lather brushes, strops, 
shaving soaps, creams, etc. 

Shears and Scissors—Including 
nail files, manicure goods, etc. 

Table Cutlery—Comprising house- 
hold, kitchen cutlery and plated 
ware. 

Gift Goods and Items Kindred to 
Cutlery—The extent of this division 
regulated by the individual mer- 
chant ideas and opportunity. When 
a general assortment of cutlery is 
handled by hardware dealers, pocket 
knives are usually the center piece 
or keystone around which the cutlery 
department is built. 

The way to obtain the best results 
(sales and turnover) with pocket 
knives is first to construct an assort- 
ment suitable to your location and 
opportunity. This assortment to in- 
clude pattern of proper price range 
for every purpose and for each kind 
of people pocket knives are salable 
to in your community. If the mer- 
chant will select knives for boys, me- 
chanics, farmers, miners, electri- 
clans, sportsmen, the average busi- 
ness and professional man and for 
such other specific purposes or vo- 
cations as he can be the source of 
supply for, and so far as possible 
carry the reasons that prompted his 
selection into his show case and dis- 
plays, so the public can EASILY 
SEE the reason for these patterns, 
sales will be easily made. 

Confining the selection to patterns 
for specific purposes or for which 
the individual merchant has a spe- 
cific purpose or use will keep the 
stock of knives within reason and 
permit of emphasizing special pat- 
terns and values of each group, 
which is one of the ways to maintain 
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a fair or good average sales price 
per knife. 

Considering the amount of skilled 
labor purchasable for $1, pocket 
knives are priced extremely low. 
Merchants who are_ unthinkingly 
selling freely of low-priced pocket 
knives are doing so mainly for two 
reasons—first, habit; second, be- 
cause while the public desires good 








hy Z 


; 
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Selling the Housewife 


Kitchen paring knives. share 
with shears and scissors the 
honor of being the leading cutlery 
items purchased by women. Some 
hardware dealers sell many of 
these knives, others who enjoy 
little of women’s trade sell few. 
The best way to sell these knives 
is to keep fair quantities of as- 
sorted patterns and prices in a 
counter display tray where they 
ean be easily handled, selected 
and purchased. 








cutlery, they have, until recéntly, 
been constantly confronted with 
PRICE. Consequently the public’s 
present knowledge of cutlery is 
limited. However, some of our lead- 
ing manufacturers are working 
toward correcting that situation and 
their efforts are bound to produce 
dividends as the lack of information 
other than price has not curtailed 
the public’s desire for good quality, 
well made cutlery. 

Each merchant can in his own way 
correct the PRICE EVIL. At pres- 
ent the average retail sales price of 
pocket knives is 

In ordinary stores, approxi- 
mately $1 each. 

In better than ordinary stores, 
approximately $1.15 each. 

In good stores, approximately 
$1.50 each. 

In exceptional stores 
where the merchant 


and 
likes 
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cutlery, approximately or 
above $2 each. 

The average retail value of the 
pocket knives manufactured in the 
United States during the past year, 
$1.50 each. 

Skill and time of labor con- 
sidered TOO LOW. 

Quality of material and work- 
manship considered TOO 
LOW. 

Comparative value of tool to 
user considered TOO LOW. 

Numerous ways to raise the sales 
average can be used, many of them 
will be included in these articles. 

Such tool and vocations knives as 
are salable in the community and a 
carefully selected assortment of 
sharpening stones should be handled 
with pocket knives. One of the 
first things that should be required 
of every retail and wholesale hard- 
ware salesman is that he know how 
to sharpen a pocket knife. Here’s 
how. Use a fine or medium oil stone. 
Apply the blade of the knife to the 
stone with its back slightly tilted. 
Draw it obliquely across the face 
of the stone, back and forth. Re- 
verse to the other side of the blade 
and repeat. With the same opera- 
tion finish the job on a hard Arkan- 
sas or a stone equal to that for hard 
smoothness. Knowing how to use 
sharpening stones produces sales 
and satisfied customers. Often the 
knife returned with the claim it 
will not hold an edge can be proper- 
ly edged. 


Oil Your Knives 


Good pocket knives usually leave 
the factory with the joints oiled, but 
when held in stock the oil dries. A 
good way to make sure your cus- 
tomer will have a smooth working 
knife is to put a drop of oil in each 
joint when you deliver it to him 
and doing so may remind him that 
joints require oil and he may oc- 
casionally do likewise. Oiling the 
joints of the knife when delivering 
his purchase will impress the buyer 
with vour desire to supply him with 
an article ready for use. “He will be- 
lieve you know your business. Of 
such things is that inestimable thing 


known as “Good-Will’” made of. 
The next division—including razors, 
blades, shaving requisites and 


sundries—is probably the quickest 
selling in cutlery. Self-shaving is a 
daily habit of millions of men. A 
tabulation of the average daily out- 
put of shaving soaps and creams di- 
vided by the average required for 
shave might give us a fair idea of 
the importance of shaving utensils 
and accessories. The prominence 


attained by several brands of safety 
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razors does not even begin to give 
a correct idea of or impress us with 
the magnitude of the market for 
razors, blades, strops, brushes, soaps, 
creams and other sundries. 

Every day there are thousands of 
new self-shavers so it is no wonder 
that the retailers who cater to this 
business are enjoying increasing 
sales and profits. Without desire to 
inject the question of stock or in- 
vestment turnover versus having 
the goods when you can sell them, 
the fact remains that when calculat- 
ing profits in points of percentage 
one does well to keep in mind the 
ease of.sale, quick replacement, low 
handling cost and small amount of 
space required for this kind of mer- 
chandise. 

Get men in the habit of buying in 
your store the goods they are con- 
stantly consuming and you'll get 
most of their purchases for the 
goods they buy occasionally. The 
extent to. which each merchant 
stocks and handles-shaving accessor- 
ies is one that is limited to his loca- 
tion, size of community and own 
inclination. If handled at all, these 
goods should be rightly handled. 
Without overstocking you should 
have enough of variety and quantity 
to SELL this merchandise. Confine 
your stock to standard well-known 
makes and brands—several sales at 
fair profits of quick selling mer- 
chandise are worth more and are 
made with less effort and loss of 
time than is required to sell for 
personal use one unknown item— 
even if the margin is good. 


Scissors and Shears 


With this division include hair 
clippers, nail files and such manicure 
sundries as your market warrants 
the sale of. Every woman owns or 
desires several sizes and patterns of 
scissors and shears. While it may 
be desirable to grade your price as- 
sortment, especially of the best sell- 
ing patterns and sizes, yet you 
should use every legitimate means 
you can to sell good quality shears 
and scissors. Much low-priced mer- 
chandise is offered and many deal- 
ers have plentiful stocks of it. The 
difference in cost between the best 
and the ordinary is so little that 
cheap scissors and shears have not 
found a ready market. Production 
tables show that in this class of 
cutlery, the largest sales are of the 
best quality. Women buy shears 
and scissors so these are goods the 
hardware dealer can use, to keep his 
share of women’s trade. They at- 
tract, draw trade and can be used to 
sell other merchandise. 

Marked and many changes and im- 
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provements have occurred in this 
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the stainless steel blade knife. 


branch of cutlery—plated ware and Fruit or vegetable acids will not 
stainless steel plus improved and stain or tarnish the blade; damp- 








Sell Shaving Merchandise 


Get men in the habit of buying 
in your store the goods they are 
constantly consuming and you'll 
get most of their purchases for 
the goods. they buy occasionally. 
Without overstocking, you should 
have enough variety and quan- 
tity to SELL shaving merchan- 
dise. Confine your’ stock to 
standard well-known makes and 
brands—several sales at fair 
profits of quick selling merchan- 
dise are worth more and are 
made with less effort and loss of 
time than is required to sell for 
personal use one unknown item. — 
even if the margin is good. 








artistic designs of patterns have 
taken the table cutlery business 
from the rut of ordinary to planes 
of importance. Being women’s 
goods or the kinds of merchandise 
usually bought by women, this class 
of cutlery has been sought for and 
handled by dry goods, department 
and other “women stores.” How- 
ever, whenever he 


ness does not affect the steel, it 
does not corrode, hence will hold a 
cutting edge. Scouring and polish- 
ing not necessary. Of the knives, 
the individual steak pattern is the 
best seller. These stainless knives 
are put up with stainless forks and, 
while many sets are sold, the com- 
ing big seller is the set comprising 
half a dozen white handled, stainless 
steel blade steak pattern knives 
packed in a display case with half 
a dozen of a desirable pattern silver 
plated forks. This set is acceptable 
upon any table. The stores that sell 
good table cutlery also sell freely of 
carving sets, but too many patterns 
not desirable. 

Kitchen paring knives share with 
shears and scissors the honor of be- 
ing the leading cutlery items pur- 
chased by women. Some hardware 
dealers sell many of these knives, 
others who enjoy little of women’s 
trade sell few. The best way to sell 
these knives is to keep a fair quanti- 
ty of assorted patterns and prices 
in a counter display tray where they 
can be easily handled, selected and 
purchased. 





has desired the 
hardware dealer 
has more. than 
held his own with 
these goods. 

Low priced 
plated ware has 
almost eliminated 
the lower-priced 
lines of stag, bone 
and wood handled 
table knives and 
forks, yet in many 
manufacturing 
and farming com- 
munities there is 
a steady sale of 
a few medium 
priced patterns of 
these goods usu- 
ally stag tipped 
and plain, white 
bone bolstered 
and ebony, coco- 
bolo or redwood 
bolstered and 
plain, all with 
four tine forks. 
After these come 
plated knives and 
forks, and then 
that wonderful 
boon to the house- 
keeper and pleas- 
ure to the user— 











“HAMMER 
R ; 5 
BRAND” “<< 


POCKET KNIVES 


Our best Advertisement 
Product. 


“Hammer Brand” 
are made of the best materials ob- 
tainable, by skilled Artisans work- 
ing unhurriedly under the old-fash- 
ioned plan of Quality first. In 
“Hammer Brand” Knives you get 
the essential that makes good 
knives possible—S KILLED 
WORKMANSHIP. 


Our best method of Advertising is 
assisting our Distributors to ac- 
quaint their customers with the 
worth of “Hammer Brand” Knives 
and how to effectively use the Sales 
_ Helps we supply. 





is our 


Pocket Knives 





NEW YORK 
KNIFE CO. 
Walden, 


New York ~ 
U.S. A. 
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Our prices are not fic- 
titious. [hey are based 
on actual costs. As we 
were the originators and 
pioneer manufacturers 
of Tubular and Clinch 
Rivets it is not too much 
to claim that with over 
50 years experience 
these costs are at as low 
a level as is consistent 
with the high quality 
which we have always 
maintained for our 
product. 


KAHIT Tt 
TUBULAR RIVET & STUD 


COMPANY 


BOSTON 
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A Paint Display That Helped 
Cornell’s Sales 


PACE and time are two most important factors 
~ in profitable retail operation. Walter Cornell 
has a large hardware stock carefully arranged 
and seems to have ample aisle space. The Cornell 
Hardware Co. is in Grand Rapids, Mich., in the west- 
ern end of the “furniture town.” Its paint depart- 
ment, which enjoys six turnovers every year, is novel, 
compact, efficient and very attractive. 
The pyramid display stand in the picture is the 
entire department. It accommodates 250 cans of vary- 





ing size. The base board measures approximately 
5 feet in width and 11 feet in length. The wood 
used is well grained, quality material, carefully 
stained and varnished. The top shelf or table has 
all manner of color cards, price schedules, suggested 
color combinations and prices on painters’ materials. 
A piece of plate glass covers this literature and a 
large drop light above the display illuminates the 
glass covered data and the entire department. 

Mr. Cornell has his brush rack handy. You can 
see it in, the background of the photo. The second 
shelf from the floor measures about 6 inches less 
all around. In other words it would be 1 foot 
shorter and 1 foot less in width. The proportions 
and dimensions of base board of course would be 
determined by space available and stock carried. The 
compactness of this department makes it very 
desirable. 

































































Why Lie? 


PEAKING frankly, nobody but a fool will de- 

liberately lie to sell merchandise. Any man 

with an ounce of gray matter in his head must 
know that sooner or later the goods themselves will 
brand him a liar. Remember, the merchandise can’t 
lie. The only way it talks is through use, and use 
is sure to reveal the truth. Every article in a legiti- 
mate hardware store has at least a dozen clean-cut, 
logical, truthful reasons why some one should buy it. 
Why manufacture false reasons? If you can’t dig 
up a sale from twelve truthful sale reasons, you 
don’t belong behind a hardware counter. 


—LLEW S. SOULE. 
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Sold $5,000 in Paint Brushes Last 


Year 


ore a suitable brush when selling paint 





has developed a real good brush trade for the 

Bartley Hardware Co., Pittsburgh, Pa. This 
company features exclusive window displays of 
brushes, keeps brushes displayed in plain sight at 
all times, and has brought its annual sales volume on 
this line up to the $5,000 point. 





4 


pope UL Their show-case brought 


$2500 in 
Eveready Flashlight sales 


Ir is no mystery to T. M. and W. L. Hunter, 
of Fayetteville, N. C., why their Eveready Flash- 
light and Battery sales amounted to $2500 in ten 
months, in a town of 9000 inhabitants. Here is 
the story in their own words: 


az, \ 


® 


‘The handsomest mahogany floor-case in 
our store is filled with Eveready Flashlights. 
oe. : It is the first case to the right of the en- 
cae ae il Ee j trance. Hence, it holds a place of impor- 
tance. In it is one flashlight each of every 








The entire sales staff at this store have been care- style Eveready makes. We carry every type 
fully instructed to sell a brush with each paint order. of battery. The reputation of having odd 
They have been taught the best type and size of brush and unusual types has brought us much 
for various painting jobs. Naturally this training business for regular material. 
enables them to offer constructive selling arguments, “We use all the Eveready advertising- 
which not only increase sales but give the customer helps and our windows are often devoted 
good return for his investment. entirely to Eveready Flashlights. . . . This 


is how we sold over twenty-five hundred 
dollars’ worth of your material in the past 
ten months, in a town of nine thousand 








inhabitants.” 
° ; 

H allowe en The newly designed and improved line of 
Eveready Flashlights is the most. attractive, the 
Have you seen, on Hallowe’en, most satisfactory, and the fastest-selling line of 
That tall, white, cloudy night-cap flashlights on the market. Ask your jobber to 
The Moon wears on his head, show you the line and the Eveready selling-helps. 

As witches ride on broomsticks Manufactured and guaranteed by 
When folks have gone to bed? NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 


Some have seen, on Hallowe’en, Canadian National Carbon Co., Limited, Toronto, Ontario 


The four winds, gather, moaning, 
And sit by ivied walls, | EVEREAD 
And wail their woes and troubles NY 
To ghosts from haunted halls! FL ASH LI GHTS 
—Charles Downes. és B ATTERIES 


-they last longer 
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CORBIN 


HARDWARE AGE 













SCREW 





PRODUCTS 





MAALIAATALAMAARASRAL 








Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 


ers, Register, Sash and 
Ladder Chains. 





We shall be pleased to 


furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The Americea Hardware Corporation 
Successor 
229 High Street, 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 











i 
| 
| 





October 16, 1924 


A Good Salesman’s Qualifications 


WIDELY known manufacturing company has 
A prepared the following list of qualifications 

possessed by successful salesmen which are, of 
course, in addition to a thorough understanding of 
the many advantages provided him by the advertising 
his house is doing: 

1. He has a steady eye, a steady tongue and steady 
habits. ‘ 

2. He understands men and can make himself 
understood by men. 

3. He turns up with a smile and still smiles if he 
is turned down. 

4. He strives to out-think the buyer rather than 
to out-talk him. 

5. He is silent when he has nothing to say and 
silent when the prospect has something to say. 

6. He takes a firm interest in his firm’s interest. 

7. He keeps his word, his temper and his friends. 

8. He knows that he is looking out for his own 
interests by looking out for his prospect’s interests. 

9. He wins respect by being respectable and 
respectful. 

10. He can be courteous in the face of discourtesy. 

11. He has self-confidence, but does not show it. 

12. He laughs at a little run of bad luck, and sees 
to it that he never has another through his own 
fault. 

13. He knows that he cannot expect to sell every 
prospect, but that he can come very near selling to 
every one. 

14. He has no habit that can possibly make his 
presence at all offensive to the most particular pros- 
pect. 

15. He avoids discussion of the merits of a com- 
petitor, politics or religion. 

16. He is a thorough gentleman—first, last and all 
the time.—Meredith’s Merchandising Advertising. 








Utilizing the Off-Hours 


HE proverbial mother finds herself harrassed 
Te her uninventive children, who, in their un- 

occupied hours, are continually beseeching her 
for suggestions with “What shall we do?” But she 
has not nearly as much in common with the average 
merchant, when his sales people find no customers to 
attend to, as one would think. The basic difference 
is that the latter are far less apt to feel the enternal 
urge to action which is characteristic of children. 
They are usually glad of a respite as being an op- 
portuity to just plain loaf on the job. 

At least one shop-keeper that we know of has 
adopted the very excellent idea of maintaining a 
slate on which he writes down the things which need 
to be attended to when such off-hour opportunities 
present themselves. 
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Arcola Week, Oct. 20-25 


HE American Radiator Company, 40 West 
"| Fortiett Street, New York City, has announced 

its Arcola Week sales drive, to be held Oct. 20-25. 
This annual event will this year be the occasion for 
public announcement of the company’s new Arcola 
heating outfit and the appearance in the stores of 
Arcola merchants of a complete set of window display 
material, hooking up the national advertising with the 
dealer’s place of business. 

The display consists of two large background screens 
in attractive colors, showing a view of a typical Amer- 
ican town in winter. Cut-out sections of the houses 
reveal various heating products installed. The center 





of attention is held by a full lifesize cardboard cut-out 
of the New Arcola. Two bellboys in bright red uni- 
forms hold various slogan cards. These cards are 
novel in that they advertise both the plumbing and 
heating business, soliciting from the passerby in- 
quiries on any subject that pertains to plumbing and 
heating. 

The New Arcola is a companion to the present 
Arcola. Like the other, it offers to the small home, 
with or without a cellar, the comfort and economy of 
hot-water heating. The manufacture of the old Ideal 
Arcola will be continued. 

The heating surface in the New Arcola has been 
increased, and numerous improvements provided. Per- 
fect regulation has been brought about by inserting 
a sensitive bellows type regulator in the back section 
over the hot spot in the fire. A large lock safe fire 
door fitted with Pyrex glass panels has been added so 
that the cheerful glow of the fire is visible. A vitreous 
enamel cover of pearl gray furnishes a pleasing con- 
trast to the black-enameled doors. The New Arcola 
will be sold complete with “trimmings” not regularly 
found on other hot-water boilers, such as altitude gage, 
thermometer and automatic regulator. 








Analyze Your Store Windows 


You analyze your newspaper advertising accord- 
ing to the people you wish to reach, don’t you? But 
have you ever thought that it would prove equally 
profitable to analyze your windows in the same way? 

It is something to think about. 

When a new display is installed, make it a point 
to find out what people say about it. 
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You Sell Both 


Safety and Economy 











When You Sell This Heater 


The Gloradiant brings safety and econ- 
omy because its new perfected burner 
makes certain the consumption of every 
particle of fuel. Since it is a combina- 
tion radiant heater and warm air circu- 
lator, it sends a current of warm air to 
every corner 
of the room. 
Breaks Up Fuel 


The Gloradiant burner 

(Bunsen type) _pro- 

vides for natural ad- 

mission of air at two 

= é points and does away 
TB eae with involved adjust- 
, ments. At its top, the 

gas is broken into 

many small jets. This 

insures the _ utilizing 

of every particle of 

fuel, cuts down the 

gas bill and makes 

impossible the escape 

of ill-smelling and 





harmful fumes. You'll 






find other features on 
Gloradiart, the low- 
est priced, high qual- 
ity heater on the mar- 
ket. A request will 
bring complete details. 
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— ON — SSS 
a Order Your 
Sample Heater 
Today 


Jackes-Evans Manufacturing Co. 
Main Street at Tyler St. Louis 
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SECOND Point 
of the Clemson Star 


AANSTAR 


| HACK SAW 
y ON 


CLEMSON STEEL 


Special Tungsten Stee] made to 
exact specification and correct 
manufacturing processes is the 


basis of STAR efficiency. 





Makers Since 1883 


CLEMSON BROS., INC. 
Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU ABOUT 
HACK SAWS. WRITE FOR BOOKLET. 

















No. 45 
the Easiest 


Selling 
Blotorch Made 


No other blow torch can give 
your trade the efficiency, economy 
of operation, speed, and complete 
all-around satisfaction it gets from 
Turner’s 400 degrees more heat, 
perfect results on_ present-day 
gasoline or kerosene due to the 
superheating burner baffile, separate needles for control 
and regulation of fuel, pistol grip handle, safety valve 
and leakproof tank. Order TODAY from your jobber. 
FEARLESSLY GUARANTEED. 


No. 45 (1 Quart) 


And don’t forget—Turner Plumber Furnaces SELL! 


4 Edgewood Ave., Sycamore, IIl. 


The World's Largest Exclusive Manufacturers of Blow Torches, 
Fire Pots and Brazers 


DISTRICT REPRESENTATIVES 


San Francisco: Rice-Hitt Co., 623 Larkin St. 

Los Angeles: Rice-Hitt Co., 324 N. San Pedro St. 
Seattle: Rice-Hitt Co., 1427 L. C. Smith Bldg. 
New York: The Turner Brass Works, 108 Chariton St. 
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Do You Collect This Way? 


By a Missouri Hardware Dealer 


OLLECTIONS are a matter of importance to all 

retail dealers, and have been especially so to 

retail hardware dealers in the middle and west- 
ern States the last three years. The decline in the 
price of all farm products has made slow payers 
out of otherwise good customers. 

At the end of last July we found business dull 
and more on our books than we should have had at 
that time of the year. We had found from previous 
experience that sending statements to slow custom- 
ers was very unsatisfactory, particularly to those liv- 
ing out of our regular trade territory. Personal 
letters were a little better and seeing the customer 
in town was better yet. All of this took time, usually 
at a period when we needed all of our time for the 
store. When a farmer comes to town on Saturday 
he is not in any mood to talk or arrange for paying 
an old bill and he can tell a longer hard luck story 
with less effort than the same farmer at his own 
home. If the hardware dealer goes out personally, 
or sends one of his clerks or his bookkeeper, he will 
come nearer getting the money or a satisfactory 
promise than any other way. 


Collection Territories Mapped Out 


~ With this in mind we had the bookkeeper go over 
the books the first of August and make a statement 
of every account over thirty days’ old that needed 
attention. We then mapped out a circuit for each 
day, the first day being north and west of town, 
the next due north, the third north and east, and 
so on. If the dealer knows his customers and knows 
where they live, as nine-tenths of the smaller town 
dealers do, it is very easy to arrange the statements 
in their logical sequence before starting. We always 
took all of the statements that were unpaid each day, 
as we often would find a customer away from home 
and could collect from him on the spot. We ascer- 
tained as nearly as possible the standing of all doubt- 
fuls at the bank before starting and took along plenty 
of check and note blanks and pencils. 

The latter half of July and the first half of August 
is usually dull for the dealer and he will then find the 
farmer at home. We found the best plan to start as 
early as possible in the morning, as we found more 
at home before dinner than after. 

This method of collecting is not only good as a 
money getter but it puts the dealer in closer touch 
with his trade and creates a friendly feeling. It 
gives the dealer a first hand report on the financial 
condition of the customer and serves as a basis for 
future credit. The merchant can readily tell how 
things are going with the farmer, and it is the best 
way in the world to find out whether the customer 
wants to pay and can’t or can pay and won't. 

We laid out a circuit for a circle of about twenty 
miles and worked this territory very thoroughly. We 
tried to see every account that we had, even if we 
had to go twice or three times. We found several 
that would pay in a week or two weeks, or a month, 
and in: these cases we often took their checks and 
dated them ahead to the date when they would have 
the money. We found several that would tell us they 
had no money then, but would have as soon as they 
sold some corn, their hogs, or wheat. Many of these 
farmers never intended to pay them at all. We would 
talk along this line and get them to say just when 
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they would sell their stuff, and then ask them which 
bank they banked at. They would tell this, and then 
we would suggest that it would save them and our- 
selves time and trouble to give us a check on their 
bank for this date. To this they had no logical 
excuse and it usually meant a post dated check. We 





would file the check at the bank it was drawn on 1810 1924 
and when the money came in, we got ours. We got 

several this way that we had charged off the books 

several years before. Often we had to wait longer 

than the date on the check but we always eventually 

got it. 

When we knew a customer was good but short of ANKS that know the hardware business from a 
funds, we would take his note for thirty, sixty or ewe man’s point of view are not many in the 
ninety days. In only one instance did we take a eS eee 
mortgage and it turned out very lucky that we did. The Mechanics & Metals National Bank of the City of 
We would never have gotten our money if it had not New York is particularly fortunate in that its official 


staff numbers those who have had actual experience in 


been for this mortgage and as it was, we had to ie, Deneienn fenalineee, 


follow the stock to the stock yards and arrange with 
the buyer to pay us. This experience is at your service. Write us about 


; ‘ , , your banking problems; call on us when in New York 
We found time after time that a promise given at and permit us to show you what a combination of know- 


home was much more binding than one given in town. how and ample resources can accomplish. 
Often the wife would get after the husband for let- 
ting a bill run and we would have an ally right in 
the house that would see that the bill was paid. 
We make a practice of loaning out fence stretchers, THE 

cans for linseed and machine oil, wrenches, etc., and 

always charge these right on the bill. We have found MECHAN I CS & METALS 
this a means of selling a good many of these articles, 


but there are some customers that only want to NATIONAL BANK 


borrow, but will not pay for them or return. We 


made this trip in a Ford roadster with slip on body OF THE CITY OF NEW YORK 
and we found this fine for hauling in these items, 
also anything that a customer had to return. If Capital, Surplus and Profits, $26,500,000 











there was any grievance, anything not working right, 
or anything the customer wanted adjusted or re- 
paired, we made arrangements about it right there. 
We sold a good many things on these trips, figured 
the cost of paint for the house or barn, cost of gutter, 
or cost of painting the family Ford. 

We found this the best method of collecting we have 
ever used; it produced results for very small ex- 
pense. It took gasoline for the Ford and one man’s 
time for approximately a week, using dull days, and 
reduced our outstanding accounts approximately 
$2,500, getting accounts from sixty days to seven 

years old, many of which we never would have gotten 
' otherwise. It kept our customers’ good will, and not 
only that but our trade knows that if they do not 
meet their obligations in a reasonable length of time, 
we will be out to see why and they hate to have their 
neighbors know what we came for. Some little time 
after making this collection trip, we happened to be 
out in the country some little ways from town, and 
drove into one of our customers’ yard to ask about 
something, I don’t just recall what now. As soon 
as he saw us coming, he said, “What are you stop- 
ping here for, I don’t owe you anything,” and laughed, 
so evidently our fame had gone before us. 

In all but two places we were received cordially. 
One place was where a customer in another town 
had called for about $4.00 worth of material to be 
sent over by express. We found him at home and he 








Sell Them 
by the Set 











Sets of 9, 11, 17 bits are fur- 
nished In compact cases for 
the convenience of the user. 








It isn’t hard. Every mechanic needs the entire set in his work, and it 


dented getting it. Wwe went fo tie express office in |] sex'the relur of he'eteg itu fn‘keeping ihe bit ia order aod near a 
is town and got a copy of the signature, his own, hand, preventing loss, etc. Try it. 

on the express receipt. When we showed it to him Lente exis thom. They cut from the euter Fin. ‘The eusize eustecs fe 
he got ugly about it. We did not get this account oor "ae Gas Gees eam daceeh Eek beatin, Gus Geen wank 
but turned it over to the justice of the peace. In leaving & emecth hele and clean, polished surface. 

another place we had waited on a customer about six paisa -sgug ea lan cae naar ae 


years for a small note. He had never paid a cent, The Progressive Manufacturing Co. 
either on the principal or interest, and would not TORRINGTON, CONN., U. S. A. 
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Genuine Armstrong 
Stocks and Dies 


Are always in working order. They rep- 
resent the utmost simplicity and effici- 
ency in operation. 





All genuine Armstrong stocks and dies 
bear this trade-mark: 





a ae 


Be Sure You Get the Genuine 


The Armstrong Manufacturing Co. 
Bridgeport, Conn. 














Barnes House 
Force Pumps 


Representing a line of “attractive 
usefulness.” The Barnes name on 
a house pump is a guarantee of 
good workmanship and materials. 
The bright red finish and deep 
bronze trim tend to brighten the 
kitchen. 


Two styles illustrated show 
the stationary and bracket 


types. Write for details of 
complete line. 





Fig. 205 


tarnes Fig. 205 “Capital” 
has a 3 in. brass cylinder, 
brass plunger rod and brass 
valve seats. Furnished with 
compression bibb and long 
wood handle. Has full 6 in. 
stroke. 


Fig. 201 “Puritan” has a:r 
chamber in spout with shut 
off cap. Fitted with back 
outlet for forcing water to 
over-head tank. Galvanized 
plunger rod—Nickel plated 
brass cylinder. 


The Barnes Mfg. Co. 
Mansfield, Ohio Fig. 201 
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when we called to see him. As we left, a large dog 
came running out and grabbed the writer by the 
leg. Luckily he got my leather puttee, in place of 
me. Outside of these two instances, we never had 
any trouble, although we did not always get the 
money. One or two places they said they were glad 
they owed something, as we had never came to see 
them before and they would buy more on time if I 
would come out again. This was the spirit most of 
them took it in. te 

It is almost nine months since we tried this plan, 
but its effects are still in evidence on our books. We 
plan to do the same thing next fall, but we will have 
no more five and six year old accounts to collect. If 
the average customer cannot pay in ninety days, it is 
time the dealer was finding out why he could not 
and making some arrangements for carrying it on 
interest, in place of letting it run several years before 
making an effort to collect. 

In case a customer cannot pay at once, especially 
on an old account, we try to get the account in the 
form of a note. This bears interest and will offset 
any interest the dealer will have to pay on money 
he borrows, and also most customers will pay a note 
much sooner than an open account. A note is an 
acceptance of the account as it stands and does not 
give the customer a chance to haggle over an item 
he has forgotten about when he does pay. It is 
surprising how easily people can forget an item when 
it comes time to settle up. 

We are never hard on our trade, in fact we are 
much too lenient in many instances, but if your trade 
knows that you expect them to keep a promise as 
made, they will come nearer doing it than if you let it 
run by a week or a month or two months, and then 
go after them. 

Most people are honest and will pay if they can, 
but the first one to go out after the money is usually 
the one that gets it and the customer will stand off 
the other merchant that does not go after it. 

We send out a statement now the first of every 
month to every customer on the book, except we 
have a special agreement with them or they have a 
certain time for paying. This is much better than 
allowing an account to get several months old before 
sending the statement. Often an item will be got 
by one member of the family and charged, through 
error, to another, or got and paid for the same 
day or a day or two following, and credit never given. 
It is much easier to straighten out such matters while 
they are fresh in the minds of every one concerned. 

We have lost more through items being got and 
the clerk forgetting to charge them, or customers 
picking up something and saying “Charge it’ while 
the clerk was waiting on some one else, and being 
forgotten, than we have lost from bad accounts and 
we have been in business in one place over forty years. 


Dollar Marks for Success 


The Father of Success is Work. 

The Mother of Success is Ambition. 

The oldest son is Common Sense. 

Some of the other boys are Perseverance, Honesty, 
Thoroughness, Enthusiasm and Cooperation. 

The oldest daughter is Character. 

Some of the sisters are Cheerfulness, Loyalty, 
Courtesy, Care, Economy, Sincerity and Harmony. 

The baby is Opportunity. 

Get well acquainted with the “Old Man” and you 
will get along pretty well with the rest of the family. 
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A CLEAN HIT! 


The combination of the Irwin bit and the Irwin Borcase 

has scored a bullseye with the trade. The Borcase gives the 

maximum of convenience and the bits ‘‘cut true, clear thru”’. 

In three sizes, with assortments of six, ten and thirteen bits. 
Sell Irwins by the set. 


THE IRWIN AUGER BIT CO., WILMINGTON, O., U.S.A. 


The largest makers of wood- boring tools in the world 


European Representatives: MARKT & HAMMACHER, 193 West Street, New York City 
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~fills a special need 


T IS for the man who uses bits at a bench. The 

bit rack fastens on the work table and keeps the 
bits in convenient reach. The sizes of the bits are 
shown so that they can be selected rapidly. 


The Bench Set is packed in a pasteboard box and 
consists of thirteen Genuine Irwin Mainbor Auger Bits 
62-T in sizes %4, Ae, %, Ae, ¥2, Ke, %, "Ae, %, Ae, 2, Ae 
and 1”. The bit rack goes with the set. 


To familiarize dealers with the Irwin bit rack 
we will mail one free of charge upon receipt of the 
attached coupon. 


THE IRWIN AUGER BIT CO. 


The largest makers of wood-boring tools in the world 
WILMINGTON, OHIO, U.S.A. 


Bench Set wi: BitRack 
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At the Work Bench 
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In the Store Dispiay 
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THE IRWIN AUGER BIT CO. ae 
WILMINGTON, OHIO, U.S.A 
Gentlemen— Please send me postpaid a 
free sample of the I:nwin Bit Rack that is 
included in your Bench Set. 








October 16, 1924 HARDWARE 


AGE 





A Tribute to Charles A. Ireland 


ONIA, Michigan, is the home town of Charles A. 

i] Ireland, former President of the National Retail 
Hardware Association and later of the National 
Association of Winchester Clubs. 

That Ionia is a live town is evidenced by a recent 
fifty-six-page special issue of the Jonia County News, 
called the Chamber of Commerce Issue. In it the 
editor has the following to say about Mr. Ireland: 


“The store of Charles A. Ireland, located at 
344 West Main Street, embracing hardware, 
stoves, paints, plumbing and heating and sport- 
ing goods, has been an important and dominat- 
ing force in the past commercial life of Ionia 
for twenty years. 

“In 1904, Mr. Ireland came to Ionia from 
Belding and acquired by purchase the hard- 
ware business of Nathan Kenyon and has con- 
ducted it as such until the present time. 

“Mr. Ireland’s life has been largely and un- 
selfishly devoted to the welfare of those about 
him and the exceptional ability shown by him 
as an executive officer has gained for him and 
the City of Ionia prominence in national affairs 
as relates to the hardware business, of which 
Mr. Ireland has spent the greater part of his 
business life. 

“In 1909, Mr. Ireland was elected president 
of the Michigan Retail Hardware Association, 
serving in this capacity for one year. In 1910 
he was made a member of the executive commit- 
tee of the National Retail Hardware Association 
and a year later was elected second vice-presi- 








For ; Carpenters 
Radio Plumbers 
and Electricians 
Auto Engineers 
Mechanics 
Used in brace For machine in 
for hand oper- rapid drill press 
ation. work, 


High Speed Steel Cutters 
“PAWOOD” CIRCLE CUTTER 


Most practical tool ever devised for boring from 1” to 4” 
holes in hard rubber bakelite, fibre, beaver board, sheet- 
rock, veneers, unusually hard woods and soft metals 
like brass, tin, lead, zinc, ete. 

For Radio work—Drills own pilots, cuts plug, beads or 
scroll all in one operation. 

Cuts instrument boards for installing clocks, speed- 
ometers, etc., also gaskets, washers, and rings from 
leather, linoleum and sheet packing. 


Retails readily at 92.50. 
Write for discounts 


General Hardware Mfg. Co. 
35 Warren St. New York City, N. Y. 





dent and in 1912 was elevated to the seat of 





first vice-president of this body and at Jackson- 





ville, Fla., in 1918, was made the presiding 
officer of the national organization. 

“Again, in June, 1922, he was chosen as presi- 
dent of the National Association of Winchester 
Clubs, and is at the present time a member 
of the advisory board of that association. 

“He was the first president of the Ionia 
Building and Loan Association, which he held 
for a period of ten years; was one of the board 
of directors of the old Ionia Board of Trade, 
and the president of the present chamber of 
Commerce in the days of its earlier existence.” 








Mr. L. S. SOULE, Editor, 
HARDWARE AGE, 
New York City, 
Dear Mr. Soule: 

I am teaching my managers to read and study 
HARDWARE AGE each week as I do, and will have 
both stores subscribe to the magazine. 

Campbell Hardware Co., 
(Signed) CHAS. A. CAMPBELL, Gen. Mgr. 


Mr. LLEw S. SouLg, Editor, 

HARDWARE AGE, 

New York City. 

Dear Mr. Soule: 

Have very much enjoyed the “Forty Years of 
Hardware” and the “Sales Manager” articles. 
(Signed) G. K. MACLENNAN, 

Box 447, Oakes, N. D. 











Announcing— 


The Lidseen 1 Pump Oiler 


NEW and SUPERIOR PUMP OILER 


Placed on the market as the 
HIGHEST GRADE and MOST EFFICIENT 
Pump Oiler made 


LIDSEEN PUMP —— are made pn 
One Pint Size, with 5% in. and 9% i 
Spouts, and in One Quart size with 12 
in., 18 in. and 23 in. Spouts. 


These oilers are made of 
steel and have welded seams. 
NO SOLDER USED. 


The PUMP MECHANISM 
is made of Brass and con- 
tains NO LEATHER WASH- 
ERS or PACKING of any 
kind to become worn. 

LIDSEEN PUMP OILERS 
will not leak oil when in- 
verted, and will handle any 
oil from gasoline to the 
heaviest grade of transmis- 
sion lubricant. 





TIONVW Gww inoss G3077m 4 





The Pump Mechanism is attached to the 
spout and not to the can. Cleaning is 
made easy by simply detaching spout. 
With no other pump oiler is cleaning even 
possible. 

Shoots: a powerful stream from any 
position. 

Costs no more than tin, soldered and un- 


cleanable pump oilers. 


JOBBERS WRITE US US FOR OUR NEW CATALOG 


LIDSEEN PRODUCTS 


8321840 South Central Avenue Chicago 
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— Show ’em, to sell ’em 


Those dealers who know how to keep stocks 
moving are the ones who believe in displaying 
their merchandise. 





The old method was to keep wrenches hid- 
den away until customers asked for them. The 
new method is to show them, right where cus- 
tomers can’t help seeing them and wanting 
them. 


And if they’re COES Wrenches—Coes 
quality will keep them moving. 


Please order through your Jobber 


COES WRENCH COMPANY 


“In business since 1841” 











Worcester Mass. 
SELLING AGENTS 
Be Ge Beer GE Ges cv cccccccscevss 29 Murray Street, New York 
John H. Graham & Co. ...113 Chambers Street, New York Fenwick Freres.......... 8 Rue de Rocroy, Paris, France 











GRIFFIN— 


the hinge that is designed 
and made for lasting beauty 
of finish, pleasing simplicity 
in design, lifelong endur- Griffin Hinges are made in We also manufacture 

ance.in service—the result 37ers ane Cellar Window Sets, Hasps 





of more than thirty years of 
experience in the manufac- 


ture of hinges. 


in moisture proof paper and 
packed one pair in a box 
with screws to match. 


Write today for our price 
list and the catalogue of the 
complete Griffin Line. 


and Safety Hasps, Door 
Handles and Door Holders, 
Brackets, Push Plates, 
Drawer Pulls, Door Stops, 
Sash and Screen Lifts, Bar- 
rel Bolts, Corner Braces, 
Corner Irons, Washers, etc. 


GRIFFIN MANUFACTURING CO. 


WAREMOUSE 


45 Warren St.,New York 


ERIE,PENNA. aw. 


WAREMOUSE 


Lake St.,Chicago, Ii 
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SALES OF NAVY SURPLUS 
SURVEYED MATERIALS 
PUBLIC AUCTION 


NAVY YARD, PORTSMOUTH, N. H.—21 OCTOBER, 1924—CATALOGUE NO. 566-A : 
NAVY YARD, BOSTON, MASS.—22 OCTOBER, 1924—CATALOGUE NO. 567-A 


Large Quantities of the Following Material Will Be Sold at Each of the Above Navy Yards. 


ZO=4QC p> 
ZO-=AQCDYD 


Ferrous and Non-Ferrous Metals Deck, Boat and Ship Fittings 
Radio and Electrical Equipment Machinery, Engines and Boilers 
Hardware and Paints Bolts, Nuts and Rivets 


Furniture and Office Equipment 


SMALL BOATS 
Cutters, Whaleboats and Motor Sailers. 


Also many other items. 


Sales will be held on the dates specified at 10 A. M. (Eastern Standard Time). Catalogues of Sale contain- 
ing all available details as to description, Terms of Sale, etc., can be had upon application to the Supply 
Officers, Navy Yards, Boston, Mass., and Portsmouth, N. 'H., or the 


CENTRAL SALES OFFICE 


Navy Yard Washington, D. C. 
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The ‘Tomorrow’ Customer 


“Really don’t expect to buy today. I saw some of that 
| Screen Cloth you have in your window so | came in out 
Luau N | | of the rain—been putting it off ‘til spring.” 


WIRE UU. } That’s something like the trend of conversation. He 
should be encouraged! Tell him something about “Per- 
fect” and “Nikolite” quality and durability. 


It won't take long to sell him. He wasn’t quite ready to 
buy, but “Perfect”? was too much of a temptation to “put 
off ’til tomorrow’ what was just as easy to do today— 
with the assistance of “Perfect,” a sale is made. 


See your Jobber. 


er oer UTTAR TUTTI UL A 


Ludlow-Saylor Wire Co. 
St. Louis ~ Missouri 
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MACHINE 


SCREWS 


Continenta 


WOOD 


SPECIAL 
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(Reg. U. 8. Patent Ofice) 


WOOD SCREW CO. 
New Bedford, Mass. 











Only the key can open it. It 
may be operated just like an 
ordinary night latch; or by 
turning the key one turn 
backward; it securely locks 
the bolt and the inside knob. Thus 
locked, the bolt positively cannot be 
forced back or the door opened from 
either inside or outside without the proper 
key. 

Also our line of Padlocks is complete 
in every respect. We also make Special 
Cylinders for Special Locks, including 
Automobile Locks of all kinds. 

And don’t forget us when you need Key 
Blanks and Cut Switch Keys. We make 
over 1000 different patterns—all of best 
material. Write for Catalog 6. 


(i) INDEPENDENTIOCKCO.D> 





LEOMINSTER, MASS. 


U. 
Mfra. of cylinder locks, padiocks and key blanks 


S. A. 
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COLD-CHISEL JAWS 


ALL-TOOL-STEEL FRAME 


Jaws correctly hardened and oil drawn 
like a cold chisel—a strong, solid frame 
forged from one ane of high grade tool 


steel—these are of 
for the satisfaction there is in using—or 


selling—a 


The tool ‘“‘made for mechanics.” 
please the particular. 


Write for complete Catalog. 


DIAMOND CALK HORSESHOE 


AND 


GNOWVtIG 


ut two of the reasons 


DIAMOND 
Adjustable Wrench 


-100 i 


1335LS 


They 


039404 -d0uHO 
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Manufactured and Guaranteed by 


COMPANY 
DULUTH, MINN., U. S. A. 
Diamond Tool Steel Wrenches Make Fast Friends Fast. 
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Combination 


Service Wrench 


Does the work of a good monkey or pipe 
wrench. Made of a forged steel bar case 
hardened throughout. Construction has 
double strength. A time saver. Does 
away with carrying two wrenches. Guar- 
anteed. Sell them and better please your 
customers. Write for prices. 





BEMIS & CALL CO. 


Springfield 
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Mass., U.S, A. 
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cycione (ATCH-Al| BASKET 


Reg. U. 8. Pat. 


Needed by every home. Convenient for the collection in lots of six. Write for prices and discounts. 
and disposal of trash of all kinds. Affords the only Sell Cyclone Fence, too. Get your share of this 
safe bonfire. Keeps burning fragments safely con- profitable business. Catalog and discounts on re 
fined. Finished in baked green enamel. Nationally quest. 

advertised—a steady profit maker. Shipped nested Write offices nearest you. Dept. 29 


CYCLONE FENCE COMPANY 


Factories and Offices: 


Waukegan, Ill.; Cleveland, Ohio; Newark, N. J.; Fort 
Worth, ‘Texas; Oakland, Calif. (Stan dard Fence Co.) ; 
Portland, Ore. (Northwest Fence & Wire Works). 


The 
“Red Tag’’ 


rae Cyclo ne Fence 
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MALLEABLE 
IRON 





Cog Gear 


















howi 
Part of Head 
Broken Away. 





ROLLING 
FRICTION 
COG GEAR 




















EFIANCE better construction 

means more pump stand sales at 
better profits for many dealers. The 
extra value of the service rendered by 
Myers Defiance Plain or Cog Gear Pump Stands 
through their exceptional qualities in design and 
construction appeals to prospective pump stand 
purchasers and results in more sales for those who 
stock them. 


Malleable iron head and fulcrum, heavy flat windmill bar, 
114” steel piston rod, unusual size stuffing box, large air chamber, 
compression or plain spout, extra long handle, heavy stand with 
deeply recessed full round base, substantial steel brace, 114” 
back outlet, and last but the most important feature of the en- 
tire list, the three-in-one bushing which permits of 114”, 114” or 
2” suction pipe being used, offer more in real service than most 
other types of stands, and this is the service that makes satis- 
fied users and stimulates business. 






BUSHING 
14 1%2OR 
21N. PIPE 








Your inquiry is solicited. Write us today and defy compe- 
tition by stocking Defiance Plain or Cog Gear Pump Stands. 


THE F.E. MYERS & BRO.co. 


AS MLAND, eo], 5 Ler 









CO. 






ASHLAND PUMP MOAN HAW TOOL WORKS 
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move the goods 


FOUNTAIN . . 
Dette welts af aubenuiest quality we put into our stuff. 


iron packed with an efficient 


5 G .0 
Dealers’ Discount 33 1- 30%. 





Every Month Over a Million Families 
Are Reading About 


THE ROYAL LINE 


The farmers and poultrymen know about us. Our advertising insures 
that. Every month our advertisement appears in farm papers and 
poultry magazines with total circulation of over a million. We help 


ROYAL THERMIC Poultrymen who know the Royal Line buy Royal goods. They like the 


A year ’round seller. 


forced. bottom %”” off. the Royal Manuf actur ing Company Holds one gallon. 





ROYAL es ‘ghee 


ground. Heavy handle. Extra . 
wide deep drinking pocket. ] e Heavy galvanized iron. 

Cone top keeps water clean. To edo, Ohio For either baby chicks or 

2 | ee $3.50 ee ~. E as A y 

ere 4.00 rs . . . cleaned, et to dealer 

OF ptaiaraiaapaton 5 00 Write for Prices and Particulars on Our Full Line $4.80 per dozen. , 












Recommend 
Tremont Nails 


for 









Shingling 
Slating 
Clapboarding 
Construction work 
Laying hardwood floors 









Scientifically Designed 


Tremont Hardened Steel Cut Nails 
win the approval of carpenters and all 
who use them because the carefully 
tempered high carbon steel from 
which they are made will not bend or 
twist while being driven. Tremont 
Hardened Steel Cut Nails are scien- 
tifically designed to shear their way 
into the wood with the grain in a 
manner that assures the strongest 
possible grip. 


















The best you can buy and the best 
you can sell is the Tremont Brand. 







Tremont Nail Company 
205 Lincoln Street, Boston, Mass. 






Tapes that 


sell easily— 


because of satisfaction to the 
user, are “easy-to-read,” “easy- 
to-use,” durable, and perfect in 
workmanship and finish. 


DIETZGEN 


Measuring Tapes 
have all these selling features. 





Build your sales and increase 
your profits by adding the 
RELIANCE and ADMIRAL 
Tapes to your stock. 


Investment small; turnover quick. 


Catalog and discounts on request 


EUGENE DIETZGEN CO. 


' Right goods at right prices 
continuously since Year 1885 


Sales Offices: 





Branches: 
Chicago New York 
New Orleans Pittsburgh 


Factory: 
San Francisco Chicago, Illinois 
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BOX STRAPPING 


No. 3000 “Twinrold”—Self-Tightening 
tm eolle of 800 feet, is coiled double and has great 


tensile strength. The ribs — pails to be driven ob} 
iquely, taking up the slack drawing the strap tight. 


Cenn. 
New Yerk Chicago San zventnes Lee Angeles 
Manufacturers of Wrought Hardware 
and Carpent 





STANLEY 





THE STANLEY WORKS 
New Britain, 


ers’ Tools 
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The Hose Is Not Always to Blame! 


Leaky garden hose can often be traced to the fittings—im- 
proper coupling or carelessness in clamping play an important 
part in the life of a garden hose. 


Sherman Wrought Brass Fittings are the standard mainstay of dis- 
criminating dealers. Permanent, rust proof and of the highest quality 
material, They offer longer wearing features. When you sell hose 
sell Sherman Fittings. They cost no more. 


Sherman Hose Couplings. The best that Sherman Heavy Wrought Brass Clamps. 
can be made. Of fine appearance with The Genuine. Rust-proof clear through. 
, No other material will last on hose like 
accurate machine cut threads and deep, 4-,.. Sherman Clamps are made t 
, ¥, p ade to give 
clean corrugations. Made in %—%4—% satisfaction. There is a clamp for every 
and % inch sizes. purpose and any size. 


(Patented) HH, B, SHERMAN MFG. CO. - BATTLE CREEK, MICH. 








( Patented) 








The best little POST HOLE AUGER 

advertisement you ever saw is now 

running in farm papers for your 
benefit. 


IWAN POST HOLE & WELL AUGER 


Most castly operated and fastest earth auger mage. 
See your hardware or ae LWA 78 Look for 


i N OS. on han- 
A Sizes 3 to 16 inch (wan die casting. Not sold 
i? 4 Oe mail order houses. 








mest pepuier Qa Write for easy digging 
booklet on posthole diggers, hay knives, barn scrapers, 
etc. IWAN BROS., 1533 Prairie Ave., South Bend, Ind. 






Inspect the “Marcus” Line 





You can profit from it by stocking the Genuine ° ° 
IWAN (not Iwan pattern) Post Hole and Well Fr ee—in Your Own Of fice 
Augers. 

a ee a a We manufacture a line of brass garden 
sold by mail order houses.” We believe in hose specialties under the trade name of 
helping you sell, not competing against you, so “MARCUS.” 

buy from the jobbers who can supply Genuine 

nent —— . It is a QUALITY line at mighty 
ae, oeaeeet sizes in selling volume are 8-6-7-4-9-10-3 satisfactory prices. We will gladly send 


samples to any jobber—and leave it up 
IWAN BROTHERS ee]? 
cnet tmeihtin. dha to the samples to “‘sell’”’ you the line. 
SOUTH BEND, INDIANA 
Mfrs. of post hole diggers, hay knives, snow or barn scrapers, 


revolving chimney tops, wire conductor pipe hangers, ditching Peoria 
spades and drain cleaners. 


MARCUS IRON WORKS 


Illinois 




















Quicker Selling 


The speed with which you can serve a customer is a 
factor that brings him in to you again. With Heller 
Swing Door Cabinets you can do more than serve a 
customer promptly, you can also create a prosperous 
appearance that advertises your service to every 
shopper. Because Heller equipped stores are so 
thoroughly prepared for quick selling, they get the 
business. Write for catalog No. 26-A TODAY. 


W. C. HELLER & CO. 





Main Office and Factory Eastern Display Rooms 
700 Wabash Ave. 20 Vesey St. 
Montpelier, Vt. New York City 

















Heller Shelving in PayneCummings Hardware Co., North Adams, Mass. 
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A Big Seller If You Were Your Own 
to Boat Owners Customer 


If you were your own customer and drove up to your ser- 
vice station or garage for the purchase of oil, what kind of 
service would you expect? 

Suppose you asked for one gallon of medium oil. If the at- 
tendant grabbed a tray of containers preven filled and 
emptied them into your crank-case, you would immediately 
begin to wonder whether he had given you medium, heavy 
or light oil, or a mixture of all three. That’s the way every 
customer feels. 

On the other hand, if the attendant 
picked up a Brookins Liquid Measure, 
filled it from a tank marked “‘medium’”’, 
inserted the flexible metal hose into 
the crank-case, pressed the thumb re- 
lease and all had been done in just a 
few minutes without spilling a drop of 
oil on your fenders—you would go 
away satisfied that you had received 
what you asked for and would have 
been impressed with the prompt, effi- 
cient service which you received. 

Brookins Liquid Measures were used by the 
round-the-world fliers. They are used by the 
small individual garage owner as well as the 
biggest oil companies, such as Gulf Refining 


Jeffery’s No. 7 Marine Glue is a big 
seller to boat owners, because it will 
positively make any boat leakproof so 
long as the frame is in fair condition. 


We do more than guarantee this boat 
glue: we help you sell it. As soon 


as you order 
JEFFERY’S 
WATERPROOF MARINE GLUE 






we get busy and co-operate with you. 


| rovide you with Interestin OTHER Company, Mexican Petroleum Company, At- 
Send you Dealer He DS, Pp : yo . : & BROOKINS lantiec Refining Company, Pure Oil Company, 
Booklets with your imprint, circularize in your locality a etc., ete. 
“ Brookins Liquid Measures will hold the 
and help you in every way. PRODU confidence of your customers, increase the ef- 
, Brookins Price Charts ficiency of your service, hence make more 
It is Nationally advertised—known the world over. With a aur gee. 
. . ) et ad 
your order we send a liberal supply of Interesting Book- plete set. They pay BROOKINS MFG. CO 
. ‘th d add th for themselves many , > 
lets neatly printed wit your name and address on them. times over, 114 Bayard St., Dayton, Ohio 
Write for Trade Discounts now. Brookins | Emergency 


Gas Can helps to give 
the kind of service 


L. W. Ferdinand & Co. that every ‘car “owner 


150 Kneeland Street Boston, Mass. Write for descriptive —_— STATION EQUIPMENT 


circular. eee 
































™~ 


UA id Wlanoterene, 


Will be published in book form in 
November. $3.00 per copy. 


By Saunders Norvell 











Order your copies now with remittance to cover. 


HARDWARE AGE, 239 West 39th Street, New York City 
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STOP 





Replenish 
Hardware Your 
for Stock 
Hard-wear with 
BOMMER 





BOMMER 
~ §PRING HINCES ~ 


ARE THE BEST 


Your dealer handles them, get 
New Catalog 47, you need it. 








BOMMER 


Manufacturers 


SPRING HINGE COMPANY 
BROOKLYN, N. Y. 
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The New 
Boston Rubber Chair Tip 


SprinGriP 
Trade Mark 


The Tip and Its Parts 


Brass Nall 





Brass Washer 


= 


The Rubber Tip with 
the Brass Washer 
and Nail Moulded in 
Same. 





Spring 
Socket 


—~. 
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Patented 
Send for Catalogue 
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Manufacturers of Rubber Specialties 


THE ELASTIC TIP CoO. 


370 ATLANTIC AVENUE BOSTON, MASS. 
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ACME casters are famous tor their home 
runs. The reasons are simple—Acmes never 
foul, are easy running, swing smoothly round 
the bases, always slide when necessary, never 
out. Put them in your lineup and catch the 
profits. 





From your Jobber: send for catalog. 


THE SCHATZ MANUFACTURING CO. 
Poughkeepsie, N. Y. 
Agents: 


J. C. McCarty & Co., 29 Murray St., New York Citv 
Cc. W. Gause Co., 693 Mission St., San Francisco, Cal. 








Anchor ™}** Brand 


Clothes Wringers 
ARE 





The Best 
Wringers 


Made 





= The Best Wringers Made Are 


Anchor 


* Brand 


Lovell Manufacturing Co. Erie, Pa. 
Largest Manufacturera of Clothes Wringers in the World. 
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MANUFACTURERS OF 
Ornamental Lawn Fence 
Walk, Drive and Farm Gates 
Rubbish Burners, Trellis 
Flower Border, Tree Guards 





THE H. L. BROWN; FENCE AND MFG. CO., Cincinnati, Ohio 


All Pickets Made of No. 9 Heavily Galwanized Wire 


» PEQDRDADARRDRRRRARARAD< 
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w 
PROMPT SHIPMENT att. LF 
FROM STOCK 


©, aD 
ax <* 
WRITE FOR PRICES qm _o~ 











THE TACK 











Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on _ request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 94 Portland St., Boston 
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Extra strong construction with extra depth sockets— 
heat treated. 


Plain lacquer finish—twenty-six standard sizes. 
Ask for Catalog No. 500. 


WALDEN -WORCESTER 


INCORPORATED 
WORCESTER, MASS. 

























rer Jenni 9 S 7 


2 Au ger Bits % 
~ Tit 
8 Satisfied % if 
Ze, Customers as 
Profitable A/D 


as standard by the 





Our bite and braces have been poarues « 
finest woodworkers for over fifty y Bits for every 
purpose—auger bits, dowel bits, car bits, ‘machine bits, ete. 


Bend for booklet. 
Russell Jennings Mfg. Co. 
Chester, Conn. 









A Vise Made More Attractive 


To increase the Dealer’s sales we have livened up the 
appearance of our new sturdy, dependable Rock Island 
Vise. 


It is finished in bright red and is sure to catch the eye. 
Just the thing for a radio 
builder or garage. 


adiovise 
Swivel Base Anvil Type 


Tool Steel Jaw Faces 


Jaw width—3'¥, inches 
Jaw opens—4 inches 





Write us for prices. 


ROCK ISLAND MFG. CO. 
ROCK ISLAND, ILLINOIS 




















BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 





Sample free. 
BURNLEY BATTERY & MFG. CO. 


NORTH EAST, PENN. 














firme Savin 


PO PTFRS BOLT CLIPPERS 


WIRE CUTTERS 





: ‘ 






For cutting < “e rods and 
wire, ranging in size from 
% inch to % inch. Used in 
arages, repair plants, 
arms, homes, shops, etc., 
saving time and labor. 

The name PORTER is 
assurance of _ reliability — 
protection against inferior 
material and poor workman- 


ship. 

Every PORTER tool is 
built for efficiency and dur- 
ability. 

H. K. PORTER, Inc. 
m= EVERETT, MASS. U. S. A. 
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Osborne High Grade Punches 














Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers 
and Upholsterers’ 

The above tools will please your customers as well as our famous Round and Oval Punches. 
Rem we have had 94 years of succes 
skilled workmen and use the finest quality of materials in making our products. 

We stand back of every tool we make. Try us. Write for Catalog and Prices. 


and Plumbers’ Tools of superior quality. 


uccessful manufacturing experience, employ only 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 
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A REALLY 
better timer 


Here are six unanswerable arguments for 
Turner superiority: (1) Protected flexible 
metal wire assembly. Each joint packed 
with heavy cord. Affords positive protection 
against water, oil and short circuit. (2) 
Raised race, the only wearing portion of 
timing dise constructed of special laminated 
linen base phenolic material. A remark- 
able insulation possessing great electrical 

















Ashaway Lines 





e 
Mason Lines y . and mechanical strength. Impervious to 
‘‘flash’’ and resultant burning or pitting 

e 80 common on Ford ignition units. (3) 

( A lk : ne Portion of shell where wires connect to dise ig safe from oil, water or any outside 

a | elements. (4) Disc is instantly removable by one screw. (5) Brush and brass 


inserts make full contact instantly along their full widths assuring a _ perfectly 
timed spark under all conditions. (6) Only four connections to be made (see four 


° » e 
Fishing Lines terminals above) when installing. 


sbeebs Eien 





window displays are _ furnished 
dealers for all] Turner Products in- 


cluding ‘‘2 in 1°’ Timer, Instant ; 5 

Foot Accelerator, 2 in 1 Carburetor it ) MiEAR 
Control, and Door and Throttle ; Pigg Reema ee 
Lever Extension, 


Unusually attractive counter and ’ s as J 


t fore! Zreasttor 
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Ashaway Lines are 


standard for length || tURNER MANUFACTURING CO., Kokomo, Ind. 
and weight. Dept. E | 


Ashaway Line & Twine Mfg. Co. 
ASHAWAY, R. I. 


Manufacturers of Braided and Twisted Silk, Linen, Cotton 
and Metal Fishing Lines 

















PEST AAS « 

i r, wa te: eats SIN, 

be BRS Tek FBI EA pee nS 
Ensign Bickford is the ORIGINAL SF ee. 
safety - fuse—tested and tried by a Shek be AEP 
time and experience. i Bt Sei Me KS 


We manufacture various 
’ brands of fuse, "> 
which you should fin 
one adaptable for your 


work. 
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Brushes and Brooms 


All made especially for the Hardware 
Trade and every one shows a thorough 
understanding of requirements. 


Whatever your needs in Wire, Bristle 


The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 


UNIVERSAL cra 


E 
M P 
of any 











die gt af EB et ; d Fib B h d B ms we can 
ameter. a co re. 3 4 3} an roo Ww 
No rough edges cut hose. Put on in less than « q an nee ree 
minute. Everlastingly leek-proof. Order Universal 5 promptly supply them. 
Hose Clamps. Trademark yd clamp and car- Sse 
Get them from your jobber—or write us. 29 Send for Catalog and Prices. 


UNIVERSAL INDUSTRIAL CORP. 
Hackensack, N. J. 


mt, f Kancernre 


Price $3.00 per copy. Order now. 
Hardware Age, 239 W. 39th St., New York City 


MILWAUKEE 
Brush Mfg. Company 
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DEALERS WANTED EVERYWHERE Iron Fence, Gates 

wn Vases 
Ta | Settees 

Hill in General Iron 

and Wire Work 
1] pees |} CHAIN-LINK 
“ betes | WIRE FENCE 
Ask for Catalog 





























THE STEWART IRON WORKS CO., Ine., 225 Stewart Block, Cincinnati, O. 











SPARGO 


BRONZE AND COPPER 


FLY SCREEN CLOTH 


Perfectly Woven, Most Durable 
Write for Prices 


Spargo Wire Co., Rome, N. Y. 
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SAMSON|CORDAGE WORKS) 
MANUFACTURERS OF 4 a SASH CORD, CLOTHES 
BRAIDED CORDAGE {R587 LINES. SMALL LINES 
AND on TON IN TWINES (eee ETC. 5407 AW LALA 



















S TRA TTON re 7 a in 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Ete. 
Enameling, both baked and air dried. 


STRATTON MFG. CO., Stratton, Maine 






















(WILLIAMS 


LCAN” 


CHAIN PIPE VISE 
DROP-FORCED, COMPACT, RAPID, DOSITIVE . 


J. H. WILLIAMS & CO. 


: Drop-F or ging 
New York BUFFALO Chicago 




















BOLT 
“VICTOR” CLIPPER 







Send for Catalog 

















Welding Compound is best by every 
test. Makes welding of any steel as 
easy aS Iron. Stock it and increase 
your sales. 

Made only by 


ANTI-BoRAX COMPOUND Co. 





Fort Wayne, Ind. 














BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 
WE PROTECT THE DEALER. 


BROWN & SHARPE MFG. CO. 
Providence, R. I., U. 8S. A. 











ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 








BAND “J JI NOX” saws- : 


QUALITY SERVICE 
UNIFORMITY OISTINCTION 


“The Toots in the Pail Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS —- BAND SAWS — SCREW ORIVERS — GLASS CUTTERS 













PADLOCKS 


FOR EVERY CONCEIVABLE PURPOSE 
FRAIM-SLA YMAKER 


HDW. CO., INC. 
> & & A. 





Lancaster 











FIELD SASH PULLEYS 
Made of Pressed Steel 


Maximum Strength—Minimum Weight 
No sandy cast surfaces to chafe and wear sash 
cord. Write for Catalog and Prices. 


FIELD HARDWARE MFG. CO. 


111 E. 3ist St., Kansas City, Mo. 


Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
9 Jones Street Rochester, N. Y. 

















THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 


1000 MILITARY RD., 





BUFFALO, N. Y. | 
—— 


SEYMOUR SMITH 


Self-Piercing Bull Rings. Made in all 
sizes of pure copper. Send for our 
new descriptive catalogue. 


SEYMOUR SMITH & SON, Inc. 
Oakville, Conn. 


Sales Agents: John H. Graham & Co., 113 Chambers St., New York 














g . Lindemann & Co. 


Manufacturers of 
BIRD |e’ 
CAGES Established 1863 


35-37 Wooster Street New York 












STANDARD SINCE 1865 
Be en oie oe 
tion. None sell so readily te 
Barbers and Horsemen. We 
make both kinds. 
American Shearer Mfg. Cempany 

Nashua, N. HL 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 


Hex Mesh 
around the socket-holes, so that even the smaller 


sizes will stand all the strain the best made 

wrench can apply. The Allen process makes POULTRY NETTING 
deep, perfectly-formed socket-holes—no chips in 
the bottom. The entire length of the ALLEN is 
utilized either for solid metal at the point, or depth of socket 
for the wrench. All sizes in stock from % in. to 1% in.; 7 * 

any length, point or thread. Also Socket-Head Cap é.. F. Wright Steel & Wire Co. 
Screws, Tap Extensions and Socket Wrench Sets. Dealers: 


Write for catalogue and sales proposition. 
The ALLEN MFG. CO. \iveS# SRO CSE Sees 


















Give Them 


Phenix Quality Ss; 


In Storm Sash Hangers and Fasteners 
line of Window hardware that #9 F 





American Steel & Wire 


Company 

















land, Gesttie 


den, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman 
NAILS, SPIKES, STAPLES TACKS, Hot Galv’d Nails 
ZINC INSULATED FENCES: American, Royal, Anthony, 


Hangers and Fasteners are simplest, oe 
handiest, easiest applied, most efficient— 

that’s why they sell best. New improve- - 
ments put them in a class of their own. 

Write to-day for catalog showing full Phenix 
line, including the only non-rusting loose joint 
hinge made, and the one best fastener for base- 
ment storm windows and porch enclosures. 


, Samples free. 
032 Center Street 
Mfg. Co. Milwaukee, Wis. 
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ARROW Oo 
CONCRETE REINFORCEMENT 
BALE TIES: Old reliable brands 
TELEPHONE WIRE 
WIRE fer every purpose 
Quick Delivery. Write us for selling plans. 






























CUSHION TIRE 
TADDEDS 























[ADDERS 
‘00 0) LS pel METHODS 
TS Wat provide adequate storage facilities for 
= —_ ible and 
ncn E TOOLS = sa ‘tock acacia eente hendiontl 


venient for clerks and stock men to handle with 


absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
CUSHION TIRE STORE 


Deep tread steps, fulllength hand grips, rubber ties, 


lee Tools and other equipmen: 
fer every ice handling 


J 





4 large stock ao gh | 
— meet 
quiremen " everhead track $ — firm construction throughout, 











Write for Feet price list jf ladder 
| ey (oa 
Main Office & Works: 1 Hill & | f efficiency ancy One ip only neat of ign » BE ‘ 
| L NewYork. Raston, Chieago,Pittsbursh catlly lnctalind--meuts oes most ob hk. LAN 
il i AA on request ASH oHIO 
What Makes a Business Grow? 158 - Wee x Sold Nd Direct 
Many Dealers Say: ‘“‘Landreth’s Seeds’”’ Dryer information in sn x 
This ts “sonst a exercise incl nm gh 2800 gt ye > om. 
ove . < _— pA gern year. 
oe oe wee een ; HILL CLOTHES DRYER CO. 
—_ i gl am buy Landreth’s 39 CENTRALST. Worcester, Mase. 
Place your order now. ee See pe 
D. Landreth Seed Co., Bristol, Pa. 111 Murray St., New York City 
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CUN BLUER | UNIVERSAL 


ae a — ‘|| BOX STRAPPIN G 

















| hang — eng» GUN RIUERI | CARY MANUFACTURING CO 
NEW METHOD GUN es aroma *) ‘ 
BLUING CO. Manhattan Bridge Plaza, Brooklyn, N. Y. 
Dept. B. Bradford, Pa. 
——___—___- ® 
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; : Set Solid, Minimum 50 words........ sGe6UeOdwoe< ccédeene 

An Effective Low Cost Contact with Hardware Man- I I, na i ck ce cnne 66a 

afacturers, Manufacturers’ Agents, Jobbers, Jobbers’ All Pee Minimum 50 words...........:. oscccconses¥sn ae 
es 7 Se Qe «DHOREs cece cesececce ese cvesooescteus rT 

Salesmen, Retailers and Retail Salesmen. 1 inch “Box’’........ ROAM EIR ER 
TTT ee oeeees Gaseeees 


No illustrations accepted for these pages. 
Allow seven words for Keyed Box Number Address. 








4 insertions, 10% off; 8 insertions, 
Remittance Must Accompany Order 
50% off the above rates for Positions Wanted Advertisements 





Business Opportunities 





HARDWARE STORE ffor sale or trade. 
Twenty-four miles north of Chicago on the 
North Shore. Have a long lease. Suburb of 
10,000, and only one other hardware store. Will 
sell at bargain to dissolve partnership. Address 
Box G-307, care of Harpware AcE, New York. 





FOR SALE: A clean stock of general hard- 
ware and fixtures, inventory about $12,000, in 
a thriving city of 15,000 people. For full in- 
formation address Box G-306, care of HarpWware 
Ace, New York. 


DESIRE to purchase a well located hardware 
store in New Haven or vicinity or any part of 
Connecticut or out on Long Island. Please state 
how long established, populatfon, rent, cash re- 
quired, reason for sale and competition likely to 
be encountered. All communications confiden- 
tial. Address Box G-325, care of Harpware 
AGE, New York. 








FOR SALE: Hardware stock, building and 
fixtures. Located in best dairy section of North- 
west Wisconsin. No trades considered. Address 
Box G-331, care of Harpware Acre, New York. 





FOR SALE: Old established semi-jobbinz and 
retail hardware business. Exceptionally good op- 
portunity. Extensive lumber manufacturing and 
other industries as well as excellent farming and 
dairying. Good reasons for selling. About 
$10,000.00 required. Address Box 547, Hawkins- 
ville, Georgia. 





Business Services 


= od 
OUR REPUTATION 


The reputation of this 
company continues to grow 
because it is founded on 
those things most vital to 
the safety and success of 
a business enterprise—good 
work, quick completion and 
lowest practical cost to our 
customers 


MORGNER CATALOGUE 
COMPANY 


300 Adams Street 
Brooklyn, New York 












































Help Wanted 


Positions Wanted 





SALES MANAGER—We have room in our 
organization for a sales manager who is thor- 
oughly familiar with builders’ hardware. Man 
employed in such capacity with hardware manu- 
facturer preferred. Excellent opportunity with 
fast expanding concern. Address Box G-319, 
care of HarpwareE Ace, New York. 





WANTED—High class Mill Supply and Hard- 
ware Salesman, having acquaintance with Mill, 
Store and Garage trade between Appleton and 
Wausau, Wisconsin. Good opportunity for right 
man. Address Sales Manager, care of Northern 
Hardware & Supply Co., Menominee, Mich. 





SALESMAN to sell Builders’ Hardware to re- 
tail hardware stores. State experience and sal- 
ary expected. Address Box G-315, care of 
HarpwareE AcE, New York. 


WANTED: Position by married man with 15 
years’ experience in Hardware and_ Sporting 
Goods business. References. Address Box G-329, 
care of HarpwarReE AcE, New York. 





Sales Accounts Wanted 


SUCCESSFUL HARDWARE SALESMAN 
wishes to establish Manufacturers Agency with 
office in Houston, Texas, by January Ist, 1925. 
Manufacturers of Oil, Wood and Gas Stoves, 
Crockery, Leather Goods and kindred lines, and 
also importers of Hardware Specialties, Guns 
and Ammunition, looking for representation in 
this territory are asked to communicate’ with me. 
Will cover East, Central and South Texas. Ref- 
erences given. Address Box G-321, care of 
Harpware AGE, New York. 








7 


WANTED: Builders’ Hardware Man by large 
Texas jobber. Must be capable of listing from 
plans and managing finishing hardware depart- 
ment. State past experience and references in 
reply. Black Hardware Co., P. O. Box 697, 
Galveston, Texas. 





WANTED: FIRST CLASS SALESMAN to 
take charge of retail sales. Must have thorough 
knowledge of hardware and kindred lines, know 
how to display and advertise goods, must be re- 
sourceful, with ambition and proven ability and 
theroughly conversant with modern business 
methods. For such a man we’ have good open- 
ing. Give full information as to experience, 
references, age, whether married or single, and 
wages expected in first letter. Address Box 
G-326, care of HarpwarE AcE, New York. 





HARDWARE MEN WHO WANT experience 
that fits them to sell or improve their selling 
want Norvell’s ‘‘Forty Years of Hardware.” It 
is crammed with good selling ideas. Ask any 
five hardware men about it and then order your 
copy ($3.00). Harpware Ace, New York. 





Positions Wanted | 





SEASONED and EXPERIENCED SALES- 
MAN with very broad acquaintance amongst 
buvers in hardware, sporting goods, electrical 
and automobile accessory jobbing houses is open 
for a proposition October 30. Ambitious to 
make connection with one of the leading manu- 
facturers that can use a high class salesman. 
Wants only a connection with a first class 
house. No objection to traveling. Address 
B. M., care of Harpware Ace, Otis Building, 
Chicago, Il. 








HARDWARE MAN, experienced in all de- 
partments, wholesale or retail, is now open for 
a connection. Best of references as to honesty, 
energy and buying and selling ability and quali- 
fications for detail work gladly furnished. No 
objection to hard work or long hours. Address 
Box G-328, care of Harpware AGE, New York. 





MANUFACTURERS’ REPRESENTATIVE: 
Thoroughly experienced salesman. A-1 linguist 
is going abroad soon. Has room for two or 
three more Hardware and Tool Representations. 
Basis: Commission and small share in traveling 
expenses. Highest of references as to integrity, 
ability, experience. Only firms in A-1 class need 
apply. Address Box G-332, care of HARDWARE 
Ace, New York. 





Sales Representatives Wanted 





Salesmen interested in attractive assortment of 
dog collars, dog harness, etc., to sell direct to 
retail trade. Recently organized manufacturer of 
long experience in this line has good territory 
open for the right men. Only hard workers and 
those with representative lines need apply, giving 
all details, territory, etc., in first letter. a 
Box 130, Patterson Post Office, Baltimore, Md. 





WANTED: Experienced salesmen who are 
now selling the hardware and general store 
trade in Eastern Ohio, Eastern Pennsylvania, 
New York, Michigan and Indiana. The line is 
stamped ware made by an old established manu- 
facturer possessing a reputation for making a 
high grade product. The right men can make a 
very profitable contract. Address Box G-313, 
care of Harpware Ace, New York. 





WELL KNOWN MANUFACTURER of Me- 
chanics’ Tools and Hardware Specialties of estab- 
lished reputation, has opening for salesmen call- 
ing on the retail trade, preferably those who can 
sell in connection with other non-conflicting lines, 
on commission. Territory open: Kentucky, 
Indiana, lower half of Illinois, western half of 
Ohio; also Arizona, New Mexico and Nevada. 
fo right men exclusive territory arranged. In 
reply, state experience and territory now travel- 
ing. Address Box G-334, care of HlarpWARBE 
Ace, New York. 





WANTED-—Salesman to sell our line of Build- 
ers’ Hardware on commission in New York State 
(not including Metropolitan District). Will con- 
sider ee , o. side line with a man already 
acquainted in this territory. SHARON H . 
WARE MFG. CO., Sharon, Pa. one 











that “inspiration” and “determination” are just as 
essential to business success as is ability. Get in 


Get The Fighting Spirit 
Your business paper-—HARDWARE AGE—brings to 


the habit of reading your trade paper carefully 
you each week the latest selling hints. We realize from cover to cover each week; get the fighting 
spirit it instills and your books will show a better 
balance at the end of the year. 
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is the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. 
include replies that have gone direct to advertisers using their signature. 


This does not 





Sales Representatives Wanted 


Sales Representatives Wanted 


Sales Representatives Wanted 





WELL KNOWN established manufacturers’ 
representatives wanted by a Chicago manufac- 
turer of a nationally advertised kitchen specialty. 
Give full particulars and references in first let- 
ter. Territory open: Pennsylvania, Western 
New York, Ohio, West Virginia, Indiana, Michi- 
an, Kentucky, Mississippi, Louisiana, Texas, 

innesota, Iowa, Nebraska and Dakotas. Ad- 
vos Box G-317, care of Harpware Ace, New 
ork. 





SALESMEN TO SELL ON COMMISSION: 

ardware, Tools, Regular Goods, Specials, and 
Job Lots, one for each of the following locations: 
New York City and suburbs, St. Louis and sub- 
urbs, and entire State of California. No objection 
to side lines, providing they do not conflict. 
Will pay commission on mail orders as well as 
orders taken. We have customers in all terri- 
tories. Address Box G-236, care of HarDWARE 
AGE, New York. 








Salesman—Attractive side line, liberal commis- 
sion, sell patented garden implement to jobbing 
trade. Illinois, Indiana, Michigan, Georgia, Ala- 
bama, Florida still open. State experience, age, 
etc. Address Box 156, care Harpware AGE, 
1420 Widener Bldg., Philadelphia, Pa. 


SALESMEN tto sell our complete line of 
brooders and poultry supplies on liberal commis- 
sion. Also edbird Speedsters, Scooters and 
Thermic Jugs as side line for Christmas busi- 
ness. Will send sample Scooter post paid for 


$1.25. Royal Mfg. Co., Toledo, Ohio. 








WE have an opening for factory representative 
on our line of builders’ hardware in upper New 
York State and Northeastern Pennsylvania. In 
reply kindly state experience, lines handled and 








exact territory covered. Address Box G-330, 
care of HArpwareE Ace, New York. 
WANTED: Manufacturers’ Agents for tool 


line covering Hardware and Automobile Acces- 
sory Jobbers and large dealers in New York, 
Western Pennsylvania, Ohio, Michigan, Indiana, 
Southwestern and New England States. State 
territory covered in reply. Address Box G-333, 
care of HARDWARE AcE, New York. 


WANT a few good, well established salesmen 
calling regularly on retail hardware trade to sell 
our Carbo agneto Sharpening Stones and 
Grinding Wheels. The line that brings repeat 
orders. Liberal commissions. Some. excellent 
territory now open. Goodrich Grinding Wheel 
Co., 1500 W. Madison St., Chicago, Ill. 








TRAVELING MEN WANTED who can en- 
joy and increase their sales from Sat unders Nor- 
vell’s ‘“‘Forty Years of Hardware.” It is 
crammed with sales inspiration, background and 
ideas. $3.00 a copy. Order your copy now 
from Harpware Ace, New York. 











SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” 
to handle. 


What have you to offer? 


Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and you’ll be reasonably sure to find a 
reliable salesman to represent you. 














The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 








“They Have a 
Bull Dog-Grip” 


Manufactured by 
U. S. Clothes Pin Co., Montpelier, Vt. 
Sales Dept. 
1015 Union Bank Bldg., 





Pittsburgh, Pa. 








Economy 
Hose Attachments 


For connecting hose to smooth 
faucets. Slips on and off easily. 


Economy Mfg. Co. 
5350 Germantown Ave. 
Philadelphia, Pa. 


“AXES SCY THES 


Scythes since 1812, Axes since 1800 


RIXFORD MFG. CO. 


East Highgate, Vt. 




















Clamp’s Washers 

Stop Leaky Faucets 
} Samples FREE 

U. S. WASHER CO. 


Box 398 
Hartford, Conn. 
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CALVANIIEO IRON FIB 


erican Ca 


CONTAINERS OF TIN PLATE 


Ga 


American Can Company 


SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Silver Lake Co., Newtonville, Mass 

















Oil, Molasses and 
Dairy Gates 
Perfection Pattern 
Made in All Styles 
Syracuse Stamping 
Co. 
Syracuse, New York 














LUMBER 


CRAYONS 
STANDARD CRAYON CO. 


Danvers, Mass. 




















BALE TIES 


Best Made—Prompt Shipment 


Baur Bale Tie Co. 


INDIANAPOLIS, IND. 








J. L. THOMPSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS = 





ELEVATORS 
DUMBWAITERS 


Write for our catalog 


Energy Elevator Co. 
211 New St. Philadelphia 








Stone Working 
Tools and Supplies 
Trow & Holden Co. 


Barre, Vt. 


















JOHN SOMMER’S 
PEERLESS FAUCETS 
Made of best Maple, with Leather 
Lining and Best Block Tin Key. 
Beware of Imitations. Genuine are 


Stamped with Maltese Cross. 
John Sommer Faucet Co., Newark, N. J. 











a ey is; — 


2 © enna aaa 


102 


HARDWARE AGE 


October 16, 1924 


INDEX TO ADVERTISERS 


THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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The Snap-On 
Flat Ratchet 
Wrench — a 
new mem- 
ber of the 
Snap-On Line 
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CAR OWNER: 
Oh! I see—It’s a wrench system, isn’t it? 
DEALER: 


‘Sure, that’s the idea! The engineering department of the 
Snap-On Wrench Company has checked up on your car from 
top to bottom and here, in this compact kit, are the handles 
and sockets your car requires. 


Instead of getting a lot of make-shift hit or miss wrenches, you 
get the real thing—the same as mechanics use—get just what 
you need, no more or no less. 


In fact, we can refer to our ‘““‘What Car Do You Drive?” book- 
let and select from this Snap-On Cabinet, a set especially 
adapted to any make of car. Some system, isn’t it? 


DEALERS 


Investigate this remarkable merchandising plan. 
today for all the details. 


MOTOR TOOL SPECIALTY CO. 


14 E. JACKSON BLVD. CHICAGO, ILL. 


Write us 


Distributing Branches in 18 Principal Jobbing Centers 


SNAP-ON WRENCH CoO., Mfrs. 


MILWAUKEE WISCONSIN 
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ARNISH flows smoothly _ bristles, sorted with care and 
and evenly from the chis- — blended with the expertness of 
eled edge of the Shasta’s /73 years of brush making, go 
strong, tough, springy bristles. _ into this fine tool. 


Varnish or paint—the Shasta __ Brristles, setting, handle and 
spreads more of it, and spreads ‘metal ferrule combine to make 


it better than even higher the Shasta a beautiful brush 
priced brushes. and a remarkable value. It is 

made exclusively by Wooster. 
The highest quality Chinese The construction is patented. 


/ 


Baas. | 






Shasta Brushes come in three grades and five sizes ‘ pre to 
and are packed in (1) individual cartons; (2) dozens Bea | 
and half dozens to the box: (3) assorted on Easel | | J 
Display Cards. Packed in any manner desired. Ask le | 
your jobber. Order a trial card of the Shasta assort- 
ment pictured, from your jobber. 






Since 1851~-One Family 


One Idea-BetterBrushes WOOSTE 


Merchants: Send for proof sheet of 
tree newspaper advertisements for 
your use. Also life size display of 


the 188 Pound Boy. 


THE WOOSTER Brusy fa 





 WoosTER BRUSHES 











